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Pages from the History of Goldsmithing” 





By W. Augustus Steward 


Officier d’Academie; Head of the School of Gold and Silversmithing, L. C. C. Central School of Arts and Crafts, London 


(Continued from the issue of March 15) 
CHALDEAN NECKLACES 


Mr. C. L. Woolley has recently found 
some greatly interesting specimens of 
jewelry at Ur of the Chaldees, orna- 
ments probably produced while Abra- 
ham was attending his flocks. Among 
them are some beautiful and perfect 
strings of gold and lapis-lazuli beads, 
threaded as they were worn in those 


pear to be the only means we have of 
obtaining information. True it is that 
a few sculptured figures exist about 
the necks of which bead-like necklaces 
have been carved, but these are fantastic 
creatures. On the sculptures represent- 
ing ordinary human beings I cannot 
recall an instance in which a representa- 
tion of a necklace has been found. On 
the other hand, earrings appear to have 
been fashionable. : 





GOLD NECKLACE, EARRINGS AND FINGER RING OF GREEK WORK OF ABOUT 
4TH CENTURY, B. C. 


far-off days some 3500 years B. C. One 
interesting necklace he unearthed has 
eight pendant leaves in gold spreading 
out from a double row of rather crude 
beads, and another was also found 
which had been apparently hung about 
the nape of the neck by a ribbon at- 
tached to it by its large circular loop 
ends. In the Louvre may be seen odd- 
ments from Chaldee in the way of round 
and shaped beads which undoubtedly 
once formed necklaces, they are cut from 
agate, rock crystal, and carnelian into 
spherical, cylindrical, and ovate forms. 

The Assyrians apparently did not 
generally wear necklaces, if we may 
judge from their sculptures, which ap- 





*All rights reserved by the author. 


PHCENICIAN TYPES 


The Phceenician women wore elaborate 
headdresses and earrings and massive 
triple necklaces as may be seen on the 
splendid stone bust of a woman in the 
Louvre. This remarkable piece of sculp- 
ture is known as the Lady of Elché 
from the place where it was found in 
the province of Alicante in Spain. Since 
the Phenicians are famous for their 
skill in the making of glass we are 
not surprised to find that they mixed 
pleasant beads of glass with others of 
gold to form necklaces, sometimes using 
golden ornaments strung in with the 
beads to hang over the chest as in the 
illustration on page 41 of this issue. 
These and other interesting necklaces 


may be seen in the British Museum. In 
the Louvre are some interesting rem- 
nants from Chypre, and a delightful 
little necklace composed of olive-shaped 
beads carved from striated agate, car- 
nelian, and gold beads. The Amphora 
which forms the pendant was possibly 
set with glass as the longitudinal clois- 
sons suggest they were intended as set- 
tings. The color combinations and blend- 
ing of the glass, amber, and porcelain 
beads was often remarkably rich. More- 
over there is a pleasing quaintness 
about some of the mask drops which 
were commonly threaded in the center 
of the necklets, and in the pomegranates 
and fruits which depended from the 
necklet center and were used to carry 
tiny phials holding perfumes such as 
attar of roses. In the Metropolitan 
Museum, New York, is a torso giving 
an excellent idea of how fond the 
Pheenician women were of necklets; in- 
deed, it is no uncommon thing to find 
statuary with triple rows about the 
neck. This particular one has a light 
one about the column of the neck—just 
small beads—a larger one at the base 
and two rows of heavy acorn-shaped 
beads, probably glass, and the nipple- 
like ends of each may indicate a metal 
tube or wire holding the bead on to the 
necklet chain or thread. 


GREEK ARTISTRY 


The necklets left by the Greeks have 
a supreme interest because of their 
artistry and, in many instances, con- 
summate craftsmanship. Not only do 
we find the actual flexile circlet ex- 
quisite in its delicacy, but every little 
amphora or drop, whether conventional 
flower or tiny creature, a perfect jewel 
in itself. Sometimes a central feature 
is a gem with a series of berries cut 
from semi-precious stones depending 
therefrom. Sometimes it is a simple but 
delicately plaited chain which carries 
the head of a delightfully modeled satyr, 
or a graceful little figure; but, what- 
ever it may be, we cannot fail to appre- 
ciate the wonderful feeling for the pre- 
cious yellow metal which the ancient 
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Greek craftsmen could express in such 


expert manner. ; a 
A fine example of patient skill is seen 


in the gold necklace and earrings on 
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heads, out of the mouths of which fall 
tassels of delicate chains gathered to- 
gether by means of an amphora, capped 
with myosotis, which acts as a terminal. 





EARLY GOLD TORC, BRITISH. 


page 39. These were made in the fourth 
century B. C., and were found in one 
grave. Note the kind of Milanese band 
with the dainty clasp, the tiny forget- 
me-nots and delicately ornate amphora 
drops—each a perfect jewel—and, in- 
cidentally, the daintiness of the decora- 
tion on earrings, and one should remark 
upon the tiny, well-modeled figures. 
Could we wish for anything finer? 
Among the very beautiful Grecian 
gold necklaces found at Kertch and at- 
tributed to the fourth century B. C. is 
one composed of a number of amphora 
attached to a wide ribbon of delicate 
chainwork by means of double chains 
with smaller amphora suspended _be- 
tween, above all are about 54 
daintily wrought myosotis (forget-me- 
not) arranged so as to cover the points 
of connection. Quaint upper halves of 
griffons form interesting units. A small 
necklace of plaited chain was also dis- 
covered, to which was attached a dove, 
a dolphin, a pod of peas, a flower, and 
a kind of double comb. Myosotis flow- 
ers are also used on this delicate orna- 
ment to cover the points of connection, 
and it is noteworthy that these are 
enameled blue. Another necklace of a 
different type is formed of 18 cylinders, 
divided into two parts by massive knots 
made of flat wires terminating in lions’ 


IN CENTER, AN IRISH BRACELET 


Fixed in the center of each knot is a 
mask of Medusa wrought in repoussé. 
Included in the scheme are five pendants 
consisting of Pan playing his pipes, a 
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dove, hare, a lion, and the comb-like 
object I have already referred to placed 
in the center. These beautiful examples 
of the first period Greek work were in 
the Hermitage Museum of St. Peters- 
burg. 
EARLY ITALIAN 

The top necklace on page 43 March 15, 
is early Italian and composed of a series 
of beads, light-blue porcelain between 
dark beads, alternating between nine gold 
pendants in the form of a female head; 
it will be observed that the hair falls 
in on either side and is arranged to 
terminate in a shell form. These pen- 
dants are not flat backed, but the em- 
bossed head appears on both sides. This 
was found in a tomb at Preneste. 


(To be continued) 








Michael Somach, New York, Files 
Voluntary Petition in Bankruptcy 


Michael Somach, formerly engaged in 
the jewelry business and now residing 
at 110 W. 96th St., New York City, filed 
a voluntary petition in bankruptcy last 
Thursday in the United States District 
Court. 

He has no assets but lists his debts at 
$14,888, including secured claims $2,483, 
unsecured claims $9,865 and notes and 
bills which ought to be paid by other 
parties thereto $2,534. 

The petition and schedules were filed 
for Mr. Somach, by Goldman & Frier, 
attorney, 15 Madison Lane, New York 
and name the following as unsecured 
creditors, Abraham Suderov, $4,737; 
Jacques Safier, $3,224 and Louis Beilen- 
son, $1903. 

The schedules state that by virtue of 
a deed of trust dated Feb. 9, 1927, Mr. 
Somach turned over all his assets to 
Max Mire, Ignatz Kleinberg, Joseph 
Goldmuntz and Tevel Keleko. These 
assets, it is understood, have been re- 
duced to cash and pro rated among all 
creditors. 

















EARLY ETRUSCAN GOLD NECKLACES AND EARRINGS IN THE 
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lated crystal and colored stone beads;—and_ 18” 

strand with imitation pearl-set sterling silver clasp; 00 

long tassel of graduated pearls with a large facetted © 
—————_— 


aquamarine or amethyst bead at the top and smaller 
facetted crystal and aquamarine or amethyst beads 
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Next Jewelry Show Aug. 6 to 10 





Indications Point to Tremendous Success of the Coming Third 
Annual Jewelry and Allied Trades Show to Be Held at the 
Hotel Sherman, Chicago 


Cuicaco, ILL., March 24.—The first 
announcement of the dates of the third 
annual Jewelry and Allied Trades Show, 
which will be held at the Hotel Sher- 
man, Aug. 6 to 10 next, brought forth 
many inquiries about space. It now 
seems probable that it will not be pos- 
sible to accommodate all the manufac- 
turers and wholesalers desiring to ex- 
hibit notwithstanding all the space 
available for the purpose has been se- 
cured from the Hotel Sherman. 

It is evident that exhibitors are judg- 
ing the show of 1928 by the two preced- 
ing, especially the one of 1927 which was 
held at the Hotel Sherman. At this 
show there was a registered attendance 
of 1892 and more than 1000 of these 
represented proprietors of retail jewelry 
stores—39 States and two Provinces of 
Canada were represented. Visitors were 
here from such distant points as Con- 
necticut, Florida, Utah, Arizona, Wy- 
oming, Manitoba and Ontario. Six hun- 
dred and sixty-three retail jewelers were 
registered from eight central States in- 
cluding Ohio, Indiana, Illinois, Michigan, 
Minnesota, Missouri, Nebraska and Wis- 
consin. The show being held during the 
early part of August comes at an op- 
portune time, when the retailer has 
his fall purchases in mind, when he 
can leave his business for a trip to mar- 
ket. With hundreds of manufacturers 
and wholesalers showing their complete 
lines of new merchandise it is an oppor- 
tunity many will grasp. 

This year a very much larger atten- 
dance of retailers is expected. There 
are several good reasons why this will 
be true. Perhaps the best of these is 
that the summer meeting of the Inter- 
state Merchants Council will be held at 
the time of the jewelry show and the 
gift shows here Aug. 6 to 10. This 
council was organized about six years 
ago by the Chicago Chamber of Com- 
merce at the request of retail merchants 
in various sections of the country who 
felt the need for some medium through 
which they might exchange experiences 
and business building plans and ideas. 
Today nearly 4000 store owners are 
members, located in 41 States, Canada 
and Cuba. Many advantages are derived 
from membership, among which are 
greatly reduced railroad fare for the 
member, his family and employees, visit- 
ing Chicago during the conventions, 
monthly business bulletins, entertain- 
ment while in Chicago. The annual mem- 
bership fee of $2 entitles a member to 
all of these as well as an associate mem- 
bership in the Chicago Association of 
ee with complete use of its ser- 

Invitations will again be extended to 
representative wholesalers in Cincinnati, 


Cleveland,’ St. Louis, Kansas City, Min- 
neapolis, St. Paul and other cities, many 
of which were represented at the show 
last year, to exhibit and participate this 
year. 

A. B. Coffman, Hearst building, Chi- 
cago, manager of the show expects to 
have diagrams of the exhibit space 
ready in a short time and these will be 
mailed with invitations to wholesalers 
and manufacturers. He states that the 
space and booths will be similar to those 
of last year, many of which were illus- 
trated in THE JEWELERS’ CIRCULAR issue 
of Aug. 10, 1927. 
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Service for Small Retailers 








Department of Commerce Organizes New 
Section Expected to Aid the Majority 
of the Country’s Merchants 


WASHINGTON, D. C., March 22.—Cre- 
ation of a new section of the Domestic 
Commerce Division of the Department 
of Commerce to handle the business of 
the small retail establishments, consti- 
tuting “perhaps 79 per cent of all retail- 
ers operating,” was announced by the 
Department in a statement on March 21. 
The main purpose, the statement pointed 
out, is “to help these smaller merchants 
to help themselves.” 

The smaller business men’s questions, 
the Department added, have ranged over 
a great variety of subjeets, relating to 
profitable operation of retail stores, with 
meat and grocery trades especially active 
in the inquiry. The full text of the 
statement follows: 

“Queries from small merchants or citi- 
zens planning to engage in business on 
a limited scale comprise a substantial 
percentage of the 13,000 letters which 
have been received by the Domestic 
Commerce Division of the Department 
of Commerce. Because so many prob- 
lems of the small business man are un- 
usual, it has been devided to set up a 
special section in the Domestic Com- 
merce Division to deal with them. 

“According to Dr. Frank M. Surface, 
Assistant Director of the Bureau of 
Foreign and Domestic Commerce, who 
supervises that Bureau’s service facili- 
ties applying to market problems in the 
United States, ‘the smaller business 
men’s questions have ranged over a 
great variety of subjects related to the 
profitable operation of retail stores but 
the meat and grocery trades have origi- 
nated the largest share.’ 

“The frequency of turnover among 
small grocers, the average volume of busi- 
ness and the amount which should be 
spent for advertising were the leading 
questions in a query from New England. 

“Among the other queries were re- 
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quests for information concerning the 
wearing apparel business, selling jewelry 
on the installment plan, the battery 
service station, the retail furniture busi- 
ness, management of a military store, and 
so on throughout the range of business 
which might be carried on successfully 
by a citizen with more or less limited 
means. 

“In explaining the functions and facil- 
ities of the Domestic Commerce Division 
Dr. Surface points out that the new sec- 
tion was established to balance the ser- 
vice that division is in a position to ren- 
der American citizens generally. He said 
that information gathered as a result of 
the recent trial distribution census in 11 
important cities in the United States in- 
dicated that there is an enormous num- 
ber of merchants who operate on a rela- 
tively small scale. The returns disclosed 
that in one city nearly 33 per cent of the 
retailers were doing less than $5,000 
worth of business a year. Some concerns 
were not reported because they did less 
than $500 worth of business annually. 

“Over 18 per cent of the retailers re- 
ported from all 11 cities did from $5,000 
to $10,000 worth of business a year and 
over 28 per cent did from $10,000 to 
$25,000 annual business. 

“The information collected indicated 
that perhaps 79 per cent of all the re- 
tailers operating might be termed ‘small 
business establishments.’ 

“Dr. Surface points out that the prime 
purpose of the new unit is to operate 
with these merchants in helping them to 
help themselves. He said that much in- 
formation has already been collected by 
the Department which may be had upon 
request dealing with a very wide range 
of retail store problems, such as store 
location and planning, education of a 
retail sales force, budgetary control in 
retail store management, department 
leasing of retail stores, vehicular traffic 
congestion and retail business, measur- 
ing a retail market, etc. 

“In the opinion of Dr. Surface, it is 
the so-called little fellow in business 
who can often profit to greater advan- 
tage from governmental assistance of the 
type outlined and as a result special ef- 
forts are made to provide detailed an- 
swers to all requests of this kind. He 
said as the Department’s work develops a 
much greater range of information will 
be available to the business man to assist 
him in avoiding the mistakes and pitfalls 
which have wrecked so many small busi- 
nesses in the past. An examination of 
the records of the morgue of business 
failures, according to Dr. Surface, shows 
that mismanagement is the cause of most 
commercial deaths.” 








Mack Gardner, who was in business 
for 14 years and who was the only dia- 
mond broker in the State of Arizona, re- 
tired from business over a year ago. He 
has now reorganized the Security Loan 
& Diamond Brokers at Phoenix, Ariz., 
and it is now known as the Mack Gard- 
ner Loan & Diamond Brokers, Inc., with 
Mack Gardner, president; C. E. Collins, 
vice-president and A. H. Gottlieb, treas- 
urer. The capital stock is $75,000. 
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Work of the Canadian Jewelers Assn. 





Full Text of the Annual Report of the Secretary-Treasurer 
OQ. M. Ross Before the Convention Held at Regina, Sas- 
katchewan, March 13, 14 and 15 


The Work of the Canadian Jewelers 
Association in the past year was well 
summarized in the report O. M. Ross, 
the secretary-treasurer, delivered to the 
convention, held at Regina, Saskatche- 
wan, March 18, 14 and 15. A summary 
of his report appeared in the account of 
the convention published in THE JEWEL- 
prs’ CIRCULAR last week. The full text 
was as follows: 


again have great pleasure in reporting 
os aoe oe continued progress, perhaps the 
most successful year in the history of our 
organization. Your board of directors has 
been very faithful in the discharge of its 
duties and our monthly meetings have been 
held with regularity, with a very consider- 
able amount of business transacted at each 
session. : " ; 
While conducted in a very_ businesslike 
way, these meetings have also been marked 
by a striking display of good fellowship, and 
the interchange of views between members 
of the different branches of the trade has 
been responsible for a better understanding 
all around of the problems confronting the 
trade and has emphasized the need for a 
general clearing house between the branches. 
The attendance at executive meetings has 
been very gratifying, but the thanks of the 
members are especially due to directors liv- 
ing outside of Toronto, who have, entirely at 
their own expense, made it a point to attend 
numerous meetings at a personal sacrifice of 
ime. 
. We showed a substantial increase in the 
amount received from fees during the past 
year, our total receipts being $5,536, as com- 
pared with $5,319 in 1926, a gain of $217. 
This amount represents the fees paid by 803 
members, of whom 665 were retailers, con- 
tributing $2,966; 75 manufacturers who paid 
in $1,697; and 63 wholesalers paying $873. 
The retail section showed a decrease of nine 
members, representing a falling off in revenue 
of $83, but the manufacturers increased their 
numbers by 21 and their total by $202, and 
the wholesalers also showed an increase of 
13 in numbers and $98 in fees. By Prov- 





inces, the membership list now stands as 
follows: 
1926 1927 
I ep) eh ys ois 1 1 
British Columbia ..... 62 63 
EA eer 62 64 
Saskatchewan ........ rf 81 
ON ear 55 55 
Cer eee 356 365 
ere 113 123 
New Brunswick ...... 16 18 
re 30 28 
Prince Edward Island. 6 5 
778 803 


There were 53 members in 1926 that failed 
to renew their membership in 1927. For- 
merly we would have carried these delin- 
quents along as members in good standing 
for 1927, but our executive has ruled that 
only such members are to be considered in 
g00d standing as pay their fees during the 
ealendar year. 

One feature to be noted is the marked 
increase in the number of jewelers enjoying 
membership at the minimum fee. Further 
analysis of the receipts shows that 401 mem- 
bers paid $3 in 1927, as compared with 368 
in-1926 and 237 in 1925: while 234 paid the 
$5 fee as compared with 258 in 1926 and 380 
in 1925. These figures show that over one- 
half of our members enjoy the privileges of 
membership in our organization with less of 
a financial obligation than would be required 
by possibly any other association of similar 
standing in existence, and that it must be 
economically administered to enable it to 
carry on and declare a surplus annually. Its 
main support comes, of course, from the 
larger dealers, of whom 116 paid $10: 3 paid 
$15: 25 paid $25: 13 paid $50, and 9 paid 
$75. The average fee, however, is a little 
less than $7. 

The activities of your head office are re- 
flected in the amount of mail matter handled, 
and this shows a decided increase over 1926. 
uring the year 1927, we sent out 4509 
Dieces of first-class mail, or an average of 


15 personal letters daily, and 17,077 pieces 
of second-class mail, a daily average of 55. 

The increase over 1926 is upward of 25 
per cent. 

After several years of deliberation, our 
executive has reached a conclusion with ref- 
erence to amendments of the Gold and Silver 
Marking Act and a bill has been prepared 
and is now before the House of Commons 
at Ottawa. having already received its first 
reading. The title of the act is changed so 





O. M. ROSS, SECRETARY-TREASURER 


as to read, “The Precious Metals Marking 
Act,’”’ and includes the stamping of platinum 
goods, which will not be allowed to carry 
the mark “platinum’’ or any abbreviation or 
variation thereof unless the article is com- 
= of platinum or iridium platinum .950 
ne. 

The amended act also provides that the 
government may make regulations defining 
the gold and silver plated articles covered 
by Section Ten of the Act and designating 
the quantity and quality of the materials of 
which they shall be composed. This is in- 
tended to establish a standard for gold-filled 
goods as well as for silverplate and it will 
be the duty of the incoming executive to 
draft regulations that will enable manufac- 
turers of gold-filled goods in particular to 
mark their product truly and correctly, so 
that the value of the words “gold filled’’ shall 
be preserved and not allowed to become a 
byword in the trade. 

The act is further amended by a clause 
requiring the trade mark of the manufac- 
turer to be stamped on every article on 
which any stamp is placed. At present, any 
registered trade mark may be applied and 
the unsatisfactory manner in which the pres- 
ent regulation has worked out has indicated 
the necessity for the amendment. 

Another achievement of the year has been 
the securing of the adoption by the Depart- 
ment of Customs at Ottawa of a regulation 
requiring tourists returning from Europe to 
file written declarations of their purchases 
abroad. With the great increase in ocean 
traffic of recent years, the practice of bring- 
ing in expensive merchandise from London 
or Paris has become a serious menace to all 
lines of business and it has been surprising 
to find how many cases have been disclosed 
in which high-class jewelry has been smug- 
gled into this country. In future, every 
tourist returning to Canada will be required 
to give in writing a list of his purchases 
abroad and the declaration will have all the 
force of an affidavit, so that incorrect state- 
ments can be followed up by prosecution 
later, if discovered. It is felt that very few 


people will sign their names to false state- 
they 


ments, although verbally might state 
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they had nothing to declare, and the new 
regulation is expected to be worth a great 
deal to dealers in high-class goods and have 
its effect on the entire trade. 

Still another accomplishment of the year 
has been the completion of the fund to estab- 
lish a permanent scholarship for the Horo- 
logical Class of the Toronto Technical School. 
For the nast four years the Association has 
provided $50 each year in prizes for students 
in this class and the fund is now on a per- 
manent basis, the total subscriptions amount- 
ing to $1,156. A Victory Bond amounting to 
$1,000 has been set aside from the Associa- 
tion’s surplus, and earmarked for the scholar- 
ship, so that the sum of $50 will be available 
in perpetuity for the payment of prizes to 
students in horology. The action of the 
Association in providing this fund has had 
a splendid effect in exciting interest on the 
part of the educational authorities in the 
science of horology, as well as stimulating 
the students themselves to greater efforts in 
their work. Already additional equipment 
and more adequate accommodation have been 
promised and the outlook is bright for the 
development of the class into a really high- 
grade horological institute. 

It is also possible to announce that a de- 
cided step forward has been taken in the 
checking of smuggling which had reached so 
startling a point in the jewelry business in 
recent years. The efforts of your executive, 
in conjunction with the Dominion Protectrve 
Association, have had a great result in Im- 
proving the preventive system of the Cus- 
toms Department, and if the jewelry trade 
will cooperate in furnishing information, the 
operations of smugglers can be almost en- 
tirely stopped. There are now special officers 
available in the larger centers at all hours, 
and we have recently had several instances 
in which seizures have been made with com- 
mendable promptness. For the protection of 
the trade, it is desirable that every memper 
should transmit to the central office any in- 
formation he may have with reference to 
cases of suspected smuggling and prompt 
action will be taken without any revelation 
of the source of the information. 

In connection with the smuggling question, 
the necessity for the appointment of ap- 
praisers properly qualified to pass on entries 
of jewelry and allied lines has been made 
very apparent. Every effort has been made 
to convince the government officials of the 
desirability of utilizing the services of In- 
spector Rvan to a greater degree, but so far 
without effect. 

The Government has recently constituted a 
Board of Appraisers, whose duties will in- 
clude a supervision of entries at all Canadian 
ports and vour executive now has under con- 
sideration the recommendation for a position 
on the board of a representative of the 
jewelry trade, fully capable of protecting its 
interests. 

In this connection, it may be pointed out 
that we have secured from the Government 
at Ottawa the adoption of a regulation under 
which all gold and silver articles seized by 
the department will not be sold and put on 
the market at ridiculous prices, in competi- 
tion with legitimate dealers, but will be sent 
to the Royal Mint at Ottawa and melted up, 
the proceeds being credited to the Customs 
Department. 

Following upon the success of the automo- 
bile dealers in securing a refund of the 
amount of the excise tax paid by them on 
goods unsold at the time of its abolition, your 
executive has taken up the question of secur- 
ing a similar refund for the jewelers, and 
arrangements have been made whereby the 
same party that acted for the motor car men 
will take up this case. It should be under- 
stood that the taxation involved is that which 
was imposed in May, 1918, when all jewelers, 
with a stock of jewelry valued at over $1,000, 
were assessed 10 per cent on its value and 
continued to pay 10 per cent on their pur- 
chases until the tax was changed to the 
luxury tax in May, 1920. The amount for 
which a refund will be sought, therefore, 
will be 10 per cent of the value of the stock 
of jewelry on hand at the latter date. 

_ With the idea of discouraging the importa- 
tion of the cheaper grades of Swiss watches, 
it was proposed during the year to ask the 
Government to impose a minimum specific 
duty on all movements entering the country 
and it was also suggested that the same 
principle should be applied to watch cases. 
A questionnaire was sent out to the trade 
and it resulted in an overwhelming expres- 
sion of opinion in favor of the restriction. 
Protracted negotiations in an effort to reach 
a satisfactory figure at which the minimum 
should be fixed have so far been without 
result, but there is a strong feeling in the 
trade that action along some such line would 
be of great benefit to all concerned and the 
subject should come under discussion at this 
convention. 

_ The conservation of the watch business for 
jewelers only is a matter that deserves the 
closest consideration, and your attention is 
directed to the suggestion put forward by 
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ident that some form of certificate 
your Presta hich jewelers may issue to their 
be tomers and which will be recognized by 

Sther jewelers when watches are brought in 
for repairs. The rapid extension of the dis- 
tribution of watches and clocks to hardware, 
drug and other classes of stores indicates the 
ecessity for action through which the jeweler 
aa protect himself against being placed in 
the position of having his store become solely 
a repairing depot for watches and clocks sold 
by merchants outside the jewelry trade. 

“In connection with the watch question, it 
is interesting to note that the Federal Gov- 
ernment is setting up a Bureau of Standards 
t Ottawa. and our President has raised the 
auestion of having a_Horological Institute 
established in connection therewith, similar 
to the organization effected at Washington 
under similar auspices. The matter is now 
under discussion with the officials in charge 
of the Bureau and the trade will await with 
interest the development of a subject that 
would have the effect of raising the status 
of the watch repairer to a ‘marked degree 
and also give the watch business a decided 
ote work of the Canadian Jewelers’ Pub- 
licity Association will be fully covered in the 
reports to be made to the annual meeting of 
that body, but reference might be made to 
the earnest endeavor being put forth by this 
organization to restore jewelry to its proper 
place in the public mind. Its officers have 
been .assiduous in looking after the interests 
of the trade and unquestionably the publicity 
secured has had a beneficial effect on popu- 
lar opinion. The publicity association has 
also begun a direct service to the trade by 
issuing monthly window cards on birthstones 
and they have been very warmly received 
and greatly appreciated by retailers. Our 
association has also issued three window 
cards during the year, one dealing with the 
duty-free privileges of American tourists, one 
with the diamond as a remembrance of Con- 
federation Year and one with respect to 
jewelry as Christmas gifts. These also ap- 
parently met with much appreciation from 
the trade and, so far as could be learned, 
were very generally made use of by the 
members who received them. — 

Another question of first importance that 
is being taken up by our executive is that of 
a concerted movement to protect established 
prices on nationally advertised foods. The 
subject has been under consideration by the 
Retail -Merchants’ Association, which has 
asked our cooperation toward securing legis- 
lation that will enable manufacturers to 
market their product with assurance that it 
will not be subjected to cut prices. The 
matter will probably receive further discus- 
sion at the present convention, as Vice-Presi- 
dent Bliss is in touch with the course that it 
is proposed to take in connection with the 
proposal for concerted action. ’ 

Considerable trouble has been experienced 
during the year with firms from the other 
side of the line sending in watch material in 
well-padded envelopes calculated to escape 
attention from the Postal Customs officials at 
the border. Numerous complaints were re- 
ceived from retailers who did not desire to 
be the recipients of such merchandise and 
the Post. Office Department issued instruc- 
tions to all postmasters that all such mail 
matter should be turned over to the Customs 
for examination, with the result that the 
practice was very largely discouraged. This 
occurrence emphasized the necessity for legis- 
lation governing the matter of shipments of 
unordered merchandise and it is noted that 
the Postmaster General of the United States 
has recommended that the practice be de- 
clared unlawful. 

A matter of considerable interest to silver- 
ware manufacturers was taken up this year 
in connection with the erection of the new 
C. P. R. hotel in Toronto. It may. not be 
known to many in the trade that all the 
silverware for the C. P. R. hotels, ships, and 
dining cars is imported from England, while 
the direct opposite is the case with the 
C. N. R. Representations have been made 
to the President of the C. P. R. with refer- 
ence to the silverware equipment for the new 
hotel in Toronto and assurances have been 
given that Canadian manufacturers will be 
given every opportunity to tender on an equal 
basis with the foreign manufacturers. The 
negotiations were brought to a pitch where 
it was deemed most desirable to leave the 
entire question in the hands of the Canadian 
manufacturers themselves. 

During last fall a tour of the West was 
undertaken by Vice-Presidents Chapman and 
Bliss and your secretary, and meetings were 
held In practically all the large centers, It 
was delightful to note the splendid spirit that 
animated practically all of the jewelers and 
the absence of any sign of ill-feeling was 
strongly observed. It is gratifying to know 
— Mr. Chapman is contemplating a similar 
i! of the East the coming summer, and it 
eu ot meet practically all of the 

es. 
In June last there was held the Ontario 
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Convention at Niagara Falls, and it proved 
an unqualified success. A similar gathering 
is billed for this year in the same month at 
Hamilton, and a very hearty welcome will be 
extended to all jewelers from other provinces. 

We also had the pleasure of meeting a 
party of British jewelers in Ontario last year, 
and judging by their expressions of apprecia- 
tion, were successful in impressing them with 
the genuineness of Canadian hospitality. 

Our supply or bookkeeping systems has 
become almost exhausted, only one binder 
now remaining in stock. The fact that these 
were supplied to the trade at almost abso- 
lute cost is evidenced by the fact that at the 
close of the year there was a balance of only 
$5.70 to the credit of this account. A some- 
what similar system has now been prepared 
by a private firm and is being offered to the 
trade without cost, so that the necessity for 
a further continuance of our system would 
seem to be unnecessary. We still, however, 
are required to keep on hand a stock of blank 
forms for refills which our customers require 
from year to year. 

It would not be fitting to close this report 
without reference to the loss sustained by 
the trade through the death, shortly after the 
Montreal Convention, of its first president, 
Mr. M. C. Ellis. Mr. Ellis was one of the 
promoters of the association and threw him- 
self wholeheartedly into its organization, de- 
voting much time and thought to its welfare. 
While ill-health incapacitated him from busi- 
ness of recent years, he never lost interest 
in the association, and, despite adverse cir- 
cumstances, always endeavored to uphold its 
standards. His memory will ever remain 
fragrant with those with whom he was asso- 
ciated in the work. ; 

In reviewing the work of the year, tribute 
should be paid to the splendid service ren- 
dered to the trade by the president of the 
association during the past year, Mr. Walter 
J. Barr. With many years of experience in 
the trade and in the conduct of similar or- 
ganizations, he has devoted himself to the 
duties of his office with energy and enthu- 
siasm and has amply justified the action of 
the Nominating Commictee in recommending 
his re-election. He has been an invaluable 
asset to your executive and a tower of 
strength in negotiations at Ottawa, so that 
the hope will be universally expressed that 
he may be spared many years in which to 
work for the benefit of the trade. 

There is also due from the membership 
every appreciation of those members of the 
executive who have given freely of their time 
and talents for the general welfare. It has 
been stated that the government of the asso- 
ciation has been too largely centered in 
Toronto, but if it were not so, there would 
be great difficulty at times in securing the 
number of members necessary for the trans- 
action of business. The work has been very 
pleasurable during the year and if progress 
has been made in any direction, it is suffi- 
cient reward for all who have been closely 
connected with the work. 








German Production of Clocks and 
Watches in 1927 Exceeded 
1926 Output 


WASHINGTON, D. C., March 24.—Ger- 
man production of clocks and watches 
last year far exceeded the 1926 output, 
although reduced prices prevented com- 
mensurate gains in value, states Consul 
Conger Reynolds, at Stuttgart, in a re- 
port to the Department of Commerce. 
The estimated output was 18,000,000 
pieces in 1927, about 90 per cent of 
which were made in the Black Forest 
district. 

Under the stimulus of the strongest 
inland market in years, with export 
business at least normal, the industry 
was fully employed throughout the year 
and in some branches overtime work was 
necessary. Additional workers were em- 
ployed and increases in wages were ef- 
fected. Producers agreed to extend credit 
terms from 60 to 90 days. Collections 
were slow during 1927. 

In export trade, high duties proved a 
handicap and foreign competition was 
strong, particularly in Italy and France, 
it was said. Exports to the United 
States totaled $571,396 in value in 1927 
as compared with $556,709 for 1926. 
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Most important event of the year was 
the consolidation of three large clock 
and watch companies. Their new or- 
ganization is believed exceeded in impor- 
tance in world production of clocks and 
watches, if anywhere, only in the United 
States. 








Pacific Northwest Retail Jewelers 
Form Buying Organization 
Known as Associated 
Buyers of America 


SEATTLE, WASH., March 24.—Headed 
by D. W. Thomas, an importer and job- 
ber, of the Holland building, Seattle, an 
organization has been formed of jewelry 
retailers, known as the Associated Buy- 
ers of America. This association has in 
a brief span of time rapidly increased 
its scope and size. 

About 300 retail jewelers distributed 
principally throughout the Pacific 
Northwest section of the country are 
now members of the association which 
has headquarters in the Holland build- 
ing, Seattle, according to Mr. Thomas, 
who recently returned to the West, after 
opening a New York office for the asso- 
ciation at 303 Fifth Ave. 

The aim of the association is to im- 
prove methods of distribution, through 
the elimination of the waste in distribu- 
tion, passing this saving on to the mem- 
ber retailers by lowering the cost of 
the merchandise through quantity buy- 
ing. 

In order to accomplish this end the or- 
ganization has placed into effect a policy 
to which the members have subscribed 
of bringing the jewelry business back 
to as near a cash basis as possible, the 
terms themselves being strictly cash and 
net, payable on the 10th of the following 
month. 

In addition all memorandum transac- 
tions are practically eliminated, and 
orders of less than $10 are not permitted 
to be placed, and will not be filled, save 
with the addition of a service charge 
which the operation on a slender margin 
of profit and large volume of business 
renders necessary. 

A further ruling is against the re- 
turn of merchandise for credit, exchange 
or repair. 

Members of the association include 
jewelers in Seattle as well as those in 
the cities and towns of States of the 
Pacific Northwest, and other parts of 
the country, who are assisting in the 
expansion of the organization through 
a larger volume of sales that reduces 
costs and overhead expenses. 








A short circuit in a private burglary 
alarm at the store of the Newman 
Jewelry Co., 134 Wyoming Ave., Scran- 
ton, Pa., sent a big squad of bluecoats 
hurrying there one morning a short time 
ago. The alarm is connected with police 
headquarters and when it was set in mo- 
tion 10 patrolmen in command of Ser- 
geant Walter Luther, set out for the 
store in automobiles and motorcycles. 
They quickly discovered the alarm was 
accidental. 
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The News from England 





Reaction in Favor of Old-Fashioned Forms of Hair Dressing 


Creates Demand for Jeweled Hair Pins—Overdue Postal 
Packet Containing $250,000 Pearl Necklace Believed 
to Have Been Stolen—Colored Gems Used on 
New Dance Slippers—Big Increase in Busi- 


ness at British Industries Fair— 
Famous  Hapsburg Necklace 
Worn at Recent Dinner 
Party 


LonpON, March 14.—The noticeable 
reaction in favor of the old-fashioned 
forms of hair dressing is giving the 
manufacturing jewelers a chance to 
break néw ground in the matter of 
jeweled hairpins. While the shingle is 
likely to die hard (it may not go right 
out of fashion) the change over gives 
the industry two strings to its bow. It 
has taken advantage of the demand for 
jeweled shingle outfits and hair dressing 
novelties such as combination brushes, 
mirrors and shingle combs. Now it is 
starting on a new lease of life with ex- 
tremely decorative hairpins. Jewels and 
stones are interspersed on these new 
pins. The turquoise, Birmingham says, 
is finding special favor as a decorative 
medium for the new hairpin. This be- 
jeweled adjunct to the coiffure may well 
influence the speedier return to long 
hair, since few women can resist the 
temptation to display attractive color 
harmonies in their “crowning glory,” 
—as was instanced with the introduc- 
tion of the jeweled shingle comb or slide. 


* * * 


The long overdue postal packet from 
Paris to a London jewelry firm contain- 
ing a $250,000 pearl necklace is causing 
a little excitement in the government 
postal department this week. It now 
seems evident that the necklace has gone 
astray, but it cannot be said definitely 
at the moment that the jewelry has been 
stolen. Inquiries are proceeding both 
here and in Paris, and Holborn Viaduct 
assessors are offering a reward of $25,- 
000, or in proportion to the value re- 
covered. The necklace, which was being 
returned to the London jewel house by 
a Paris firm, and had been notified as 
“on its way,” should have arrived here 
before the end of last month. The neck- 
lace is composed of 57 cream-rosy pearls 
weighing 669.28 grains. It has a three- 
stone diamond clasp. It was mailed in 
Paris as an ordinary registered packet, 
being packed in cotton wool in a wooden 
box of that sort usually made use of in 
the trade. Mailbags containing regis- 
tered goods are sorted on the way from 
Paris to Dieppe, being classified and 
numbered and placed in their respective 
destination containers. The number of 
this particular packet was 264. The 
mailbags are delivered to the govern- 
ment post office people here upon ar- 
rival at Victoria depot, there being 


sorted for the various postal divisions. 
Presuming that the box had been held 
up at the customs (as is sometimes the 
case) it should have been released days 
ago. It is 15 years ago that a pearl 
necklace valued at $680,000 was mailed 
from Paris under registered seal to Max 
Meyer, former Hatton Garden gem mer- 
chant, and, when opened, was found to 
have changed to coal. Eventually the 
pearls were found abandoned in a 
matchbox in the gutter of a north Lon- 
don street. Jewelry assessors in London 
believe that the $250,000 necklace men- 
tioned above has been stolen by the Con- 
tinental jewel gang which is expert at 
mail robberies. If so, the assessors say, 
there is little hope of its recovery since 
it would find its way to Amsterdam, or 
some other city, be quickly unthreaded, 
and remounted or mixed with necklaces 
made of other pearls acquired in similar 
manner. Scotland Yard evidently thinks 
the necklace has been stolen since all 
known train thief gangs have been 
combed out and the “fences” interro- 
gated. A detailed description of the 


’ missing necklace has been flashed to all 


continental police headquarters. A police 
theory is that (presuming the necklace 
was stolen) an accomplice in the French 
postal service enabled the necklace 
thieves to get possession of the regis- 
tered packet before it was placed in the 
sealed mail bag, now in London. 
* * * 


A young man was before the Totten- 
ham magistrates the other day in con- 
nection with the alleged theft of $250 
worth of jewelry from a Tottenham 
jeweler with whom he had been staying 
in order to learn the watchmaking and 
jewelry trade. According to the prose- 
cution the young man was taken into 
the home of the jeweler and his wife. 
One day he left, saying he was going to 
visit his mother. He did not return. The 
articles of jewelry were missing. Later 
the young man surrendered to the po- 
lice, who found 21 pawn tickets on him. 
The articles have since been recovered. 
A written statement handed in by him 
was read by the bench but not made 
public. He had been in East Africa and 
was repatriated when he became desti- 
tute. A friend of the family suggested 
that his mental instability is proved by 
the fact that he robs his friends and no 
one else. He is being held for medical 
examination. 
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Some of the new jeweled heels are 
quite gorgeous affairs, especially those 
used with the black satin dance slippers. 
It used to be that when precious stones 
were set into dance shoe heels they were 
mostly of one kind. This season every 
variety of colored gem is used, ranging 
through the many tones of reds, greens 
and blues. Scattered on the heel like 
confetti these stones give a most attrac- 
tive touch of color to black dance shoes 
when worn with black stockings. Gold 
and silver, also, are used to good effect 
on this type of shoe heel this season. 
The choice in designs is wide. 

* * * 


The new street frocks in two colors. 
in which the neck and wrists are tied 
with pieces of the frock material, have a 
draped belt in front which is utilized to 
display a good piece of jewelry. A dia- 
mond-shaped buckle of semi-precious 
stones is the form that the majority of 
these decorative pieces take on the belt. 
Usually they match up in coloring and 
line work with other jewelry being worn 
at the time. 

* * * 

While a London jeweler of St. John’s 
Wood Terrace slept above his jewelry 
store the other night raiders in an auto- 
mobile cut through the canvas blind and 
plate glass window of the shop and re- 
moved some $500 worth of rings and 
watches. The men worked so quietly 
that the first the jeweler knew of the 
affair was when the police awakened 
him. Bloodstains on the window indi- 
cated that one of the thieves cut himself. 


* * * 


It is now estimated that $75,000,000 
worth of business was done by exhibi- 
tors at the British Industries Fair dur- 
ing the 12 days it was open, which is an 
increase of around 50 per cent on the 
value of orders taken at the 1927 fair. 
This sum, of course, represents but a 
fraction of the total business that will 
accrue in the form of new customers and 
repeat trade throughout 1928. Around 
102,000 home and foreign trade buyers 
and 30,000 members of the public visited 
the Fair, more than 60 countries being 
represented by foreign and colonial buy- 
ers. Applications for increased space 
at the 1929 Fair already have been 
made. The ceramic and glassware firms, 
for instance, already have applied for 
20,000 square feet of show space at the 
1929 Fair, and applications from the 
potteries are still coming in. At this 
year’s Fair these people had 23,000 
square feet of exhibition space. The 
record increase in business, so far as can 
be ascertained at present, was in electro- 
plate, fancy goods and novelties. The 
great Fair is now almost dismantled. An 
Australian firm has bought up the stalls 
in practically every section of the Fair, 
and intends to stage in Australia a 
miniature British Industries Fair. Other 
buyers of Fair section stalls and fittings 
in various parts of the world will re- 
erect them as “the original exhibit as 
shown at the British Industries Fair.” 

ok cd * 


The Weekly Dispatch says that Brit- 
ish jewelers have just placed on the mar- 
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ket an empire clock with which it is 
hoped to beat the Germans in the fight 
for trade. According to one manufac- 
turer here the trade has already beaten 
all competitors but the German clock- 
makers. If necessary the price of the 
new clocks could be made still lower, 
put it is thought advisable that the Brit- 
ish article should not be made of inferior 


quality material. 
* * * 


The Cannes correspondent of the 
Daily Mail says that the famous Haps- 
purg necklace was seen at a dinner 
party given in honor of the King of 
Sweden the other evening by Capt. Jef- 
ferson D. Cohn, the race horse owner. It 
was worn by Mrs. Cohn. The necklace 
of 196 pearls, each as big as a cherry, 
was sold after the war to enable the ex- 
Emperor Charles to stage his spectacu- 
lar “come-back” in Hungary. The fa- 
mous necklace, according to the histo- 
rians, was assembled stone by stone by 
the early Austrian rulers, who sent 
representatives throughout the East 
buying great pearls to match in size, 
shape and luster. It is now considered 
to be the finest pearl necklace of its kind 
in the world. 

* * 

On some of the new spring suits dia- 
mond-shaped buttons of amber match up 
with a square belt buckle of amber, the 
belt and necktie being of soft brown 
satin. With the new one-sided frocks is 
worn a Turkish trouser slip completely 
covered with jet paillettes. Diamante 
trellis-work embroidery is much in evi- 
dence. 

* * * 

Among the spring novelties that will 
be featured by the jewelers are toilet 
accessories for the dressing table. Silver 
mounted brushes are fitted at the back 
with a small mirror, the brushes selling 
by the pair. An enamel shingle brush 
houses a complete outfit for the feminine 
traveler. At its back is fitted a small 
receptacle for powder and powder puff. 
At one side there is a slot into which 
fits a small shingle comb. The powder, 
puff and comb are all contained in the 
back of the brush. The lid of the small 
receptacle is a mirror. The opposite side, 
of course, contains the bristles. 








German Shipments of Jewelry to 
United States Show Twenty-fold 
Increase Over 1926 


WASHINGTON, D. C., March 24.— 
Shipments of jewelry to the United 
States last year from Stuttgart, where 
four-fifths of Germany’s jewelry ex- 
ports originate, increased more than 20- 
fold, according to a report from Consul 
Conger Reynolds, at Stuttgart, received 
in the Department of Commerce. Ex- 
ports rose from $26,118 in 1926 to $533,- 
409 in 1927, 

Germany’s domestic market for 
Jewelry in 1927 was also reported good, 
especially in gold and silver jewelry 
and silverware. Double chains and the 
less expensive goods were said to be 
selling well last year. Last year’s busi- 
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ness brought prosperity to the jewelry 
industries of Pforzheim and Gmued, it 
is declared. 








Jewelry and Gift Shows 





Kansas City Wholesale Jewelers’ Association 
Arranging for Events to Be Held 
Aug. 20-24 


KANSAS CiTy, Mo., March 24.—A 
meeting of a committee of the Kansas 
City Wholesale Jewelers’ Association was 
held Wednesday, March 21, in the office 
of C. E. Thistle of the Woodstock-Hoefer 
Watch & Jewelry Co. Mr. Thistle is 
president of the association. The meet- 
ing was to consider plans in detail for 
the jewelers’ show which is to be held 
Aug. 20-24. Many manufacturers have 
already indicated their intention of 
coming to Kansas City for the show. 
At the meeting order blanks were pre- 
pared and other matter was made ready 
for printing. Contracts have already 
been let for the booths in which indi- 
vidual exhibits will be made. They will 
be classical in type with simple lines and 
light in color, the exhibitors’ names 
printed between two back columns 
topped with two-foot Grecian vases. 
The booths will be so arranged that 
there will be aisles through which the 
crowds may pass, with plenty of room 
for viewing the exhibits without causing 
congestion. Many manufacturers who 
had exhibits at the Kansas City show 
last year were convinced that the booth 
idea with a general ensemble of exhibits, 
was much better than individual rooms. 
Visitors passing by will be attracted by 
the exhibits in booths. whereas they 
would hesitate to go into individual 
rooms. 

The annual gift wares exhibit will be 
on the three upper floors of the Hotel 
Baltimore on the same dates as the 
jewelers’ show so many jewelers will 
be attracted who perhaps might not 
come for the gift show alone but will 
be attracted by the combined events. It 
is said by those in charge of the show 
that there will be every incentive for 
those who are in search of new ideas 
to come here at that time. The Kansas 
City wholesale jewelers will exhibit 
their wares at the show instead of hav- 
ing exhibits at their places of business. 
This will add a great deal of interest 
and offer opportunities for buyers that 
did not exist last year. 

The show will be put on for strictly 
business reasons, the jewelers say, and 
should be profitable to manufacturers, 
wholesalers and retailers. Many retail 
jewelers who are now making vacation 
plans for motor trips, by reason of the 
numerous hard surface roads and high- 
ways, will visit Kansas City for the 
jewelry show. 

The members of the committee of the 
wholesalers’ association nuw working on 
plans for the show are: Charles E. 
Thistle of the Woodstock-Hoefer Watch 
& Jewelry Co.; Ward Lewis of C. B. 
Norton Jewelry Co.; Noble R. Fuller of 
Edwards-Ludwig-Fuller Jewelry - Co.; 
Herbert Kiger of C. A. Kiger Co., 
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and Fred Sands of the Mid-Continent 
Jeweler. 








Milwaukee Home Show 





Display of Jewelers’ Club Creates Much 
Public Interest in Articles Shown 


MILWAUKEE, WIS., March 23.—An en- 
thusiastic public greeted the display of 
the Milwaukee District Jewelers’ Club at 
the Milwaukee Home Show held in Mil- 
waukee March 17 to 24. 

Stressing the effective slogan, “Gifts 
That Last,” the jewelry display this 
year has outdone any of previous years. 
Located in the center of Juneau Hall it 
has been the cynosure of all eyes and 
has resulted in a good bit of favorable 
publicity in local papers and throughout 
the city among folk who attended the 
show. 

The display consisted of two rooms ~ 
roped off in the center of the huge hall. 
One room was a dining room which 
showed a luxurious table set with gold 
tableware. A tea set at the end of the 
room was placed on a convenient tea 
table and clocks, and other jewelry suit- 
able for a dining room were placed in 
conspicuous places. 

The “living room” showed effective 
displays of clocks, decorative lamps, and 
like articles in keeping with the idea of 
the “Home Beautiful” plan. Another 
space roped off sponsored a display of 
fine silverware exhibited by the club. 

“The jewelers have tried to point out 
to the public by means of their Home 
Show displays the fact that jewelry is 
not only a luxury but that it is as much 
of a necessity as are other articles which 
go to make a home beautiful,” said Er- 
vin Fuchs, chairman of the advertising 
committee. “Not only is it necessary to 
make the public realize this but it is 
necessary also to make them realize that 
the proper place to buy these articles is 
at a jewelry store rather than at a fur- 
niture store or some other establish- 
ment. This can only be done by con- 
stant advertising and by stressing the 


- fact that the jeweler should be the gift 


counselor. 

Prizes were donated this year by the 
Sagamo Clock Co. and by the Milwaukee 
Wholesale Jewelers Association as well 
as by individual jewelers belonging to 
the Milwaukee District Jewelers’ Club. 
The exhibit was paid for jointly by 
members of the local jewelers’ club. 

The committee which arranged for the 
Home Show exhibit included Mr. Fuchs 
as chairman and Adolph Possin of the 
Bozhardt-Possin Co., E. J. Metzke, A. 
Axt, and LeRoy Steller. 








Two wrist watches were stolen from 
the jewelry store of Otto M. Skovsted, 
1509 Washington Ave., Racine, Wis., 
after a brick had been hurled through a 
show window. The robbery occurred 
early in the morning, the police believe. 
It was discovered by the jeweler when he 
opened the store in the morning. Al- 
though valuable mesh bags and other 
jewelry were in the window only the 
two wrist watches were taken. 
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Paris Jewelry and Dress Styles 





Pink Coral Sautoirs, Earrings and Bracelets Worn With Navy 
Blue Tailored Gowns—Small Coatees, Now Popular, Are 
Closed with Large Gems Set in Buckles—Jeweled 
Ornaments Worn With New Hats—Pearls Will 
Be Popular With April Bridal Costumes 


By L. Rem, Special Correspondent 


Paris, March 15.—The gradual emerg- 
ing of the new models, as worn by prom- 
enaders in the Avenue du Bois, of a 
morning, shows that the silhouette has 
not been enlarged as was prophesied. 
The plain, almost tight gown serves as a 
background for the jewelry. This is on 
account of the price of material, the 
most weighty factor in regulating fash- 
ions. Navy blue and dust-red, pink and 
cream combinations is the favorite out 
of door spring mode. A long coat in 
navy blue opens on a blouse in cream 
silk, with a turndown collar. With this 
costume an ivory sautoir and bracelets 
are worn, while the belt is fastened 
with a white enamel buckle, and the 
blue suede shoes are ornamented with a 
white buckle to match. The handbag, 
in navy blue tissue, has a mount of 
cream ivory and a chain to match. Other 
navy blue costumes have ornamental 
buttons in ivory while the very plain 
hat, molded to the head, is ornamented 
with a single buckle in ivory. 

e * * 


The navy blue tailored gown that 
opens on a pink silk underdress, is worn 
with a belt, fastened by a pink enamel 
buckle. Pink coral is used for the sautoir 
and earrings, while the bracelet is made 
up of coral beads. A number of these 
bracelets, some in round beads, others 
in coral plaques, are worn on the arm, 
while on the other arm, one handsome 
gold bracelet is perhaps seen. With 
the dust-red chemisette or underdress, 
enamel jewelry is worn, in red and navy 
blue, the sautoir being made of beads 
in these colors, while the buckles for 
belt and shoes are in these tones, brace- 
lets with pretty designs picked out in 
red on a blue background and a watch 
with a back in blue and red are worn. 
A cardcase in blue and red enamel is 
hung from the arm in some cases. The 
plain blue straw hat has a red ornament, 
to match the remainder of the color 
scheme, 

* * * 

For spring, small coatees to the waist, 
are worn over light gowns. These 
coatees are closed with a large gem, or 
cabochon made of a variety of gems, 
at the neck. Sometimes there is a buckle 
at the waist, sometimes the coatee hangs 
loose, but its characteristic is the gem 
to close. 

* * * 


Hats, in flexible straw, are carefully 


modelled to show the form of the head. 


The only trimming is a jewel, and these 
jewels, generally in enamel, are becom- 
ing more and more elaborate. When 


diamonds are used, very complicated 
designs, carried out on a small scale, 
are seen. Silk, satin and velvet hats 
are also trimmed with jewelry. Bril- 
liants compose the petals of flowers and 
form leaves or similar objects, always 
highly conventionalized, and only in 
outline. Sometimes colored gems will be 
used to indicate the outlined flowers, 
among leaves, in brilliants. 
* * * 

Opals, Rhine pebbles, lapis lazuli, 
garnets and amethysts are the fashion- 
able wear, for brooches, pendants, 
buckles and for rings, while aqua- 
marines and jade are still seen. Brace- 
lets made up of these materials, used 
elaborately, either as plaques, formed 
of blocks of cornaline, or of Rhine 
pebbles, connected by tiny chains, of 
“squares” set with garnets, or of carved 
jade, are worn in numbers, to fit the 
arm like a gauntlet. One arm only is 
covered with bracelets, however, the 
other being left bare or with a single 
bracelet in plaques of mother-of-pearl. 
* * * 

Much of the fashionable mother-of- 
pearl jewelry comes from the shores of 
the Mediterranean, where mother-of- 
pearl, for instance, is fashioned into 
bracelets, watch cases, and _ brooches. 
This substance is much used for buckles 
for the soft suede shoes that are having 
such a vogue. Light satin slippers are 
much worn, with dull steel buckles, the 
remainder of the jewelry also being in 
wrought steel, including the hat orna- 
ment, many of which are in steel. Em- 
broidered satin shoes are worn for eve- 
nings, with a jeweled fastening for the 
strap. The ornament for the strap is 
in high relief, with a central gem, sur- 
rounded by smaller gems on a lower 
level. A coral bead will be used, with 
pearls, or “pearls”, a diamond, with 
rubies or sapphires and diamonds. 
Many women wear evening shoes sewn 
with brilliants or with pearls. 

* * * 

April brides will wear wedding gowns 
with long, tight fitting sleeves, together 
with pearl ornaments. Short necklaces, 
in pearls, pearl ropes wound round the 
wrist several times and pearl pins for 
the pinning of the veil, or for attaching 
the flower to the gown, will be seen. A 
pearl or diamond cross on a platinum 
chain is the fashionable jewel this 
spring, crosses of all kinds coming into 
fashion again, after a long eclipse. A 
headdress looking almost like a diadem 
is fashionable. Either in pearls or in 
diamonds, it holds the veil in place. In 
some cases, a white satin ribbon is sewn 
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with pearls to make a pretty design 
and is used to hold hair and veil in place. 
* * * 

Among the gifts shown for first com- 
municants, watches, watch-chains and 
small clocks are first favorites. Now- 
adays clocks are often selected as gifts, 
being excellent value for the money and 
remaining as a memory long after the 
ceremony is forgotten by all but the 
child concerned. Small book holders in 
marble are favorite gifts. A holder, in 
green marble, with a squirrel, in bronze, 
with his back to the books, on either 
side, is a new model. 

* * * 

The squirrel, in bronze, in dull steel 
or in carved wood is taking the place 
of the parrot in popular estimation. 
Sometimes he is seen in silver filagree. 
He bids fair to be a popular hat orna- 
ment, outlined in brilliants, or in steel, 
this spring. 








A.N.R.J. A. Convention Plans 





Dallas Jewelers Meet to Consider Enter- 
tainment Features for Big Conclave 
in October 

DALLAS, TEX., March 23.—The retail 
and wholesale jewelers of Dallas held a 
meeting recently at the Baker Hotel to 
outline plans for the convention of the 
American National Retail Jewelers As- 
sociation, at which time a number of 
matters in connection with the next 
gathering were discussed. The conven- 
tion is to be held Oct. 2-5. 

J. L. DeGrazier was made chairman 
of the finance committee together with 
the following men: R. H. Shuttles, 
Charles Moore, P. G. Storm, C. L. Nors- 
worthy, H. H. Hawley, A. M. Rhodes, 
John Dorr R. H. Orkin, H. Denver, A. A. 
Everts and Simon Linz. 

Myron Everts was made chairman of 
the entertainment committee. This com- 
mittee is most enthusiastic and plans 
are under way for a real cowboy bar- 
becue, mammoth watermelon feast, and 
many other interesting affairs. Plans 
are also under way for an excursion to 
the wonderful Rio Grande Valley, the 
Mexican Border, quaint old Spanish San 
Antonio and _ semi-tropical Galveston, 
with its marvelous sea bathing for those 
who care to go after the convention. 








Swiss Watch Trade Improving, 
Though Production Still 


Exceeds Consumption 


WASHINGTON, D. C., March 21.—Con- 
siderable optimism prevails in Switzer- 
land regarding business in general, ac- 
cording to a cable received in the De- 
partment of Commerce from Charles E. 
Lyon, American commercial attache at 
Berne. More watch factories are operat- 
ing than ever before, the maximum num- 
ber of workers being employed. 

Production of watches exceeds con- 
sumption, and at a meeting of represen- 
tatives of 19 Swiss watch concerns held 
late in January a proposal was discussed 
to supervise production. Exports of 
watches showed a substantial gain in 
January. 
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Get Watches and Clothing 





Salesman’s Sample Case Stolen from Auto- 
mobile While He Was Interviewing 
a Customer 


CINCINNATI, OHIO, March 24.—An- 
other robbery of some proportions was 
effected in rather quick fashion in this 
city Friday when watches and clothing 
valued at $11,962 were stolen from an 
automobile parked in front of 308 Vine 
St., Friday. 

Harry L. Hall of the Van Antwerp 
apartments, a salesman of the Gruen 
Watch Co., reported to the police that a 
sample case containing 289 watches, all 
of them products of the McMillan St. 
plant, and clothing incased in a travel- 
ing bag were filched from his automobile 
while he was interviewing a customer. 
Hall declared that he was accompanied 
by Jacob Stewart, 571 Elberon Ave., 
Price Hill, and they stopped at the Vine 
St. address, where Hall left the machine 
with Stewart remaining in it. An 
acquaintance of the latter happened by 
and Stewart left the car for just a few 
minutes to talk with the pedestrian. 

He was out of the machine possibly 
three minutes but when he returned to 
the car both the sample case and the 
traveling bag had disappeared. 

The police are making a rigid investi- 
gation as there has been a series of 
automobile thefts recently. A negro 
was shot and killed by a policeman sev- 
eral weeks ago when he refused to stop 
for the officer who saw him pilfering 
articles from parked automobiles. 
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Bandits Get Prison Terms 





Gangsters Plead Guilty to Robbery and 
Assault of Memphis Jeweler 


MEMPHIS, TENN., March 26.—Four 
Detroit gangsters, who staged a sensa- 
tional holdup at the Polskee Jewelry Co., 
208 S. Main St., last Feb. 20, and 
wounded Ben S. Polskee, Jr., in making 
their escape, last Wednesday were sen- 
tenced to long terms in the State pen- 
itentiary. 

Pleas of guilty were entered by each 
of the gangsters as the evidence against 
them was so strong as to exclude any 
possible hopes of acquittal at the hands 
of a trial jury, in first criminal court. 
They were charged with robbery and 
assault to murder. 

Louis Gardini, ringleader, was sen- 
tenced to 13 years and a like sentence 
was passed upon Sam Solo. William 
Risko and John Buffo, who did not actu- 
ally participate in the holdup, were given 
10-year terms. 

Polskee, Jr., was wounded in his at- 
tempt to frustrate the robbery and Gar- 
dini was also shot down as he fled to the 
door to escape in a car containing Risko 
and Buffo. Both have recovered. 

Capture of the bandits was effected a 
few hours after the holdup when a negro 
doctor near West Memphis, Ark., was 
called upon to dress Gardini’s wound. 
He became suspicious and notified offi- 
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cers, with the result that all the ban- 
dits were immediately apprehended. 
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Suffer Fire Losses 


Omaha Jewelry Concern and Watch Repair 
Shop in Barker Block, Which Was 
Swept by Flames 


OMAHA, NEB., March 26.—Fire in the 
Barker block during the night last week, 
gutted the upper floors of the building 
and put the Fritz Sandwall Jewelry Co. 
on the main floor out of commission un- 
til insurance adjustments can be made 
and a new location can be found. The 
Sandwall stock was completely demoral- 
ized by water and debris. The loss can- 
not be ascertained until the necessary 
appraisement has been made. 

The watch repair shop of F. I. Laizure 
was also in the Barker block, which was 
burned. This shop was on the fourth 
floor, where the fire was at its worst, and 
the shop and all that was in it is a total 
loss. In fact, the firemen went into the 
shop and made that headquarters from 
which to fight the fire for a considerable 
time. A fireman was killed in a fall 
from the building, and another person 
was killed in the fire. Many sensational 
escapes and rescues were made. Fire- 
men carried fainting women down the 
ladders and through the flames and 
smoke in a way to thrill a movie director. 

















Samuel M. Stern Files Bankruptcy 
Schedules of the Keystone 
Jewelry Co. 


PITTSBURGH, PA., March 24.—Bank- 
ruptcy schedules filed in the United 
States District Court here show that 
Samuel M. Stern individually and trad- 
ing as the Keystone Jewelry Co. has 
liabilities of $6,230 and assets of $2,800 
represented by $1,500 stock in trade. 
The unsecured claims total $5,216. 

Creditors with claims of $100 or more 
include: Speer Estate, rent $900; Ben 
Unger, wages $100; Samuel Weinhaus 
Co., $600; Fred Kaufman, $111; Jonas 
Koch, $277; Pearlman & Rogel, $274; 
Duquesne Light Co., $108; Martin Gluck 
& Son, $140; Potter Title & Trust Co., 
$600; B. Goldstoff, $175; Ignatz Neben- 
zahl & Co., $1385; Savoy Watch Co., $186; 
Modern Watch Co., $135; Shook & Kauf- 
man, $325; Maiden Lane Jewelry Co., 
$117; S. Weissman Co., $183; Rolonick 
Jewelry Co., $105; Morris Fountain Pen 
Co., $175; L. Pachman Co., $399; M. 
Epstein & Bros., $331. 








Listen In! 





President of Clock Manufacturers’ Associa- 
tion to Broadcast Message on Timepieces 
PHILADELPHIA, PA., March 24.—Smith 

F. Ferguson, president of the Clock Man- 

ufacturers’ Association of America, will 

broadcast a message on timepieces from 

Station WRNY, wave length 326.9. This 

talk will also go out over their short 

wave length, 2VAL, wave length 30.9. 
The association offices, 644 Drexel 


Building, this city, will be glad to learn 
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from jewelers everywhere that they have 
heard this talk and will also be glad to 
send them details or information about 
the 1928 display contest of the associa- 
tion. 








Swiss Watch Exports 





Business During 1927 Ahead of 1926 Accord- 
ing to Consul General Ravndal, 
at Zurich 


WASHINGTON, D. C., March 24.— 
Watch exports from Switzerland during 
1927, valued at 250,362,094 francs, 
showed an 11,000,000 frane gain over 
1926, states a report from Consul Gen- 
eral G. B. Ravndal, Zurich, received in 
the Department of Commerce. Swiss 
clock exports increased 4,070,190 francs 
to a valuation in 1927 of 22,882,717 
francs. 

The United States, which is far in ad- 
vance of all of the customers of the 
Swiss watchmaking industry, main- 
tained front rank in 1927. Exports of 
movements to the United States de- 
creased 78,000 in number as compared 
with the preceding year; metal watches 
show an advance in number of 395,000 
(1,234,000 as compared with 839,000) ; 
silver watches decreased by 4000 (15,000 
as against 19,000); gold watches are 
stationary with 17,000 to 18,000 in num- 
ber; chronographs, etc., have increased 
by 5000 in number (16,000 as compared 
with 11,000 in 1926) and other watches 
by 26,000 (106,000 as against 80,000 in 
1926). 

Exports to Germany show an increase 
of 734,000 in number, and the total for 
1927 is 1,456,000 in number, having a 
value of 29,200,000 francs. Increases 
are shown in practically all branches of 
the industry. 

The number of movements exported 
to Germany, which amounted to 164,000 
in 1926, was twice as large in 1927; 
metal watches show an increase of 191,- 
000 in number (606,000 as against 415,- 
000); silver watches have increased by 
169,000; and gold watches by 95,000. 
Chronographs, which had been 10,000 in 
number in 1926, were 15,000 in 1927; 
other watches increased from 10,000 to 
21,000 in number in 1927. 

The number of movements exported to 
Great Britain jumped from 133,000 in 
1926 to 225,000 in 1927, or an increase 
of 92,000. Metal watches increased by 
463,000 (2,198,000 as against 1,730,- 
000), silver watches by 138,000 (450,000 
as against 292,000), gold watches by 43,- 
000 (276,000 as compared with 233,000), 
other watches by 23,000 (90,000 as 
against 67,000). 

Japan shows a notable decrease in its 
imports from Switzerland, amounting to 
250,000 in number. The value of all 
classes of Swiss goods imported by 
Japan, which was 19,200,000 yen in 1926, 
was reduced to 14,500,000 yen in 1927, 
or a diminution of about 5,000,000 yen; 
the decrease in watchmaking products 
only is approximately 2,500,000 yen. 
This is partly due to the fact that Switz- 
erland exports to Japan more and more 
“chablons”’ movements (unfinished 
movements). 
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Empire State Program 





Plans Completed for Nineteenth Annual 
Convention of New York State Retail 
Jewelers’ Association at Syracuse, 

April 23-25 


BurFraLo, N. Y., March 24.—Any ob- 
jection which may have been raised in 
the past with reference to’ lengthy 
speeches has been met in the prepara- 
tion of the program for the 19th annual 
convention of the New York State Re- 
tail Jewelers’ Association, to be held 
April 23-25 in Hotel Onondaga, Syra- 
cuse. 

While no topic of interest to the 
jewelry trade has been omitted from the 
program, only a brief time has been al- 
lotted each speaker. This has been made 
necessary because of the brevity of the 
three business sessions provided for in 
the convention. One session, rather 
than two as in former years, will be 
held each day of the convention, open- 
ing with a noon luncheon and adjourn- 
ing at 4 o’clock, or as nearly that hour 
as possible. 

The exposition, held for the first time 
in connection with the Buffalo conven- 
tion last year, has passed the experi- 
mental stage and the business sessions 
have been purposely curtailed to give 
the delegates plenty of time to view the 
exhibits. More than 50 exhibitors have 
already made reservations for space on 
the two top floors of the hotel, allotted 
for this purpose, and it may be neces- 
sary to utilize part of the seventh floor 
as well for exhibitors. 

The complete program, as announced 
today by President Edward Leininger of 
Buffalo, is as follows: 


Sunday, April 22 


Evening—Reception of guests and registra- 
tion at Hotel Onondaga, mezzanine 
floor. 

ant i =. Pemowutive committee meeting in 

otel Onondaga committee room, Par- 
lor A. 
Monday, April 23 


8.15 a.m.—Breakfast in jewelers’ 
main dining room, first floor. 

9.15 a.m.—Visiting jewelers, ladies and 
guests will register, receive badges, 
— etc., at headquarters, mezzanine 

or. 

9.30 a. m.—Visit exhibits, eighth and ninth 
floors. Open to all jewelers, ladies and 
guests. 

11.30 a.m.—Opening session of convention, 
luncheon and business session combined. 

11.45 a. m.—Convention called to order by 
President Edward Leininger, Buffalo. 

12.00 noon—Address of welcome, Hon. Charles 
G. Hanna, mayor of Syracuse. 

12.20 Pp. m.—Response, William D. McNeil. 
vice-president, Utica. 

12.30 p. m—Luncheon. 

1.15 p. m. — President’s 
Leininger, Buffalo. 

1.30 p. m.—Reports from principal cities and 
associations. Communications and an- 


section, 


address — Edward 


nouncements of committees. 

2.30 p. m.—“Harvard Research Bureau and 
American National Retail Jewelers’ As- 
sociation, Its Present and Future,” 
Conrad J. Brotherly, Newark, N. J. 

3.00 p. m.—“Jewelers’ National Publicity As- 

‘ sociation,” P. J. Coffey, chairman. 

7 Pp. m.—Special order of business. 

45 p.m.— “The Jeweler as a Salesman,” 
Charles H. Howe, Syracuse. 

er Dp. m.— Adjournment. 

-4U p. m.—Visit exhibits i é i 
oo exhibits on eighth and ninth 

6.30 P.m.—Dinner, jewelers’ 
dining room. 

8.15 p. m.— Theater party. 


section, main 
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Tuesday, April 24 


8.30 a. m.—Breakfast, jewelers’ section, main 
dining room. : \ 
9.30 a. m.—Visit exhibits, eighth and ninth 

floors 


11.30 a.m.—Second session of convention, 
combined with luncheon. 
12.00 noon—Group' photograph, convention 


room. 

12.45 p. m.—“How Can I Increase My Silver 
Sales?” Alexander Vincent, secretary, 
Sterling Silversmiths’ Guild of America. 

1.30 p. m.—“Building Good Will,” Stephen 
P. Toadvine, manager, Better Business 
Bureau of Syracuse, N. Y. 

2.00 p. m.—“Jewelers’ Trade Association,” 
Bartley J. Doyle, Philadelphia, editor 
— publisher of Keystone Publishing 
(0) 


2.45 p. m.~—Special order of business. 

3.30 p. m.—Jewelers’ Security Alliance. 

3.45 p.m.—“Tear Gas Protection,” Federal 
Laboratories, Inc., Pittsburgh, Pa. 

4.00 p. m.—Adjournment. Visit exhibits, 
eighth and ninth floors. 

7.00 p.m.—Annual banquet and ball, grand 
ball room, Hotel Onondaga. 


Wednesday, April 25 


8.30 a. m.—Breakfast, jewelers’ section, main 
dining room. 

9.30 a. m.—Visit exhibits, eighth and ninth 
floors. 

11.30 a. m. — Third preceded by 
luncheon. 

12.45 p. m.—‘“‘Horological Institute,” Jacques 
Le Roy, New York. 

1.00 p. m.—Group advertising discussion. Led 
by Albert Kamp, Ossining. 

1.15 p. m.—‘“Fake Auctions and Their Effect 
on the Legitimate Trade,” Henry Oster- 
weil, New York. 

1.30 p. m.—“Selling on Deferred Payment 
Plan,”’ Emil J. Scheer, Rochester. 

1.30 p.m.—Short talks on show windows, 
repair departments, stock keeping, en- 
graving. Led by Emil J. Scheer, Roch- 
ester. 

1.45 p. m.—Reports of standing committees: 

1. Trade Interests, Samuel Feldman, 

Brooklyn, chairman. 

. Legislation, Charles T. Evans, Buf- 
falo, chairman. 
. Membership, A. Landau, New York, 


chairman. 
Members, Frank Ehren- 


session, 


te 


w 


Deceased 
fried, Buffalo, chairman. 
. Resolutions, Emil J. Scheer, Roch- 
ester, chairman. 
. Report of secretary, Charles E. 
Sunderlin, Rochester. 
. Report of treasurer, L. M. Camp- 
bell, Canandaigua. 
. Report of Auditing Committee, R. 
F. Brigham, Oneonta. 
9. Trade Marks and Qualities, W. O. 
Streeter, Mount Vernon, chairman. 
3.00 p. m.—Election of officers. 
rye p. m.—Place of next convention. 
4.0 


on Dm oe 


.00 p. m.—Adjournment. 
.00 p. m. to 6.00 p. m.—F inal visit to exhib- 
its. Sightseeing. 








California Gold and _ Silversmiths’ 
Association Postpones Convention 


San Francisco, March 20, 1928. 
EDITOR, THE JEWELERS’ CIRCULAR: 
Please be advised that the executive 
committee of the California Gold and 
Silversmiths’ Association has decided to 
postpone the 1928 annual convention un- 
til the Fall of the year. This action has 
been taken owing to the fact that a num- 
ber of the leading members of the or- 
ganization will either be in the East or 
abroad at the time the convention is 
usually held in the Spring. If you will 
give this matter prominent mention in an 
early issue we will appreciate it very 
much. 
Very truly yours, 
California Gold and Silversmiths’ 
Association. 
2 E. R. ALLEN, 
Field Secretary, 








Fred L. Strickler, jeweler of Ingle- 
wood, Cal., was recently elected exalted 
ruler of the Inglewood Lodge of Elks. 
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The Latest Necklaces* 


Paris Reports New Five Strand Variety 
Popular and Also Those Made of 
Flat Gem Beads 


Paris, March 20.—The smartest neck- 
lace of the moment is of five strands in- 
stead of one. The first strand fits to the 
neck with the other four strands just 
enough longer to give the whole effect of 
a collar of beads laid flat. The beads are 
rapidly graduated and are small enough 
at the back for all five strands to fit into 
a single clasp about an inch and a half 
deep. Each of the Dolly sisters, who 
have just finished their engagement at 
Cannes, following the closing of their 
show at the Casino de Paris, wears one 
of these necklaces in pearls, with an oval 
clasp of emerald, set in a band of alter- 
nating emeralds and diamonds. A promi- 
nent society woman wears this same type 
of necklace in carnelian, with an im- 
mense clasp of carnelian and twisted 
gold. It is rather long (hanging about 
five inches below the base of the throat) 
and is said to have been especially de- 
signed for her to wear with a favorite 
V-necked dress. This type of necklace 
also looks well with an informal town 
dress. 

Some designers are getting away from 
the use of links by substituting flat, cir- 
cular gems in their places. A bracelet 
of carved emeralds, half an inch in di- 
ameter—round beads—is joined by a 
series of crystal and onyx disks in vari- 
ous sizes. As there are only five emer- 
alds in the bracelet, the number of disks 
used gives the impression of a black and 
white bracelet dotted with emeralds 
rather than an emerald bracelet held to- 
gether by small stones. With this there 
is a pendant—a carved oval emerald— 
strung on a black silk cord with a dozen 
or so onyx and crystal circles at either 
side. 

Long chains are also made of these 
flat beads. Some are of precious stones, 
others of bright gold, cut so thin that 
they resemble pierced coins. One neck- 
lace of these gold disks is so tightly 
strung that at first glance it appears to 
be a single heavy cord of gold. Another 
is of alternating circles of jade and sap- 
phire, each about a quarter of an inch 
thick and half an inch in diameter. Each 
bead is separated from the next by a gold 
disk. Still another is of round turquoise 
beads with gold circles. All these are 
slightly greater in length than a choker 
necklace. 

The effect of these novel ornaments is 
delightful with a sports type of dress 
worn until about four o’clock in the af- 
ternoon, and they are being produced 
by several of the most fashionable jewel- 
ry houses. 





*From National Jewelers 


SE Publicity Asso- 
ciation, Newark, N. J. ‘ 








Allen Bernard, Ltd., manufacturing 
jeweler of Toronto, Ont., has been in- 
corporated with $50,000 capital by Ber- 
nard Allen, George P. McHugh, Winni- 
fred Pitts and others. 
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Czar’s Diamonds Smuggled 





Customs Agents Ask Jewelers Aid in Hunt- 
ing Russian Gems Believed to Have 
Been Brought Here 


WASHINGTON, D. C., March 24.—Local 
jewelers have been requested by special 
agents of the Customs Bureau to assist 
in the hunt for gems estimated to be 
worth vast sums, sold recently from the 
late Russian Czar’s fabulously rich store 
of crown jewels, which have been 
smuggled into the United States. 

The Treasury Department, through its 
agents, is making an intensive search 
for these costly gems, and other agencies 
besides American jewelers are being 
asked to cooperate. 

All efforts so far have been unsuccess- 
ful in locating the missing precious 
stones from a collection valued at mil- 
lions and including many of the largest 
and finest stones in the world. 

Government agents are satisfied that 
some of the gems have been smuggled 
into the United States, and that some 
of them will be discovered in due course. 
Another theory of the agents is that 
some person or persons having knowl- 
edge of their entry into the United 
States will report to the Government 
sooner or later for the rich reward 
paid to informers, or for other reasons. 








Art Exhibition at Store of Jordan 
Marsh Co., Boston, Attracts Many 
Jewelers as Participants 


Boston, Mass., March 24.—The art 
exhibition at Jordan Marsh Co.’s store 
attracted many jewelers as participants. 
The display was on the street floor and 
drew thousands of admirers. 

The Seth Thomas Clock Co. showed 
the pieces of a chimes movement and an 
array of clocks of all kinds. There were 
many beautiful imported clocks also on 
display. The collection of watches, some 
of the smallest in the world, were shown 
by the Boston Watch Co. A cigarette 
case by Rasputin, the Mad Monk, was a 
center of attraction. It was made of 
gold and decorated with diamonds, ru- 
bies and other stones. It was lent by 
M. Milan of this city. 

A display of diamonds was contrib- 
uted by L. Ohanian Co. The latest mod- 
els in Colonial watches were from the 
Waltham Watch Co. They were of most 
beautiful design. There were also many 
watches of unusual shapes and sizes, all 
of the more expensive type. 

Rings, beads, necklaces, etc., were lent 
by the Arts and Crafts Society. Jewelry 
set with black opals and aquamarines 
came from the hand of Miss Gertrude 
Peet, work of exquisite design, while 
Edward E. Oakes, one of the most skilled 
craftsmen in this country, had several 
masterpieces on show. George Olson also 
had some charming pieces in the exhi- 
bition. 

One of the handsomest displays was 
a case of remarkable silver pieces which 
varied from large urns and coffee sets 
to small silver dishes. A cilorium, in gold 
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plated sterling silver, by George Germer, 
was extraordinary for its beauty and 


unusual raised figures. Miss Margaret 
Rogers favored sapphires and pearls, 
which she most artistically combined 
in rings, brooches and necklaces. 

The exhibition was in charge of Wil- 
liam F. O’Donnell, manager of the 
jewelry department. He is to be highly 
congratulated on getting together one 
of the most attractive displays ever pre- 
sented in exhibitions of this kind. 








Business Suffering from 
Indigestion 


ILMENTS with which business in the 
United States is afflicted were diag- 
nosed as a “plain case of indigestion 
amounting almost to dyspepsia” by Al- 
vin E. Dodd, manager of the Department 
of Domestic Distribution of the Chamber 
of Commerce of the United States, in an 
address delivered to the National Bat- 
tery Manufacturers’ Association at Chi- 
cago. 

The impetus given production during 
the war, he said, has resulted in the 
turning out of commodities more rapidly 
than we have learned to absorb them. 
The digestive apparatus of business— 
distribution—has become more or less 
disorganized. 

In the wake of the war, extraordinary 
efforts were made to distribute in order 
that the accumulations might be disposed 
of and that production might be con- 
tinued. All this time there was more or 
less definite evidence that some extraor- 
dinary changes were occurring in dis- 
tribution which would react upon pro- 
duction because of the intimate balance 
existing between the two—the rapid 
growth of chain stores, the great increase 
in mail-order business, and that lusty 
child of competition known as house-to- 
house canvassing. Indeed, we may in- 
clude installment selling as one of these 
manifestations of the change in business 
due to the need for distributing accumu- 
lated stocks. 

Of course, price cutting, discriminate 
and indiscriminate, played its part. Car- 
ried to the ultimate possibilities, this is 
neither more nor less than business sui- 
cide. There is, or must be, a fair return 
on every transaction if business is to 
continue to function. The law is plain 
that manufacturers and merchants must 
not combine to maintain prices, but no 
law exists which requires a man to con- 
duct an unprofitable business, and the 
economic law forbids it absolutely. 

This scramble for business brings in 
its train not only obviously inefficient 
merchandising, but a series of violations 
of accepted decent business practices. 
Yet with all of the recurrent and reper- 
cussion shocks which business has experi- 
enced since the almost unprecedented 
tumble of values in 1920 and 1921, there 
has at least appeared a glimmer of light 
which we may accept as our guiding star. 

It would be begging the question to 
call it the “flight of knowledge” and 
leave it at that. Really, it is a concen- 
trated effort on the part of each indi- 
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vidual to determine first the kinds of 
merchandise which are profitable and 
appropriate; the customers who are 
profitable, and the area of territory be- 
yond which business is not profitable. 
—Bradstreets. 








Recent Publications 





Opals and Gold. Wanderings and Work on 
the Mining and Gem Fields. By Robert M. 
MacDonald, F.R.S.G.S. Cloth, 256 pp. 5% 
x 8% inches. Illustrated with eight half- 
tones. Published by J. B. Lippincott Cu.. 
Philadelphia. Price $4. 

N these days when true narratives of 

adventure are taking a strong hold on 

the public, there is more than a place for 
this thrilling account of the rugged, ad- 
venturous life of a miner, who has trav- 
eled to every corner of Australia, New 
Zealand and the South Seas prospecting 
for opals and gold and diving for pearls. 
The jeweler and his clerk will read the 
book essentially for the interest in the 
story, but at the same time will learn 
certain facts about jewels, particularly 
opals, that have not come to him here- 
tofore in the ordinary textbook. 

The book is a series of experiences as 
told by a prospector who has roamed the 
world in search of precious stones and 
valuable ores. But woven in the story he 
tells, and playing an essential part, are 
delightful characters, such as those of 
the “Professor,” “Big Sam,” “Parson 
Joe,” the “Inventor Fellows,” “Fiddling 
Peter,” and many others equally pleas- 
ing. 

The book begins with the author’s ad- 
ventures at the Molybdenite Mines of 
Australia, but quickly jumps to the sub- 
ject of opals, to which the next few chap- 
ters are devoted. The first of these gives 
a pen picture of the town of White Cliffs 
of New South Wales, the chief opal cen- 
ter of the world, and some facts about 
some of the mining camps that exist 
throughout New South Wales and 
Queensland. Then follows the author’s 
adventures in the opal mines of Queens- 
land, which is, in turn, followed by a 
chapter on Boulder opals and his fur- 
ther adventures with the opal miners of 
White Cliffs, all of which will give the 
student of the origin and production of 
gems some first hand information as to 
opal mining, and conditions surrounding 
it, that has not heretofore been com- 
monly known or even available. 

From the opal fields the narrative 
then jumps to the adventures in the 
great pearling playgrounds of North- 
west Australia, as equally interesting 
and informative as those told by the 
author when in the opal fields. 

From here on the book deals with mat- 
ter a little bit outside the jewelry trade, 
picturing the author’s adventures in 
seeking for gold and other metals, and 
we doubt if there is a jeweler who has 
read thus far who will not continue to 
the end. 








Wahl & Wheeler have opened a jewel- 
ry store at 407 Central Ave., Great 
Falls, Mont. In addition to full lines of 
jewelry and silverware, the store has 
an optical department. 
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Jewels That Bloom in the Spring” 


ONE completely are those simple 
days when a string of pearls and 
a diamond wrist watch practically solved 
the jewelry problem for the woman of 
fashion. Almost forgotten are those 
tranquil nights when a debutante could 
dress for dinner without a last minute 
dash to the wall safe for an entire 
change of ornaments. 
For now, although we haven’t quite 





EMERALD, DIAMOND AND PEARL SET PLATINUM JEWELRY 
WITH EVENING GOWN 


struck the frenzied pace of those gay 
belles of the early nineteenth century, 
who actually suffered and groaned be- 
neath the weight of their jewels, a 
rather large amount of scintillation is 
required of us. -Without it the latest 
Paris models would lose half their 
charm, since they were designed with 
gem decorations in view, and most 
women would find themselves dominated 
completely by the vividly colored glass 
of the modern dinner table. 

Thus the fashionable wardrobe has 
expanded to contain several sets of 
jewels to suit every occasion and every 
costume, and these must be constantly 
reset or discarded for others in order to 
keep up with the changing mode. If you 
own valuable jewels you are better off 





_*From National Jewelers Publicity Associa- 
tion, Newark, N. J. 

_Costumes Courtesy Franklin Simon & Co., 
New York. 

Jewels Courtesy Marcus & Co., New York. 


in this respect than if you have to rely 
on imitation gems, because, while the 
vogue of diamonds is ever increasing, 
the vogue for rhinestones, which was so 
enormous last fall, has now _ been 
scrapped by Paris. 

With the French couturiers using 
jewels as part of their regular working 
materials in the creation of costumes, 
it was only to be expected, of course, 


that jewelry would become subject to 
all the fluctuations of fashion. And it 
has. The necklace that was so very 
smart last fall will be utterly out of 
place with this summer’s costume, and 
the ornament that was the making of 
last winter’s satin or felt toque will be 
nothing but a menace to this season’s 
flowered or beribboned straw. 

Well matched sets of jewels are more 
important than ever, but if you can’t 
match every article, at least stick to the 
same color scheme. You will want to 
wear with each costume—evening, after- 
noon, street dress and sports (if you 
are not engaged in a furious tourna- 
ment)—a_ necklace, several bracelets, 


usually all on one arm, a we'l-chosen 
girdle ornament or belt buckle, a flower 
brooch, and at least one of the new 
gorgeously cut, large stoned rings. 
Diamonds 
among the _ precious 


and emeralds still lead 
stones, although 


much is being said about a revival of 
rubies among the French fashion houses. 
For some reason rubies have not been 
much in demand in recent years, al- 
though no stone is quite so lovely with 
blond hair—and goodness knows there’s 
been enough of that! A blonde in white 
satin with a ruby necklace and ruby 
earrings—well, can’t you see her coming 
down a gilded stairway? The French 





STREET COSTUME WITH PLATINUM WATCH PENDANT 
AND OTHER APPROPRIATE JEWELRY 


designers think they can from now on. 

Among the semi-precious stones, crys- 
tal is having the largest vogue, probably 
because it is about the most appropriate 
thing for the new India prints which 
are evidently scheduled to brighten mil- 
lions of miles of summer landscape this 
year. Moonstones also look well with 
these picturesque prints, or, if one color 
predominates it is considered chic to 
match it with gems—lapis with blue, for 
instance; carnelian with red; amber or 
yellow topaz with brown or orange. An 
enormous amount of turquoise is being 
worn in Paris, as well as black opals 
and blue jade, all of which are glorious 
highlights for the new pastel flower 
shades. 

The most striking feature of the new 
jewelry is the large size of the stones, 
particularly in bracelets and rings. In 
bracelets they are cut in _ triangles, 
hexagons or other geometrical shapes 
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and linked together with contrasting 
buckle ornaments, frequently encrusted 
with prilliants. In rings large square- 
cut stones are the favorites, in most 
cases reaching all _the way to the 
knuckle. While obviously only one or 
two of these huge rings can be worn 


at a time, there is practically no limit 
to the number of bracelets that now lend 
distinction to the fashionable forearm. 
A quarter of a yard of them has been 

which 


given as the proper measure, 
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pear on at least 50 per cent of the new 
Paris models, exhibiting the consum- 
mate artistry that the French know so 
well how to achieve. It is necessary that 
so conspicuous an ornament should blend 
with the rest of the jewelry one is wear- 
ing, remembering, of course, that dia- 
monds offer the simplest solution be- 
cause they combine well with almost any 
other stone. The French have, in some 
cases, used this girdle ornament as the 
whole keynote of the dress, both in color 


AFTERNOON DRESS WITH EMERALD AND DIAMOND NECK- 


LACE, 


EMERALD GIRDLE BROOCH, WRIST WATCH AND 


OTHER PIECES 


means that a careful selection must be 
made in blending the colors of the 
various stones. 

There is no doubt about the profusion 
of flowers which is to bloom this spring 
in the feminine wardrobe. All the vivid 
flower hues are being presented in the 
new models for street as well as for 
evening and afternoon wear, with the 
flower spray reinstated on the shoulder 
unless there is a trailing bowknot or 
scarf. An ornamental brooch with a 
flower motif is used to hold the spray 
in place on the lapel of the coat or on 
the shoulder of the evening frock. When 
one of the new brilliant chiffon handker- 
chiefs or scarfs is attached to the 
shoulder or to the hip, a large brooch is 
also employed to hold it in place. 

There are so many new uses for 
brooches this year, that the feminine 
Jewel box can scarcely be too well sup- 


plied with them. Girdle brooches ap- 


and line, so that the entire frock ap- 
pears to spring from it like a flower 
from a silver vase. 

Another novel use for the brooch is 
as a finishing touch to the rather stark 
V neckline featured on so many evening 
and street costumes. Sometimes it is 
placed at the bottom of the V point, and 
again it appears at a horizontal ‘slant 
further up the triangle. When a brooch 
of this sort is worn, it is necessary to be 
careful in choosing a necklace which 
blends with it and does not drop heavily 
upon it at the bottom of the V. 

Brooches as hat ornaments have a 
utilitarian purpose this season the same 
as those worn on the dress. In other 


words, they are used to hold a spray of 
flowers, a feather, a bit of twisted rib- 
bon or a veil in place. If they do appear 
simply as ornaments they usually have 
quaint animal designs of the type which 
has leaped into vogue as an amulet in 
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Europe. Now that the smart set of 
London and Paris are all agog over 
magic formulas and charms, a jeweled 
amulet is considered absolutely essential 
to every costume. With the street dress 
it is worn, as a rule, on the hat, 
after the fashion of masculine hats of 
the middle ages, and in the evening it is 
most. frequently worn in the form of a 
pendant which contains somewhere in 
its depths the wearer’s lucky number, 
or a magic formula taken from some 
ancient tome on witchcraft. 

With the feminizing of the new mode 
—the use of longer, dippier skirts, 
shoulder capes and scarf draperies, lace 
and light shimmering fabrics—has come 
the virtual abandonment of the bobbed 
coiffure. - Instead, the hair is being ar- 
ranged in several widely different styles, 
most of which require the assistance of 
combs. Thus jeweled combs are being 
worn by European women of fashion 
with such a graceful effect that they are 
certain soon to be in demand among 
Americans. Here is where the woman 
who can afford only artificial stones 
should proceed with caution. There is 
nothing that can mar a woman’s ap- 
pearance quite so grewsomely as cheap, 
badly-fitting sidecombs, as you can see 
by looking about any well-filled movie 
auditorium. On the other hand, there 
is no ornament quite so distingué as 
a hair ornament if it is a thing of 
beauty. It is true that short hair, which 
is just growing in, is not the best 
security in the world for costly gems, 
but once you have seen a woman in her 
ermine evening wrap, wearing diamond 
sidecombs to hold her hair back over 
ears with drooping diamond pendant 
earrings, you become convinced that it 
is worth the risk involved. 

Some women, however, have adopted 
a safer method for evening coiffures, 
which may prove practical for the great 
majority of ‘women, since imitation 
pearls are not expensive. They are 
wearing their hair in long, twisted loops 
at the sides, covering the ears, with 
strands of pearls twined about the mass. 
Strands of pearls are being featured in 
other ways—draped from the shoulders 
in a cape effect or about the hips, in 
the form of a girdle—but none is quite 
so effective as this latest pearl twist to 
the feminine coiffure. 

Mention only can be made here of 
the new vanity cases and cigarette hold- 
ers and lighters, which are even more 
elaborate this season than they were last 
and likewise more. convenient. The 
rapturous details would require the 
space of a full separate article which 
we are likely to consider at the least 
encouragement. Meantime, we feel that 
the reader’s attention must surely be 
wandering to the photographs of the 
charming young lady who is introducing 
three attractive costumes and some 
divine jewelry into these pages. 

In case it is not entirely apparent, 
may we explain that her street costume 
is a gray satin ensemble with a gray 
straw, medium-brimmed hat, with which 
she is wearing a star sapphire bracelet 
and brooch, a star sapphire ring and a 

















64 THE JEWELERS’ CIRCULAR 


BARAD: KEZZ 


don on BLDG. 48 W. 48™ STREET 


March 29, 1998 






















BAGUETTE 
M MARQUISES 
#5 SQUARES 


ee ee ee 


“7, FINE CALIBRE 
Pa" DIAMONDS 
BRYANT 
5464 - 5465 























Only One Complete 
Floor Left! 


and various small units 





IMPORTERS OF JT ONES 





Count the floors in this outstanding New 
Jewelry Structure—there is only one com- 


plete floor left—and small units. You can 
Ie ‘ oul Want see how rapidly a building fills up when 
planned from the tenant’s point of view. 


& 
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customed to doing business in a big way, I can Abraham & Cohen H. & J. Block 
. s Harry C. Ruger M. Brigante 
help you; I have entree to the biggest jobbers A. Lamberti 
in the Eastern territory. They all know me and Better make your appli- 


cation for space at once. 






and probably you do, too. I have been covering 

this territory for 20 years—successfully. Refer- ae 
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ences exchanged. New York 
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pink topaz ring, a platinum watch pend- 
ant, and a hat ornament consisting of a 
cat, outlined in platinum, who holds on 
firmly to a mouse in black enamel. This 
is the amulet type of hat brooch referred 
to, guaranteed to attract all sorts of 
marvelous, metaphorical mice. 

In the afternoon costume, we call at- 
tention particularly to the new type of 
girdle brooch, which in this case is of 
diamonds and emeralds. An emerald 
and diamond necklace, diamond loop ear- 
rings, a diamond and emerald bracelet 
and a diamond and emerald ring. A 
diamond wrist watch and diamond 
navette-cut engagement ring are also 
worn with this frock of beige georgette. 

The jewelry worn with the evening 
costume—a blue-green gown of taffeta, 
showing the new feminine outline—con- 
sists of three diamond bracelets and a 
diamond paved wrist watch attached to 
a diamond bordered platinum mesh 
bracelet; emerald and diamond pendant 
with a pearl chain, two diamond rings, 
diamond earrings following the lobe of 
the ear, and a diamond shoulder brooch. 








Man Arrested in New York Believed 
by Baltimore Police to Have Had 
Part in Jewelry Robbery in 
That City 


BALTIMORE, Mp., March 26.—A man 
now under arrest in New York is be- 
lieved by police here to have been one 
of two men who, two years ago, stole 
diamond jewelry valued at $15,000 from 
the A. H. Fetting Manufacturing Jewel- 
ry Co., when the firm was located on 
Liberty St., near Lexington St. Captain 
of Detectives Charles H. Burns admit- 
ted that he had been in communication 
with the New York police and that he 
would send a certified copy of an indict- 
ment against the suspect to the New 
York authorities. 

For over two years Detective Lieu- 
tenant J. A. Manning has been at work 
on the Fetting case. Captain Burns 
and Lieutenant Manning said that the 
suspect is known as “Worcester Red.” 
He was arrested several days ago in 
New York while trying to filch a packet 
of bank notes from a teller’s window of 
a New York bank. 

Two men visited the Fetting firm, one 
of the men expressing the desire to buy 
an expensive diamond ring. During sub- 
sequent negotiations the clerk’s atten- 
tion was diverted, apparently through 
design, and when the clerk returned to 
the booth the visitors were gone and 
likewise the diamonds. An international 
search has been conducted for the sus- 
pects. 

It is not likely that the suspect will 
be brought here for trial in the imme- 
diate future, as he will be prosecuted in 
New York. 








Miss Dorothy Anschuetz has dis- 
posed of the entire stock of the store 
conducted under the name of George, 
The Jeweler, at 20 W. Main St., Meri- 
den, Conn., and will offer the stock, 


through the new owners for sale at pub- 
lie auction. 
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Hold Annual Banquet 





Members of Boston Watchmakers’ Club 


Enjoy Interesting Addresses and 
Elect Officers 


Boston, MAss., March 24.—The 20th 
annual banquet of the New England 
Watchmakers’ Club was held at the 
Boston Chamber of Commerce last week. 

J. Charles Stever presided and in- 
troduced the speakers, who discussed 





J. CHARLES STEVER, PRESIDENT 


subjects of interest to the members. 
Mr. Derbyshire of the Waltham Too) 
Co. gave a very interesting talk on the 
technique of tools. 

The following officers were elected: 
President, J. Charles Stever; Vice- 
President, F. G. Olin; Secretary, Joseph 
Emanuels; Treasurer, Leroy E. Nichols. 

The reports of the secretary and 
treasurer showed the club to be in a 
flourishing condition. 








Detroit Retail Jeweler Has Narrow 
Escape When Thugs Attempt 
to Hold Him Up 


DETROIT, MicH., March 26.—Ivanhoe 
R. Gullikson, who operates two retail 
jewelry stores in Detroit and lives at 
2750 Chicago Boulevard, had a narrow 
escape from five thugs on the evening of 
March 17 when they attempted to hold 
him up on Boston Boulevard, near Lin- 
wood Ave. Mr. Gullikson, who was ac- 
companied by his wife, escaped in a hail 
of bullets, one of which shattered the 
glass in the rear of his car. Both he and 
Mrs. Gullikson were uninjured. 

Mr. Gullikson told the police that 
when he was forced to stop for a traffic 
light a small touring car drove up next 
to him. One of the five men in the car 
stepped out and, Mr. Gullikson said, 
opened the door of his car, seizing a 
purse belonging to Mrs. Gullikson. It con- 
tained nothing but keys. As the purse 


was seized the Gulliksons sped away and 
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immediately were fired on. The license 
number of the thugs car was obtained by 
another motorist and reported to the po- 
lice. Within a few hours it was found in 
front of an apartment. A raid followed 
and one man, said to have been the 
driver, was captured. The others have 
not been found. 








Officers Elected 





Milwaukee Wholesale Jewelers Association 
Selects Leaders at March Meeting 


MILWAUKEE, WIs., March 24—The Mil- 
waukee Wholesale Jewelers Association 
elected officers for the coming year 
at their March meeting. The officers 
include: A. C. Possin of the Bozhardt- 
Possin Co., president; Ed Maas, Milwau- 
kee, engraver, vice-president; and John 
Schilz, with the O. H. Bingenheimer Co., 
secretary and treasurer. The board of 
directors for the coming year includes: 
A. C. Kuesel, of Kuesel Bros.; and Al 
Schulenberg of Schulenberg & Smith. 

The association is planning to get out 
a two-color broadside for spring, in line 
with their recent plan to get out a good 
will booster ad during each of the four 
seasons of the year. The broadside will, 
of course, be a general one advertising 
jewelry generally and containing the 
names of all of the members of the local 
association. 








Jewelry Store Window Smashers and 
Sneak Thieves Active in Phila- 
delphia During the Past Week 


PHILADELPHIA, PA., March 28.—Win- 
dow smashers and store thieves have 
been active in this city of late. A col- 
ored man and woman who visited the 
store of Albert C. Schmidt at 625 Poplar 
St., in the Negro district, worked the 
“palming act,” the man _ engaging 
Schmidt in conversation over a diamond 
ring, while the woman “sneaked” a tray 
of rings, set with small diamonds, under 
her cloak. Schmidt did not discover his 
loss until after the couple had left the 
store and his pursuit failed to find them. 
The rings were valued at about $400, he 
told the police. 

Window smashers visited two retail 
stores here in one night, obtaining loot 
valued in the aggregate at more than 
$500. At the store of Samuel Wurtz, 
7104 Germantown Ave., the display win- 
dow was broken by a brick wrapped in a 
piece of carpet and jewelry valued at 
about $300 was taken. Mr. Wurtz does 
not leave his valuable jewelry in the 
windows over night but puts it in his 
safe and that taken was of the cheaper 
grades. 

Smashers used a wrapped brick on the 
window of the store of Chaser & Kurtz, 
1639 Columbia Ave., and escaped with 
several watches, jewelry novelties and 
fountain pens, with a total value of 
about $200. 








The office of John Mertz is now lo- 
cated in Suite 2402-2403 Pittsfield build- 
ing, 55 E. Washington St., Chicago. 
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Prizes for Clock Contests 





Clock Manufacturers Association Announces Awards for Win- 
dow Displays, Unique Store Arrangements and Clever 
Advertising Stunts 


PHILADELPHIA, March 26.—Jewelers 
make a good showing in the award of 
prizes in the 1927 Clock Manufacturers 
Association retailers’ merchandising con- 
test, prizes for which have just been 
announced at executive headquarters of 





FIRST AWARD CLASS 1—ELDER JOHNSON CO., DAYTON, OHIO 


the association here. First prize, also 
known as the master or special award of 
$100 for the best example of a complete 
successful campaign or application of 
window and store displays, direct mail 
and newspaper advertising aimed to 
place better emphasis on American made 
clocks and watches, and has resulted in 
increased sales of members’ products, 
was awarded to Paul Donelan, advertis- 
ing manager for A. Stowell & Co., Inc., 
jewelers and silversmiths, 24 Winter 
St., Boston, Mass. 
Other awards are: 


CLASS 1—WINDOW DISPLAYS 


First award, $50, to The Elder & 
Johnston Co., Dayton, Ohio. 


Second award, $25, to B. A. Gehring, 
jeweler, Locust and Third Sts., Sterling, 
Ill. 

Third award, $5 each to Emil Poggi, 
display manager, Gensler Lee Jewelry 
Co., Oakland. Cal.; James Chang, dis- 


play manager, Benson Smith & Co., Ltd., 
Honolulu, Hawaii; George F. Hauber, 
Emigh-Winchell Hardware Co., Sacra- 
mento, Cal.; S. H. Silk, display manager, 
N. Snellenburg & Co., Philadelphia, Pa.; 
Henry W. Stohlton, display director, S. 
Friedlander & Son, jewelers, Seattle, 
Wash. 

The following dealers who submitted 
photographs of window displays are 
given mention: Humphries & Webber, 
Roanoke, Va.; James E. Twohey Co., 
836 Main St., Buffalo, N. Y.; John N. 
Orem Jewelry and Gift Shop, Guymon, 
Okla. (jewelry); Jamaica Clock Shop, 
Jamaica, L. I.; Hewitt-Smith Co., Brock- 
ton, Mass.; George Smith & Son, Sey- 
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THIRD AWARD CLASS 1—HENRY W. STOHLTON, 
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mour, Conn.; C. J. Miller, Californj 
Mo.; Meiners, jeweler, Hackensack, y 
J.; Clairmont & Nichols Co., 16 W. 45th 
St., New York; M. J. Kittredge, Ine, 
Springfield, Mass. 


CLASS 2—INTERIOR DISPLAYS OR UNIQUE 
STORE ARRANGEMENTS 


First award, $50, to Jamaica Clock 
Shop, 9030 Sutphin Blvd., Jamaica, L, L 

Second award, $25, to Clairmont & 
Nichols Co., opticians, 16 W. 45th St., 
New York. 

Third award, $5 each to L. F. Wehrly 
Kell Drug Co., Portland, Ore.; Hum. 


SECOND AWARD CLASS 1—B. A. GEHRING, STERLING, ILL. 


phries & Webber, Market Square, Roa- 
noke, Va. 

CLASS 3—CLEVER ADVERTISING OR SALES 
STUNTS THAT HAVE SOLD MORE CLOCKS 
AND WATCHES IN ANY GIVEN PERIOD 
DURING THE LAST SIX MONTHS OF 

1927 

First award, $50, to Clairmont & 
Nichols Co., 16 W. 45th St., New York. 

Second award, $25, to Pickett & 
Stuart, jewelers, Concord, N. H. 

Third award, $5 each to P. W. John- 
son, display manager, ‘The Owl Drug Co., 
Fresno, Cal.; S. Friedlander & Son, 
jewelers, Seattle, Wash.; Meiners, jewel- 
er, Hackensack, N. J.; M. J. Kittredge, 
Inc., jewelers, Springfield, Mass. 
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The judges were: R. E. Smiley, as- 
sistant sales manager, Atwater Kent 
Co., Philadelphia; L. A. Rogers, editor, 
Merchants Record and Show Window, 
Chicago; Jerome Jaffrey, president, New 
York Metropolitan Display Men’s Club, 
Brooklyn, N. Y., and William Nelson 
Taft, editor, Retail Ledger, Philadelphia. 

With the 1927 contest awards an- 
nounced, the 1928 contest is on with 15 
cash awards for displays featuring 
clocks and watches made by members of 
the association. One award is of $100 
for the best display, either window or 
inside a store. Another $100 prize will 
be given for the best use of window dis- 
plays as shown by photographs of three 
or more windows during the year. Spe- 
cial awards are offered for displays of 
alarm clocks and watches; clocks other 
than the alarm variety, and also for dis- 
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Death of J. L. Thornton 


Veteran Emblem Manufacturer Passes on 
at His Home at Longmeadow, R. I. 


PROVIDENCE, R. I., March 25.—The 
funeral of John L. Thornton, one of the 
oldest manufacturers of emblems in this 
city, a member of the firm of Thornton 
Bros. Co., 101 Sabin St., who died sud- 
denly at his home at Longmeadow, R. I. 
last Tuesday evening, was held Saturday 
afternoon at 2 o’clock. Interment was 
at North Burial Ground. 

John Lyndon Thornton was born in 
Warren, R. I., on Sept. 29, 1850, the son 
of the late James and _ Sophronia 
(Luther) Thornton. When he was but 
six years of age his parents removed 
to South Providence, and it was in this 
city and Cranston that he received his 
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Mr. Thornton was twice married, his 
first wife, Miss Jennie E. Pierce, having 
died in 1901. His second wife, who was 
Miss Irene P. Baldwin of Jersey City, 
N. J., whom he married in 1904, sur- 
vives him with two sons, John L. and 
Arnold L. Thornton. For the past 12 
years Mr. Thornton had made his 
permanent residence in Longmeadow. 
He was a member of the Manufacturing 
Jewelers’ Board of Trade, the National 
Jewelers’ Board of Trade and the New 
England Manufacturing Jewelers’ and 
Silversmiths’ Association. 








Three Youths Arrested at Wayne, Pa., 
Had Jewelry Identified as Belong- 
ing to Public Loan Co. 


PHILADELPHIA, PA., March 27.—Three 
youths traveling in a stolen automobile 














THIRD AWARD CLASS 1. 
HONOLULU, T. H. 


plays in May and June, in September 
and in the holiday periods. 

The association executives call atten- 
tion of retail jewelers throughout the 
country to opportunities for increased 
watch and clock trade during May and 
June, if advantage is taken of the fact 
that those months include the gradua- 
tion, wedding and anniversary periods 
and that clocks and watches are especial- 
ly suitable gifts at these times. Con- 
sequently, special prizes are offered for 
the best displays during these months, 
with the suggestion that the up-to-date 
jeweler can capitalize anniversaries, 
weddings and graduations. The prizes 
are $25, $15 and $10, and entrants for 
these awards are eligible also for the 
year contest. 

Retail jewelers who wish to enter both 
the 1928 and special contests can obtain 
full details from the Clock Manufac- 
turers Association, Room 644, Drexel 
building, Philadelphia, Pa. 








A new china department in which is 
carried a large assortment of china 
ware, has been opened by Harry Stout, 
a Jeweler at 315 S. Fifth St., Spring- 
field, Tl. 


BENSON, 


SMITH & CO., 


education, attending the Cranston public 
schools and the Schofield Business 
College here. 

In 1866 he completed his studies and 
entered the employ of the manufactur- 
ing jewelry concern of Sackett & Davis 
Co., as an apprentice. At the conclusion 
of his apprenticeship he worked a few 
months as a journeyman with this firm 
and then entered the employ of Hunt & 
Owens Co., where he specialized on en- 
graving. 

About 1874 he became a partner in the 
firm of Scott & Thornton, manufac- 
turers of lockets, their shop being located 
in Dyer St. A year later, with his 
brother, James A. Thornton and William 
D. Pierce, they purchased Mr. Scott’s 
interest and formed the firm of Thorn- 
ton Bros., at Page and Friendship Sts., 
and began the manufacture of a full 
line of fraternal goods emblems, badges, 
charms, buttons, etc. For about 20 
years the business was conducted on 
Page St., but in 1895 they removed to 
the Metcalf building, on Pine St. and 
in 1904 a shop was obtained in the 
Manufacturers’ building, at 101 Sabin 
St., where it has since been located. 
The business was incorporated under 
the laws of Rhode Island in 1906. 


FIRST AWARD CLASS 2. 


JAMAICA CLOCK SHOP, 
JAMAICA, L. I., N. Y. 


have been arrested and jewelry valued 
at $500 found in their car has been iden- 
tified as part of the loot from the $50,- 
000 safe robbery of the Public Loan Co., 
at Morris St. and Kensington Ave., here 
last Dec. 7. At the time two safes were 
blown open by the burglars and this is 
the first clue found to the gang or the 
stolen jewelry, although the police have 
been working on the case since the rob- 
bery occurred. 

The car with the three youths was 
halted by a traffic policeman in Wayne, 
Pa., just outside this city, for a minor 
traffic violation. The policeman asked 
the driver for his automobile registra- 
tion card and when the youth was un- 
able to produce one, called another offi- 
cer and searched the car. On the floor 
of the automobile three revolvers and 
the jewelry were found. , 

The prisoners are held without bail on 
charges of receiving stolen. goods and 
carrying concealed deadly weapons. Al- 
though the prisoners continue to deny 
any participation in the Public Loan of- 
fice robbery, they are unable to explain 
how they came into possession of part 
of the loot and the police believe they 
will yet give information leading to the 
arrest of the burglars. 
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Carolina Jewelers Gather at Durham 








First Joint Session of the Jewelers of North and South Carolina, Held March 20 and 21 Proves q 
Great Success; Event Marked by Important Addresses, Fine Entertainment, Banquet 


DuRHAM, N. C., March 22.—With one 
of the busiest and most ‘productive pro- 
grams in the history of the North Caro- 
lina Retail Jewelers Association, marked 
by the attendance of the members of the 
South Carolina Jewelers Association, 
two days’ full of business discussions, 
addresses by nationally known men, in- 
cluding E. C. Mayo, of Providence, R. I., 
president of the Gorham Co.; William G. 
Frasier, Durham, regional vice-president 
of the American National Retail Jewel- 
ers Association, and others, and enter- 
tainment claimed the time and attention 
of the jewelers. 

The session was the first joint gather- 
ing of the two Carolina associations, 
bringing together the men from the 
Palmetto State with those of Tarheelia 
for a period of fraternization which re- 
sulted in the moulding of friendships, 
jewelers among jewelers, and in bring- 
ing the two associations into a better 
knowledge of one another. 

The entertainment program included 
an elaborate banquet, staged in the 
Washington Duke Hotel, convention 
headquarters, and an automobile ride 
over the city made famous because of its 
tobacco products and more recently by 
the magnanimous bequest of the late 
James B. Duke. The women who ac- 
companied their husbands, brothers and 
sweethearts were cared for by a com- 
mittee of local women, with a luncheon 
at the Hope Valley Country Club being 
of outstanding interest. Everything was 
done to make the stay of the visitors in 
“The Friendly City” pleasant and profit- 
able. 

The opening day’s session, Tuesday, 
March 20, began with a meeting of the 
executive committee, followed by a pe- 
riod of registration, during which time 
the visitors were given their first op- 
portunity of viewing the large array of 
merchandise brought here by representa- 
tives of a number of the large manufac- 
turing concerns of the nation. The dis- 
plays occupied places on the mezzanine 
floor of the convention hotel and rooms 
on the upper floors. The day’s session 
was brought to a close with the banquet, 
this event being featured by an address 
on “Finances” by Gilbert Stephenson, 
Raleigh, N. C., banker. 

Election of officers and the 1929 con- 
vention city were matters of major im- 
portance during the first day’s session, 
and addresses featured Wednesday’s 
session. 

Charleston, S. C., was selected for the 
1929 convention city, following the de- 
cision of both the North and South Caro- 
lina associations to again meet in joint 
session, and April 9-10 were selected as 
the days. 





and Notable Exhibits 


Officers elected for the coming year 
by the two associations follow: 

North Carolina—H. G. Matthew, Ashe- 
ville, reelected president; George Bis- 
aner, Hickory, vice-president for western 
North Carolina; C. F. Nease, Burling- 
ton, vice-president of central district; T. 
D. Hatcher, vice-president eastern dis- 
trict; William G. Frasier, Durham, re- 
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WILLIAM G. FRASIER, REGIONAL VICE- 
PRESIDENT OF THE A.N.R. J. A. 


elected secretary-treasurer; delegates to 
the national convention; Arnold Schiff- 
man, Greensboro; Fred N. Day, Winston- 
Salem; F. E. Starnes, Albemarle, and 
H. G. Matthew, Asheville. 

South Carolina—R. W. Muncaster, 
Florence, president; L. A. Hall, Bufort, 
first vice-president; J. L. Farmer, second 
vice-president; J. B. Sylvan, Columbia, 
reelected secretary-treasurer; H. E. 
Roussow, Columbia, delegate to the na- 
tional convention. 

Tuesday’s Sessions 

Following the meeting of the execu- 
tive committees of the two associations 
Tuesday morning, the joint convention 
was called to order at 10 o’clock by 
President Matthew, of North Carolina. 
The invocation was delivered by Rev. 
S. S. Bost, rector of St. Philip’s Episco- 
pal Church, Durham. 

The address of welcome was delivered 
by R. O. Everett, who recalled the days 
of the auction jewelers in Durham and 
explained how legislation was enacted 
to protect the old line retail jewelers of 
the State from unfair and objectionable 
competition. Mr. Everett, who has been 


a member of the lower house of the gen- 
eral assembly of North Carolina for sey. 
eral terms, spoke in the absence of M. F, 
Newsom. 

Arnold Schiffman, of Greensboro, re- 
sponded for the North Carolina associa- 
tion. “Ours is a happy business,” he 
said. “We deal with the sunny side of 
life and meet our friends in their most 
happy moments. The betrothal ring, the 
wedding band, the gifts to the young 
couple, the fine things in silver and art 
with which they enrich their homes are 
contributed through us.” 

W. Porter Cart, Charleston, S. C., de- 
livered the response for the South Caro- 
lina association. His talk was a brief 
but happy one. 

The matter of combining the American 
National Retail Jewelers Association 
with the wholesalers, manufacturers and 
importers was presented by William G. 
Frasier, southeastern regional vice-pres- 
ident of the national association. The 
question is one of prime importance to 
all State associations. 

In a comprehensive survey, Mr. Fra- 
sier outlined in detail the reasons for 
effecting the proposed merger. The 
main reason is that it will offer the old 
line, standard retail jeweler protection 
from “quantity production” methods in 
that it will bring retailer, manufacturer, 
wholesaler and importer together in a 
common understanding. During the past 
year, the survey showed, less than 50 
per cent of the jewelry sold in the coun- 
try was sold by legitimate old line jewel- 
ers. In part, Mr. Frasier said: 


REPORT OF REGIONAL VICE- 
PRESIDENT W. G. FRASIER 


I bring you today greetings and _ sincere 
best wishes from the American National 
Retail Jewelers’ Association. , 

During the course of these two conventions 
there are many things which I am going to 
have for your consideration and thought. 
In order that you may have more time to 
consider and intelligently act upon one of the 
measures which is to be brought before you, 
I am taking this moment in the beginning 
of the convention to lay before you a matter 
of vital importance. 


The speaker then discussed the recom- 
mendation of President Brotherly at the 
A. N. R. J. A. convention in Milwaukee 
that the A. N. R. J. A. open its member- 
ship to manufacturers, wholesalers and 
importers of the jewelry and allied in- 
dustries, and that the national associa- 
tion be made the nucleus of an all- 
inclusive organization which will truly 
represent the jewelry industry of the 
United States; and that if this is done 
the problems of our industry, which can- 
not be solved by any one existing or- 
ganization or branch of the trade, will 
be solved much more effectively, efficient- 
ly and economically by the harmonious 
cooperation of all branches of the trade 
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acting under the auspices of one central 
representative organization. 

The plan was submitted to the mem- 
pership for consideration, with the 
proviso, however, that before any action 
is taken the question shall be submitted 
to each State convention during the com- 
ing year, and that if a majority of the 
States approve of the change, the matter 
shall be presented to the next national 
convention of the A. N. R. J. A. for final 
action by a vote of the States. 

In advocating the plan, the speaker 


said, in part: 


Most of the problems affecting all branches 
of our industry and every person engaged in 
them, cannot be handled by the A. N. R. J. A. 
or any other organization acting alone. Our 
various branches must come together under 
the central organization for many purposes, 
some of which I will attempt to enumerate. 

Help to secure the whole trade against 
abnormal periods of depression. . 

Find ways and means of_ increasing 
sales generally, and during dull periods 

rticularly. 

PeWhere pousible, find legitimate ways of 
reducing the cost of plant operation of 
factories and their distribution generally ; 
and for reducing cost of overhead in re- 
tail jewelry stores; creating greater de- 
sire on the part of the public to purchase 
more jewelry as against preferring the 
production of other industries. ; 

Learn and know in advance our legis- 
lative needs. By united cooperation se- 
cure the passage of necessary laws 
without the delay now occasioned by 
having to refer an important matter to 
several slowly moving, and sometimes 
hostile, organizations. 

Foster unity for the establishment of 
standards of practice in cooperation with 
the United States Department of Com- 
merce and other interested government 
departments for elimination of waste in 
industry. 

Institute as soon as possible a reliable 
survey of production and _ distribution 
that will serve as an accurate guide in 
correcting inefficient management and 
destructive practices of our manufactur- 
ing, wholesaling and retailing establish- 
ments. 

Determine the most economic avenues 
of distribution from manufacturer to con- 
sumer, so as to make available to the 
latter every legitimate price reduction, 
and substitute voluntary quality competi- 
tion for destructive price cutting. 

Make available definite economic in- 
formation that will demonstrate the folly 
of constantly cheapening our products 
beyond the consumer-desire, instead of 
supplying the demand with merchandise 
of highest possible standards, and artistic 
merit, which will increase instead of 
decrease, the dollar volume of the in- 
dustry’s output. 

Secure unit of action to determine and 
dictate styles, how long style periods will 
last, how styles will conform to wearing 
apparel, and to set up the jewelry in- 
dustry itself as the final arbiter of 
jewelry styles. 

By determination of facts, bring about 
a sensible readjustment of terms and dis- 
counts in accordance with the actual and 
practical needs of the industry in place 
of the present expensive and wasteful 
system. 

These are a few of the basic needs of 
our industry, which are chiefly responsible 
for the destruction of our distribution and 
to which we can definitely trace the majority 
of our prevalent trade abuses. If we would 
be thorough in searching out the source of 
our difficulties we would arrive at practical 
conclusions which would convincingly demon- 
Strate the futility of endeavoring to supply 
a surface remedy to causes so deeply rooted 
as these. Let us make no mistake. No 
individual and no. organization operating 
alone without the united active participation 
and effort of our men in all branches of the 
trade can apply lasting cures to a cankerous 
disease. 

On the one side we have several thousand 
established retail jewelry stores, specializing 
exclusively in the sale of our industry’s 
Products. These stores look in one direction 
to the consumer public for their livelihood. 
They look in another direction to the manu- 
facturer, wholesaler and importer for sound 
economic policies which will justify the risk 
of stocking their goods. 
on the other side we have the manufac- 
a” ye clesaler and importer blindly going 

e heads of their established retail 
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customers, and seeking a new market, the 
consumer which is the economic market | of 
the retailing branch of our industry. * 


In conclusion, he said: 


Still another feature in this all-inclusive 
membership offers itself, and that is it will 
avoid the duplication of the same activities 
now going on and which may be undertaken 
in the future by many existing associations 
in different branches of the trade. There 
would be a great saving of money now spent 
for the same purposes. Under prevailing 
conditions in many cases more than one 
organization is handling the same problems 
without consulting each other, and because 
their associations are poorly financed or be- 
cause they do not receive the cooperation 
of organizations representing the other 





H. G. MATTHEWS, RE-ELECTED PRESI- 
DENT OF THE NORTH CAROLINA AS- 
SOCIATION 
branches, many of the trades’ most_ detri- 
mental problems fail in the final solution: 
while on the other hand if we had the one 
central organization this wastefulness could 
be avoided and the savings will assure the 
proper financing of the needs of the trade. 
The question was freely discussed dur- 
ing the morning session and there was 
some variance of opinion concerning the 
form and structure of the proposed “all- 
inclusive” association. A motion, pre- 
sented during the afternoon session, ap- 
proving the merger was defeated by both 
associations on the grounds of unde- 

sirability. 

At the conclusion of the joint meet- 
ing, the two associations retired to their 
respective committee rooms, heard short 
talks by the presidents, discussed reports 
from the secretaries and treasurers and 
dispensed of all preliminary routine 
business. The meetings were adjourned 
for a joint luncheon at 1 .0’clock. 


North Carolina Convention 


The reports of the president and sec- 
retary-treasurer of the North Carolina 
association showed excellent progress 
during the year, and resulted in a num- 
ber of new firms being admitted into the 
organization. 

New members reported added to the 
membership included: J. C. Pyron, 
Leaksville-Spray; G. T. Davis, Windsor; 
Eugene D. Fink, Mooresville; Jenkins & 
Gehman, Rocky Mount; J. H. Bell & 
Sons, Tarboro; C. W. Dellinger, Hickory; 
T. W. Hamrick & Co., Shelby; W. C. 
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Mangum, Wadesboro; Norman Ingle, 
Salisbury; Harry C. Anderson, Hender- 
son; Paddison Jewelry Co., Mount Airy; 
S. J. Morton, High Point; M. B. Smith 
& Co., Charlotte; M. B. Smith & Co., 
Durham; G. A. Tredway, Leaksville- 
Spray; Huguelet Jewelry Co., Hamlet; 
J. C. Campen, Edenton; Cletus Teague, 
Charlotte; K. H. McIntyre, Rutherford- 
ton; A. W. Gholson, Henderson; and 
Reidsville Jewelry Co., Reidsville. 

Endorsement and approval of the Har- 
vard research work, the Capper-Kelly 
bill in Congress “that will allow the pro- 
ducer to fix and maintain the retail price 
of any commodity,” and the work of the 
American National Retail Jewelers As- 
sociation was given by President Mat- 
thew in his address. He flayed the 
internal politics which he said has been 
dominating the national association dur- 
ing the past few years and touched upon 
many phases of the jewelry business and 
association work. 

His address in full follows: 


ADDRESS OF PRESIDENT MATTHEW 


“The past year of our association has been 
a real pleasure to me, for I have come into 
contact with some real men among our mem- 
bers, and while I am glad to be relieved of 
the responsibilities of office, I regret that 
my opportunity to see these men will not 
be frequent. However, as I look back over 
the year I realize more than ever that the 
biggest thing during that time is the fact 
that of the many times that I called upon 
the members for assistance not one failed 
me, and if there is anything successful re- 
sulting from the work of the association this 
year it was because of this wonderful co- 
operation of the members, together with the 
always magnificent and splendid work of our 
good friend, ‘Bill’ Frasier, more than any- 
thing else. 

‘Many things have happened this year and 
from the experiences I have had I believe 
that I should offer some suggestions for your 
consideration and action at this convention. 
Some of these, I feel, are of a serious nature 
and I wish to impress upon you that your 
judgment should be carefully exercised and 
that due thought should be given on every- 
thing that you may vote upon. 

“Of the suggestions of national importance 
I ask that you again approve and re-indorse 
the Harvard research work, the Capper-Kelly 
bill in Congress that will allow the producer 
to fix and maintain the retail price of any 
commodity, the Jewelers’ Security Alliance 
and to commend the work of the National 
Jewelers Publicity Association. 

*“T ask you to commend the efforts of the 
national officers even though I personally 
do not approve of the way they are conduct- 
ing our national association. This, no doubt, 
will offend our national vice-president, ‘Bill’ 
Frasier, but I am expressing my own opinion 
to you, my fellow jewelers. 

“T most emphatically do not approve of the 
internal politics that has entered our national 
association and has been dominating it for 
the past few years, for I sincerely believe 
that it is a serious detriment to the welfare 
of thousands of jewelers, and I further hope 
that this coming October Ralph Roessler, 
who I understand is slated to be the next 
president, will have courage enough to with- 
stand the dominating influence of any one 
man or small group of men that have been 
forcing their ideas, directly or indirectly, 
on our national association. Let our asso- 
ciation be conducted by the will of all the 
jewelers and not by one or a few. 

“Of the suggestion of State importance, 
I suggest that you ask our State Legislature 
at its next meeting to enact a law providing 
a lien to secure charges for work and ma- 
terial used in repairing watches, clocks, 
jewelry and silverware and to allow jewelers 
to dispose of any repair work that has been 
left with them six months or longer, pro- 
viding no payment has been made on it dur- 
ing that time and after written notice has 
been given the owner at his last known 
address. 

“T also suggest that applications made for 
membership still be passed on by the asso- 
ciation in convention but that any applica- 
tion made during the time between our State 
convention and the national convention may 
be approved or rejected by the executive 
committee so that these new members may 
receive, more promptly, the benefits of our 
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ati sociation and that our State asso- 
nation may be able to present a better report 

ional. 
to the her suggest that we change our 
py-laws so that we may be able to suspend 
4 drop from membership any member judged 
ity of conduct unbecoming a member of 
~ sociation and that this action may 


oor eaken by the executive committee or the 
association in convention. 
“Also I suggest that the past custom of 


i the national convention, with ex- 
ee oid, the member who secures the 
eat new members be abolished and also 
that we send not more than two delegates 
with their expenses paid. I feel that the 
money expended on the sending of so many 
delegates is not really beneficial or worth 
while. I suggest that we put forth our efforts 
to get more members to attend our State con- 
ventions and any money spent. to do this 
certainly will be for their best interests. 

“Furthermore, I believe that our vice- 
presidents should personally call on each 
member in his district and also at regular 
intervals report to the president or secretary 
on these calls and advise them of anything 
that may be a detriment to the welfare of 
the jewelers, and that if they are not willing 
to do this and cooperate and help us in this 
way that they do not accept office. 

“TI also ask that you continue the adver- 
tising campaign during Christmas, as I be- 
lieve that from the reports that I have had 
the results were more than satisfactory, 

“In closing I wish to pledge and assure 
you and your new officers my most hearty 
support during the coming year.” 


The report of the secretary-treasurer 
showed an unusually busy year of work 
for him and the results narrated bespoke 
of the interest he devoted during the 
year to his duties. In it he touched upon 
the payment of dues, and read the list 
of delinquent members which he felt 
should be dropped from membership in 
the association. Over 3000 communica- 
tions went out of the secretary-treas- 
urer’s office during the year. The report 
stated that the wholesalers throughout 
the year showed an admirable spirit of 
cooperation with the association and its 
individual members. ‘“They show an at- 
titude to protect legitimate merchandis- 
ing and they are continually asking us 
for suggestions as to how they might be 
of service in the handling of their goods.” 
The report showed the office of the sec- 
retary was busy last year in handling 
several complaints, such as trade in- 
fringements, attempted auction sales 
without license, ete. Endorsement of a 
movement on the part of the State mer- 
chants’ association for a garnishment 
law in North Carolina was asked. 


South Carolina Convention 


“The jewelry business is_ terribly 
handicapped today by jewelers who are 
not in sympathy with their work,” W. 
Porter Cart, president of the South Caro- 
lina association, said in beginning a brief 
but good address to the members of his 
group. “After all is said and done, the 
jewelry business reflects the personality 
of the individual who works hard, puts 
his heart and soul and all he has into his 
work. 

“No business can succeed unless the 
man running it has vision, and the en- 
ergy necessary to do bigger things. 
There is many a jewelry firm business 
today in the ruts because of the lack 
of energy and hard work. In order to 


be successful, one must work. 

“All of us cannot be so fortunate as 
to have a fine business left to us, with 
nothing to do but hang up our hats and 
begin to count up the day’s profits, The 
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man who today has made good by means 
of his own energy and constancy is the 
man worth knowing.” 


South Carolina jewelers were advised 
to keep in touch with their legislators 
before, during and after election regard- 
ing taxes on jewelers, in the report of 
J. B. Sylvan, secretary-treasurer. He 
told of the long years of work with the 
South Carolina legislative body to ward 
off a tax on the jeweler trade. He urged 
that the legislators be impressed on the 
slow turnover in the jewelry business 
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and the other phases of the jewelry 
business in order that no unjust taxes 
might be imposed. “We have paid $100 
toward the Harvard research work on 
our $200 four-year program, due to be 
paid $50 per year for 1929-30. 


“The hardest work your secretary has 
had is the fight about wholesalers sell- 
ing retail, and I want to state to you 
that South Carolina has done more to 
eliminate that evil in the last four years 
than several other States put together. 
It is getting better each year. If only 
all retailers would get the absolute facts 
and write the manufacturers. 


“Then comes the other, which gives 
more trouble to you all than anything 
else, and that is what I call the whole- 
sale retailer, the fellow who tells Jones 
that he can sell his goods for much less 
than Brown will sell him, and order from 
the factory at 10 or 20 per cent. It hap- 
pens every day. He is the fellow who 
puts the robber stamp on the honest and 
ethical jeweler who always helps to up- 
hold our merchandising to an honorable 
standard, not realizing that even the 
customer, if he knows anything about 
business, loses his self-respect and gains 
nothing financially.” 


JOINT MEETING TUESDAY AFTERNOON 

Col. Joseph Hyde Pratt, formerly 
State geologist, addressed the joint meet- 
ing Tuesday afternoon on “Native North 
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Carolina Gems.” North Carolina, he 
said, has produced practically every type 
of gem known, including handsome 
rubies, emeralds, diamonds and the like. 
His talk was both interesting and in- 
structive. He stressed the importance of 
jewelry designing, and asked the jewel- 
ers to design and manufacture their own. 
jewelry so far as possible. Many beau- 
tiful gems are given an unfavorable set- 
ting, he said. 

After this the two associations met 
separately and disposed of their routine 
business affairs. 


A Brilliant Banquet 


Attended by 200 or more people, the 
annual banquet was held Tuesday night 
of the convention, bringing to a success- 
ful close the opening day. William G. 
Frasier, Durham, was toastmaster. ‘The 
principal address was delivered by Gil- 
bert Stephenson, of Raleigh, N. C., who 
spoke on “Finances.” He deviated from 
the theme of finances, however, and 
stated that he would speak merely as “a 
customer speaking his mind to his jewel- 
er.” He paid his respects to the bill 
before Congress known as the national 
stamping act, a law which would make 
it compulsory for jewelry manufacturers 
to stamp each piece of jewelry according 
to content; this for the protection of the 
retailer and the customer. He endorsed 
the law. 

When one buys a piece of jewelry, or 
a gem, he must take his jeweler’s word 
for it. At the present time all jewelry is 
not stamped according to content, Mr. 
Stephenson said, and it is due to’ the fine 
ethical practices of the old line jeweler 
that the customer today gets value re- 
ceived. 

Preceding Mr. Stephenson’s address, 
B. J. Doyle made a brief impromptu talk 
on trends of the modern jewelry indus- 
try. He spoke of the fine, artistic work 
done thousands of years ago by the an- 
cient jewelers, tracing the industry 
through the ages, the renaissance, and 
on up until the present day, and then 
drew the contrast. Each piece of work 
done by the ancients was an inspired 
work, he said. Today, the same is not 
true. One does not know today whether 
toilet fixtures have risen to the level of 
the jeweler’s artcraft, or whether jewelry 
has sunk to the level of toilet fixtures, 
he stated. 

The program presented was an enter- 
taining one, including a toe dance by 
Mrs. Mallory Hackney, song numbers 
by Mr. and Mrs. J. Foster Barnes and 
a few songs and dance skits by the 
Hatcher troupe of Duke University. 


Wednesday’s Sessions 


A series of highly instructive ad- 
dresses by nationally known manufac- 
turers and economists brought to a close, 
Wednesday, March 21, the convention. 
The speakers were E. C. Mayo and B. J. 
Doyle. Both spoke with some degree of 
frankness on the modern trends of the 
jewelry business from the standpoint of 
the manufacturer as well as the whole- 
saler and retailer. Both agreed that the 
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present trend indicates a radical depar- 
ture from the immediate past. 


Earlier in the day, William G. Frasier 
spoke on “National Issues.” His address 
was delivered in the capacity of vice- 
president of the southeastern region and 
in it he delivered greetings from the na- 
tional association to the North and South 
Carolina associations. He also rendered 
his report in which he quoted resolutions 
adopted at the last national convention 
regarding the membership of manufac- 
turers, importers and wholesalers of 
jewelry in the National Retail Jewelers 
Association. 

In his report he explained the resolu- 
tions and informed the members of ‘the 
two associations assembled here that 
they were “not hastily arrived at” but 
that “it was deliberated upon both in the 
executive session and with a great num- 
ber of our best informed members before 
it was offered to the national convention 
for adoption.” He worked in earnest to 
obtain the endorsement of the two asso- 
ciations of the plan and the fact that 
each association saw fit to turn it down 
was in no wise a reflection upon Presi- 
dent Frasier’s efforts. 


“Many schemes are being laid to take 
away from you that business which you 
have rightfully and legitimately fallen 
heir to,’ Mr. Frasier pointed out, 
“through such mediums as group buying 
and direct-to-consumer schemes, dis- 
count clubs, all of which are most preva- 
lent and outstanding in every line of 
endeavor, particularly so in our industry. 
Retailing at wholesale prices, price cut- 
ting, discount selling from catalogue, 
have driven many retailers out of busi- 
ness in every line.” A new line of chain 
stores is now springing up, he stated, 
referring to formation of chain depart- 
ment stores, which constitute a serious 
menace to the retail jeweler. Any medi- 
um priced merchandise and many com- 
modities which the retail jeweler once 
sold are now being distributed through 
these stores at the expense of the retail 
jeweler. “As these great consolidations 
grow and are perfected, they will be 
able to purchase jewelry stocks for each 
member’s stores of the chain at quantity 
production prices, which are much less 
than the established retail jewelers have 
extended to them. Such orders can 
easily mount into millions of dollars, and 
the goods, when sold, at preferable prices 
to the consumer represents millions of 
dollars’ loss to the established retail 
jewelry store.” This condition the 
speaker commended to the jewelers for 
serious study with the view to meeting 
it. 

Mr. Mayo, who is president of one of 
the best known silver manufacturing 
companies in the country (the Gorham 
Co.), cautionéd the men to revise their 
policies in relation to the new form of 
competition now being witnessed in the 
jewelry business. He asked for a more 
poignant consideration of the problems 
arising between manufacturer and re- 
tailer, advised the jewelers to maintain a 
high standard of quality and to make 
haste in adjusting their retail jewelry 
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establishments to meet the necessities 
of a changing order. 

The better known manufacturers, he 
said, are spending thousands of dollars 
each year in research work with a view 
of adjusting the retail business of jewel- 
ry so that the legitimate, old line retail 
jewelry establishments may be given 
ample opportunity for meeting new com- 
petitive trends in the industry. Mr. 
Mayo said, in part: 


ADDRESS OF E. C. MAYO, PRESIDENT 
OF THE GORHAM CO. 


On an occasion of this type it would be 
possible to talk to you and give you some, 
what might be termed, some oratorical balls 
to dash. I am the type of man who wants 





E. C. MAYO, PRESIDENT OF THE 
GORHAM CoO. 


to know what the facts are or what the truth 
is, no matter how it hurts. You know the 
jewelry business, yet I think I can give you 
some facts. 

The jewelry business is not such a bad 
business after all. In the year 1927 two- 
tenths of 1 per cent of the corporations of 
the United States made 54 per cent of the 
profits. I am not talking about the jewelry 
business. I am talking about the corpora- 
tions in the United States. In the year 1926 
426,000 entered tax returns from the cor- 
porations of the United States. 

think it is clearly indicated that the 
average man in this country is not a big 
money earner, and when you are thinking 
some time and looking over your balance 
sheet, and you are living in a small time. 
I think you must recalcitrate your mental 
yard stick. 

All right, you will say that is fine, but what 
is the matter with the jewelry business? 
Well, that brings me to a very embarrassing 
situation. There are perhaps a great many 
things the matter with the jewelry business, 
but I can tell you a few of them. 

Being a Southerner I am not going to soft- 
soap anybody, but I am going to talk right 
out in meeting and tell you the facts. The 
fact that credit is too cheap. Credit is too 
cheap. I venture to say that with $25,000 
I can go into the jewelry business today 
and have a stock in my store within a week 
that will inventory close to $450,000. 

I am director and stockholder in a great 
many corporations, and in my business ex- 
perience of 21 years, I know of no other 
business where a man with $25,000 can have 
an inventory of $450,000 in ten days. 

It may be that you and the other jewelers 
of the country are somewhat responsible for 
that situation. In other words, man is a2 
creature of habit and if you have in the past 
aecepted merchandise on consignment and 
have requested such, by that very fact you 
have gotten the manufacturer in the habit 
of extending long time credit. You have 


opened your door to get a competitor to 
start in business right next door to you on 
the same basis, 
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I have seen in the past year many failures 
and the men who failed didn’t have a nickel 
The lack of modern selling methods jg a; 
important consideration. Modern _ geljin 
methods of course are very difficult to defins 
in general. Of course the selling methods 
in any store will have perhaps to be based 
on the condition which prevails in that Par 
ticular community. I don’t think anyone 
could set down and specify what could be 
done in the way of new selling arguments 
but it is certainly fair to assume that there 
is no other line of merchandise in the world 
which is sold today on the same basis ang 
by the same methods that they were gojq 
25 or 30 years ago. The automobile People 
would go out of business if they used the 
same _ selling and manufacturing methods 
used 25 years ago. 

If you think you have had some troubles 
in this particular situation, you should haye 
been in the grocery business in the last five 
years when the chain stores were coming 
along. You should have been in the yeagt 
business when the wholesale bakeries were 
making all the yeast and the housewife did 
not make bread any more. 

You should have been in the varnish busi- 
ness when the Duco was established. Yoy 
should be in the silk business when Rayon 
came along and you had to stay up nights 
thinking whether your investment was going 
to be worth_5 cents on the dollar day after 
tomorrow. You should have been in the flour 
business when the good old brands of flour 
were wiped out when the new time bakeries 
decided what flour they would use on an 
analysis basis. They did not care whether 
it was Gold Medal, or Ceresota, or what 
brand. If it did not come up to their sgatis. 
faction in the analysis it was not used. Your 
merchandising methods are tremendously im- 
portant. And you want to know how you 
can improve your business. 

I don’t know about the manufacturer of 
watches, or jewelry, but I do know the 
manufacturers of silverware have sales pro- 
motion department which are at your ser- 
vice to give you aid. In a great many cases 
we have to get down on our hands and knees 
to beg you to use these particular methods 
and needs. There are certain staffs of men 
employed to make up these merchandising 
methods for your benefit, and these men are 
receiving big salaries at this work and the 
literature costs thousands of dollars. These 
men work out primarily how you can move 
merchandise. These things have been given 
a great deal of thought and attention and 
T venture to say that 35 per cent of the 
literature sent out is used to kindle fires. 
I have been down in the cellars of jewelry 
stores and found them absolutely full of 
literature that costs money. 

Now, if you ask me how can we sell more 
silverware, I will say to honestly give more 
time, attention and thought and put across 
any campaign that any silverware houses 
may send you, as they represent time and 
money spent on this matter. 

I also have found, much to my regret, in 
my visits over the country during the lasi 
18 months, that it is the tendency on the 
part of the jeweler to grade down his mer- 
chandise. Now let me tell you, gentlemen, 
there is one thing that every jeweler has 
if he is a successful jeweler, and that is his 
name. The name on the box of Mr. John 
Doe is the thing that sells his merchandise. 
Sometimes, you know, a customer comes into 
your store and requests that you give them 
an empty box so that they can put some 
merchandise in that they have bought some 
place else. That shows that your name must 
carry weight. 

You cannot afford to jeopardize your good 
name by carrying goods in your stocks of 
a cheap nature. Theoretically, there is 4 
great deal to the fact you must get cheaper 
goods in your stock but there is a dead line 
4 you want to keep the good name of your 

rm. 

I was surprised to see such a quantity of 
what I call “plunder merchandise” on the 
shelves of so many jewelers. The old saving 
is to “leave a sleeping dog lie,” but, believe 
me, if you are wise, you are not going to 
try to start competition with a departmen: 
store, because they will push you right off 
the map. If merchandise doesn’t move with 
them in 90 days, down comes the price, and 
if it does not move again in six months, down 
comes the price again, so if you want to 
play leap frog with them you are playing 
a losing game. ‘You cannot compete with 
a drug store, a department store, a hardware 
store, and you never want to compete with 
them. as your good name is worth everything 
you have. 

Instead of buying from every Tom, Dick 
and Harry with something to sell, confine 
your purchases to a half dozen strong. firm 
concerns who you know would furnish you 
with what you ordered and perhaps in a 
of stress would help you financially if ba 
days would come. 
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it certainly was a bad day in the 

Rn incon. We were loaded up with 
inventories that we paid tremendous prices 
for. As I had been handling the buying, 
ond I had confined my purchases to a certain 
ow good, reliable firms, when the crisis 
came they stood by us. 

If you are not doing a sufficient amount 
of business with any man to make your 
business of interest to him, then you are 
scattering your purchases too widely. You 
cannot afford to buy from every one because 
a certain one is selling his goods 25 per cent 
less than the big manufacturers. He is riding 
along on the gas of the manufacturer, he 
has no overhead, no sales office. Then in 
the long run you expect the big, important 
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manufacturer to be interested in you. That 
is a very important situation, gentlemen, 
and at the present time it is giving me a 
great deal of thought. 

At a time like this I think it is somewhat 
indelicate to bring in any situation regard- 
ing the concern which I represent, but I have 
this so on my mind that I want to say that 
unless the jewelers of the country are going 
to give our company support, the kind of 
support we think we ought to have, and | 
think other jewelers feel the same way, but 
instead of giving us support, are going to 
buy from every fly-by-night or _ upstairs 
dealer, then we are going to distribute our 
merchandise through other channels. If you 
are going to do that, then just tell me so 
and tell the other manufacturers of silver- 
ware so and we will try to work out the 
situation along the lines we can. 

In other words, that leads to the question 
of price. Price, price, price. I was talking 
in New York about six weeks <go to Mr. 
Louis Liggett, of Rexall stores. He put on 
the market what he calls the “Pure Test 
Drugs.” Mr. Liggett had an analysis made 
of certain types of drugs and found they were 
only about 40 per cent efficient. He decided 
to put merchandise on the market which 
were in accordance with the U. S. P. regula 
tions. After making a survey of the situa- 
tion he discovered that the package selling 
for 25 cents would have to be sold for 40 
cents, and when he put it up to his 2500 
salesmen when they came into convention 
they threw up their hands in horror. Mr. 
Liggett then said, “If there is any salesman 
in this audience among this 2500 who cannot 
sell quality merchandise at quality prices, 
let him walk out now and get a pink slip 
at the office, which will entitle him to be 
paid off at the cashier’s desk,” and not one 
man walked out. 

If you can only sell merchandise on a 
Thee then you are certainly in a bad way. 
age is so much in your line that you can 
ell before you get down to price, that when 
co get to price, it isn’t  Nawe to play a very 
mportant part in the situation. 
ant I said to you in the beginning, I think 
j at one of the particular troubles with the 
ie business is that the credit in the 
aren business is too cheap, that it is too 
poo get into and too easy to stay in. 
fiy ope, in your deliberations of the next 
moet which is going to be perhaps the 

st important in the industry, that you will 
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make it so that it is hard to get into and 


stay in. When that situation comes about, 
you will find you will be much happier, and 
that you will be compensated for the work 
which you put into it. 


B. J. Doyle spoke with an even greater 
measure of frankness. He, too, recog- 
nized the unmistakable trends of chang- 
ing order. If the old line retail jewelry 
establishments, some of which have been 
in business for a century or more and 
backed by years of prestige and honor, 
are to meet the new forms of competi- 
tion, then they must adjust themselves 
speedily to the new conditions, he said. 

The retail establishments today must 
build up and maintain an even higher 
quality of stock, he said, and leave the 
comparatively cheap jewelry field to the 
other forms of retail business. This is 
more or less a decree, he declared. The 
process is one of going back to the origi- 
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nal conception of the jeweler who in the 
past ages placed fine art and workman- 
ship on the highest possible plane. 

Mr. Doyle spoke of “jewelry conscious- 
ness,” which he explained at some length 
as a process of jewelry education, energy 
and reliability. 

With Mr. Doyle’s last address, the con- 
vention adjourned to be convened again 
in Charleston, S. C., next April. 








Aliege? Check Swindler Held for 
Grand Jury on Four Charges 


CINCINNATI, OHIO, March 26.—On 
charges preferred by Clifford P. Simper, 
jeweler at 707 Vine St., a man, 33 years 
old, was bound over to the Grand Jury 
by Judge Samuel W. Bell in Municipa! 
Court, Friday. Four charges of pass- 
ing false checks were placed against 
him and he was bound over to the jury 
under $500 bond on each charge. 

He was arrested by the police of Nor- 
wood, near Cincinnati, when he tried to 
sell two unmounted diamonds, and after 
the Cincinnati police took charge of him, 
Simper told the officials that the prisoner 
gave him a check for $88 for a diamond 


. 
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Shrine pin. The police also learned that 
he passed a worthless check on William 
Benedict, optician at 30 West Seventh 
St., for $16 and in addition gave a check 
for $7.50 to George H. Neustedt, Fourth 
and Race Sts. When taken into custody 
at Norwood the Shrine pin was found 
on the man,, and the police say that Sim- 
per identified it as the one which had 
been bought at his establishment. 








‘“*Black Diamonds” of Bahia 


Increased Exports of Carbonados Reported 
by American Consul Who Also Notes 
Rising Prices 


WASHINGTON, D. C., March 24.—In- 
creased exports of black diamonds (car- 
bonados) to Europe and the inaugura- 
tion of modern mining methods by an 
American company were the outstand- 
ing features of the Bahia, Brazil, car- 
bonado industry during 1927. Exports 
to the United States decreased 6% per 
cent in volume but rose slightly in value 
as compared to 1926, the 1927 shipments 
totaling 15,266 carats, valued at $1,013,- 
740, against exports in the preceding 
year of 16,328 carats, valued at $1,004,- 
246. Howard Donovan, American con- 
sul at Bahia, reports that competition 
continued keen among resident Ameri- 
can buyers and the advent of several 
European buyers tended to increase this 
condition, although generally ‘European 
firms are not able to pay as high prices 
as the American buyers. 

Actual mining operations have not 
yet started on the territory to be ex- 
ploited by the Cia. Brasileira de Ex- 
ploracao Diamantina, about 270 miles 
from Bahia. This company was formed 
in July, 1927, and the installation of hy- 
draulic mining machinery on_ the 
ground was begun in October. Two 
similar attempts made some years ago 
failed, but the present venture is better 
financed. The commencement of opera- 
tions will be watched with considerable 
interest for the possible effect on car- 
bonado prices, which have been increas- 
ing steadily for the past six years. 

In 1926 the average price per carat 
was $61.50 f.o.b. Bahia, and in 1927 
this rose to $66.41 per carat. These 
prices are the result of a gradual in- 
crease from $45.04 per carat in 1920. 
Exports to the United States have fluc- 
tuated greatly in recent years from a 
low point of 3620 carats in 1921 to 
20,197 carats in 1925. 

The state of Bahia has abundant sup- 
plies of rock crystal which can be mined 
very cheaply, transportation to sea- 
board by pack animals and railway con- 
stituting the chief item of expense. In 
1926 exports amounted to 14,016 pounds, 
valued at $6,704, while last year ex- 
ports increased to 28,958 pounds, valued 
at $10,072, a gain of 100 per cent in vol- 
ume and 50 per cent in value. The dis- 
parity in value was due to the shipment 
last year of small crystals of greater 
aggregate bulk but smaller value than 
the large crystals shipped in 1926, 
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Installment Jewelers Gather in Chicago 


Second Annual Convention of the National Association of Credit Jewelers Held at Drake Hote! 
Proves a Great Success—Important Addresses Listened to by Retailers from All 
Parts of the Country—New Officers Elected and West Baden, Ind., Chosen 
for Next Meeting—Great Banquet for Members and Lavish 


CHICAGO, March 22.—The second an- 
nual convention of the National Associ- 
ation of Credit Jewelers closed here last 
night with a formal banquet at the 
Palmer House attended by over 500 men 
and a theater party for the ladies attend- 
ing the convention. The officers elected at 
the closing business session during the 
afternoon were duly installed last night 
and the approval of members was 
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demonstrated by the enthusiastic ovation 
given the new officers. The selection of 
West Baden, Ind., for the 1929 conven- 
tion also met with universal approval. 

The officers selected to guide the 
destinies of this young big organization 
during the current year are: President, 
A. N. Slavick, Slavick Jewelry Co., Los 
Angeles; first vice-president, J. H. De- 
Roy, Jos. DeRoy & Sons, Pittsburgh; 
second vice-president, Clarence Olsen, 
Olsen & Ebann, Chicago; third vice- 
president, Maurice Enggass, M. A. Eng- 
gass Jewelry Co., Detroit; treasurer, 
Sam Gerson, Gerson Jewelry Co., De- 
troit; secretary, S. A. Popkin, Sallans, 
Inc., Detroit; Board of Directors, offi- 
cers and Milton Katz, S. & N. Katz, 
Baltimore; C. B. Shaw, Shaw Jewelry 
Co., Dallas; Louis Rosenthal, Detroit; 
George Chatterton, George W. Chatter- 
ton, Inc., Milwaukee; George W. Gold- 
man, Goldman Jewelry Co., Kansas 
City; Sam Weisfield, Weisfield & Gold- 
berg, Seattle; E. S. Kaufman, Washing- 
ton, D. C.; Gustave Bastheim, Henry 
Wilkins & OCo., Pittsburgh; Sam 


Entertainment for Visiting Ladies 


Schwartz, Charles Schwartz & Son, 
Washington, D. C. 

The local arrangements for the con- 
vention were in charge of committees 
headed by Charles Baumrucker, general 
chairman; Clarence Olsen, chairman, 
reception committee; Hugo Oppenheim, 
chairman, entertainment committee, and 
William Renich, in charge of registra- 
tion. These men and P. H. Goldberg of 
the publicity committee, were assisted 
by local members and so well was their 
work done words of praise for them and 
Chicago were frequently heard during 
the three days of the convention. 


The National Association of Credit 
Jewelers which held its first convention 
in Detroit a year ago held one of the 
largest and most successful conventions 
here, beginning Monday, that has been 
held in the jewelry trade. The three 
days convention was held at the Drake 
Hotel and was attended by prominent 
jewelers from nearly every State in the 
union. They were an earnest bunch of 
business men and the attendance of all 
business sessions demonstrated their in- 
terest in the welfare of their business. 
The large auditorium room was crowded 
at every session. In order to lose no 
time luncheon was served each day to 
the members in a body and business 
proceeded without interruption. 


Monday’s Session 


The forenoon of Monday was devoted 
to registration and inspection of ex- 
hibits. At 12 o’clock more than 400 
assembled for luncheon. Immediately 
following a get acquainted roll call was 


conducted. Following this the invoca- 
tion was pronounced by Rev. Rufus 
White. 


On account of official duties Mayor 
Thompson was unable to be present to 
welcome visitors in behalf of Chicago 
but this was very ably done by his 
representative. The speaker gave the 
usual welcome and stressed the import- 
ance of cooperation in every activity. He 
said flood control in this country would 
be accomplished by cooperation of every 
section of the country. 

President Friedberg’s address 
then given and he said in part: 


was 


PRESIDENT FRIEDBERG’S ADDRESS 
Members of the National Association of 
Credit Jewelers, I greet you and welcome 
you to our Second Annual Convention. We, 
and by we I mean the officers, executive 
secretary, and convention committee, have 
worked hard and long to make this conven- 
tion one of considerable interest and benefit 
to you. We have patterned our program along 
the lines of requests received by members, 


and if as you look over this program, yoy 
find that subjects in which you are interested 
are not included, if you will make your de- 
sires known by written memo, to the execu- 
tive secretary, attempt will be made to ob- 
— qualified speakers to handle your gypb. 
ject. 

In other words, this is your convention 
and the thought you supply and the Spirit 
you put into it will be the results you Will 
obtain. This is your association and the 
whole-hearted cooperation of every member 
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is necessary to make it come up to your 
expectations. 

To the City of Chicago we extend our 
thanks for their hearty welcome. We are 
glad to be here and hope that our pres- 
ence may be as profitable and pleasant to 
them as I feel it will be to you delegates. 
To the Chicago Association Branch of The 
National Association of Credit Jewelers, who 
are our hosts, we wish to express our gratl- 
tude for the work they have done in making 
this convention possible. Special mention 
should go to Mr. Charles Baumrucker, the 
general chairman; Mr. Clarence Olsen, chair- 
man of the welcoming committee, and Mr. 
Hugo Oppenheim of the entertainment com- 
mittee, who are well qualified to fill the 
positions they occupy and to furnish you 
delegates with the needed information to 
make your Chicago visit a pleasant one. 

I believe that it is now the appropriate 
time for your president to review the progress 
of your association during his term of of- 
fice, and to suggest ways and means of 
future progress in your work. Before going 
into that definitely, the thought occurs to me 
of my debt and the debt of the association 
to the many individuals, firms and associa- 
tions who have rendered special service to 
The National Association of Credit Jewelers 
during the year. The time available this 
morning is too limited to permit individua, 
mention of all who have been of materia, 
assistance to our success, but of some ° 
these I must bear public witness. ind 

Among the first that come to my mint 
is the cooperation and work of our Vice, 
President, A. N. Slavick, and our regen 
Vice-President, Phil Katz, whose able = 
sistance and counsel have helped me wo 
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. ring the past year. Next is the 
derfully po Secretary, Sam De Roy, whose 
sal and devoted service to the adminis- 
tration and association at large is note- 
‘orthy. Next comes our Treasurer, Maurice 
En gass, for his untiring efforts for keeping 
the financial condition of our association in 
rder. To the Board of Directors, who are 
po f Mr. Gustave Bastheim of Pitts- 
composed of Mr Coa Mr 
purgh, Mr. S. Schwartz of Was ington, r. 
Sam Gerson of Detroit, Mr. Morris Cohn ot 
Denver, Mr. Rosen of New Orleans, I ask 
this association to recognize their efforts and 
cooperation in bringing about better under- 
standing of our association to the industry 
at large. : 
ek here make special mention of Direc- 
tor Gerson, who has worked with me con- 
stantly, which has been made possible by the 
fact that we were located in the same town, 
and who, I feel, is qualified for bigger execu- 
tive work of the association in the coming 
year. ‘To all these gentlemen I bear public 
witness and extend the thanks of the asso- 
ciation for their work. It has been a great 
pleasure for me to work with them and for 
you, and I hope that I have fulfilled your 
expectations of me as your President, at 
least I have tried to do so. ; 

Special mention should also be given to 
our legislative committee, headed by Mr. 
Slavick and Mr. Olsen, who have persistently 
and successfully carried out their work in 
this past year. Our ethics and good busi- 
ness practice committee, headed by Mr. Fred 
Goldman of Kansas City, and composed of 
Mr. Freund of St. Louis, and Mr. Joe Ehrlich 
of Detroit, who have done much to maintain 
the ethics of this organization, and to pro- 
mote the idea of good business practice, to 
them I extend thanks and appreciation. 

To our grievance committee, of which Mr. 
Bastheim of Pittsburgh is chairman, Mr. 
Ratner of Columbus, and Mr. Aronberg of 
St. Louis, and Mr. Shaw of Dallas are mem- 
bers, I am pleased to say have not had the 
opportunity to function. I publicly thank 
them for standing in readiness to arbitrate. 
At this time and in connection with this 
committee work, I take the occasion to thank 
the members for their cooperation which is 
the factor responsible that the grievance 
committee did not get a chance to function. 

To all members of this association and 
to all individuals, firms and corporations, 
with whom we have come in contact in the 
past year, recognition and appreciation is 
deserving. All in all, there has been no 
shirking of duty. Much cooperation, and 
a considerable amount of constructive work 
has been accomplished in complete har- 
mony. 

Phere is another group of individuals or 
corporations who, in my opinion and I feel 
certain in your opinion, are deserving of 
special mention, and that is the group of 
men here today with us who represent the 
manufacturing and distributing element in 
the credit jewelry industry. To these men 
with their far-seeing vision, their kind co- 
operation, and assistance to us as individuals, 
and their wholehearted cooperation and as- 
sistance to us as an association, is deserving 
of special appreciation, and I take the mo- 
ment to thank the manufacturers exhibiting 
here for their hearty cooperation. 

This association is just, you might say, 
on the threshold of its existence, The 
first year of any enterprise is not marked 
with any sign of progress practically, yet 
in reviewing the work accomplished the first 
year by our association, we have been not 
only in a formative period but we have 
also been in a constructive period, which is 
exceptional. There is an old saying and a 
true one that “You only receive in propor- 
tion to what you give.” This holds true in 
association work—if you give your interest, 
your experience, your wholehearted coopera- 
tion, and your physical prowess to your as- 
sociation, you will receive from it the benefits 
that you expect. If on the other hand you 
sit on the side lines, object to the procedure, 
and condemn the attempts because of per- 
sonal malice or timidity, you will not re- 
ceive the benefits which that association 
promises you when you join. 

In the fabric of the jewelry industry at 
the time credit merchandising stepped into 
the Sales field a space was opened. The 
credit merchandising policy was in its in- 
fancy, and many evils crept into it. This 
was not the cause of deliberate consideration 
of store owners who had entered into this 
new merchandising field, but it was occa- 
Sioned, as is occasioned in rapid growth of 
any industry, by the factor that principles 
or procedures, whichever vou will have it, 
had not been established. The factor of un- 
ethical practice in merchandising was a ten- 
dency that increased the breadth of the 
space that the credit policy had left at its 
Meeption in the fabric of the jewelry in- 
dustry. The organization of The National 
Association of Credit Jewelers was and is 
the thread that is weaving itself in the fabric 
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to close up the gap. Our association with 
your support can do much to alleviate ex- 
tenuating conditions that are or will occur, 
and it needs the earnest and concerted effort 
of everyone of you to bring it about to 
where each faction will be satisfied with 
the condition. 

Along this line of thought of advancement 
of our association, the question comes to my 
mind of how we are best to go about in- 
creasing the value and respect of our asso- 
ciation. To my mind there is only one 
solution, and that solution is promotion work. 
I believe that in the next year our executive 
secretary should be so equipped that he may, 
in our behalf, make use of all the advantages 


possible to promote the work of this asso- 


ciation, and to promote its good will. 

This will, I feel certain, occasion addi- 
tional expense to the association, inasmuch 
as traveling from section to section of the 
country will be necessary, and right here 
let me say that before we close the last 
business meeting of our association, some 
new plan of income must be adopted to 
cover this promotion idea. It has been sug- 
gested by some of the members that the 
dues of this association be based upon the 
sales for the year. I think that this thought 
can be worked out to the satisfaction of 
everyone, and before leaving office as your 
President, I expect this delegation to arrive 
at some set sliding rate. 

As to the future of this association, I 
recommend that the carrying on of the 
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educational work, of the legislative work, 
and of the promotional work be furthered; 
| recommend that a sliding scale for mem- 
bership fee be instituted; 1 recommend that 
steps be taken by the executive secretary 
office to promote associations in each state 
of the Union; I recommend that survey and 
research tours be instituted for the advance- 
ment and correction of our industry; I 
recommend that the association promote 
ways and means to develop the merchant in 
definite credit policies economically correct, 
definite advertising policies, and definite 
ethical operations, for it is by these mediums 
that we shall find our road of endeavor more 
easy to travel. 

Now one more plea or recommendation 
and my policy is in your hands. The ten- 
dency of an association to convene, discuss. 
and go away for eleven months more is one 
which is common. That this association 
may have a definite policy for operation: 
and that this association may continue to 
progress year after year. I suggest that 
before we close our convention, a few hours 
be spent with the complete attendance for 
the purpose of inducing suggestions from 
the delegation as to how this association can 
serve them better in the next year. By this 
T do not mean suggestions which will occa- 
sion controversy. We merely want your idea 
of how we can serve you better and if you 
will give it and be prepared to completely 
answer any question from the chair upon 
your suggestion, we will be more than grate- 
ful to the best of our ability to work upon 
in the next year. 

IT sincerely trust that in this address to 
vou, vou may find some worthy suggestions 
for the association’s godd, which actually 
means a profit of the retail jewelry merchant, 
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and if you do, I feel that I am amply re- 
paid for the careful thought I have given 
in preparing this oration. I thank you for 
the honor of electing me as your first Presi- 
dent; I thank you for the opportunity to 
study, as well as to execute; and for the 
richer opportunity that I have had to make 
you all my personal friends. I can think of 
no greater privilege than that which has 
been accorded to me. I thank you. 


The president then announced commit- 
tees on nominations, reSolutions, ethics, 
by-laws and 1929 convention. 


Address of Milton H. Stoddard 


Milton H. Stoddard of New York, was 
the first speaker of the afternoon and he 
discussed newspaper advertising. To 
illustrate his talk the speaker had en- 
largements of advertisements that have 
been used by credit jewelers and ex- 
plained they were not selected because 
they were not good, as results may have 
been secured from them, but pointed out 
how a more skillful arrangement of the 
same merchandise would create a more 
pleasing appearance and be more con- 
vincing to the types of customer not now 
reached. He prefaced this part of his 
talk saying in part: 

The most dignified thing in the world is 
gold. When ancient peoples wished to pay 
their highest reverence, they built idols of 
their gods in gold, and bedecked them in 
jewels, which being also rare and precious, 
were similarly of great and impressive dig- 
nity. Throughout history gold and precious 
stones have always been prized by kings 
and coveted by commoners—not only for 
their intrinsic value, but also for their sym- 
bolism of courtliness and elegance and 
power. 

This is why that back of the jeweler of 
today is a proud tradition of artist—gold- 
smiths, patient lapidaries, and connoisseur- 
collectors of the rare and costly. Indeed, 
today the profession of jeweler has the dig- 
nity of old as well as respected reliability 
of a legitimate business. 

No woman is prouder than she whose dia- 
mond ring is the joy of her heart, while a 
man has added confidence when he possesses 
a truly fine and beautiful watch. Jewelry 
brings happiness—there is no question about 
it—and the growth and standardization of 
the jewelry business has brought to thou- 
sands the enjoyment of precious things that 
in former days was the privilege of only 
the rich. The possession of jewelry has been 
democratized in this nation; thanks to mod- 
ern merchandising, it has been brought 
within the reach of all classes of the people. 
The credit jewelers of America especially 
have made possible this wider use of jew- 
elry. By whatever term we choose to call 
it—installment plan, credit buying, paying 
out of income, the fact remains that selling 
on credit has not only enriched the lives of 
men and women but is at the same time 
economically sound in principle. By install- 
ments, families are buying homes, bonds, 
furniture, automobiles, radio and—if brother 
Johnny was right in thinking that the un- 
paid doctor had a mortgage on the bouncing 
little newcomer until the bill was paid—then 
credit buying applies as well to babies! 

You gentlemen know only too well of the 
remarkable development of the credit jew- 
elry business. The jewelry that is bought 
out of income is surprisingly large in volume 
and in the percentage of total jewelry busi- 
ness. It’s part of the whirling activity of 
American life. Yet, peculiarly so, there are 
still thousand thousands of people who buy 
almost anything they need by installments, 
yet who hesitate to take advantage of your 
offer of reputable standard-priced jewelry on 
credit. Why? Do they lack confidence? Are 
they sensitive about purchases of such a 
nature? Does the average credit jewelry 
advertising fail to create the proper atmos- 
phere of integrity and value? There must 
be a reason. 

You want new markets, new groups of 
people who never before have bought jew- 
elry on credit. Of course, today we know 
that the most direct way to reach these new 
customers—and still hold the old ones—is 
by advertising. But what kind of adver- 
tising? 

IT know that most of the credit jewelry 
advertising being done today must be pro- 
ductive or it would not continue. It is far 
from my purpose to criticize what other men 
have worked hard to create. If, however. 
T can suggest a few points that will be 
helpful, I shall be glad. 
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First of all, as we approach this advertis- 
ing problem, let us ask ourselves the ques- 
tion: What is it that the consumer buys 
from you? He is acquiring something 
precious—at least relatively so—whether it 
is a ring costing thousands or a watch of 
rather modest value. He is buying beauty— 
and whatever he buys he is expressing his 
confidence in you. 

First, last and all the time the ad must 
sell merchandise. But, remember, the sale 
is made in your prospect’s mind while he 
observes and reads the advertisement. 
Therefore, the ad must speak dignity, re- 
liability and honest value—not only in the 
words which are sometimes not entirely be- 
lieved, but in the more intangible physical 
appearance of the ad—in its tone, its atmos- 
phere. Strength need not be sacrificed if 
the ad is made more beautiful, more easily 
readable, more commanding in attention 
power. 

It is a known fact that certain geometric 
forms, certain combinations of masses, cer- 
tain type arrangements, certain uses of illus- 
tration and certain turns of phrases win 
and hold attention—and convince readers. 

It is hard to make a brief primer of these 
principles. Otherwise, the art of advertis- 
ing would be too easy. But certain general 
rules may suggest themselves as I show you 
my series of “before-and-after” layouts. 


After a discussion by members a very 
interesting and instructive talk was 
given by Harry Meisner, counsellor at 
law, Detroit, who discussed the various 
phases of incorporated and unincorpo- 
rated enterprises with special reference 
to the credit business. 

His address, while highly technical 
from a legal standpoint was couched in 
terms that all could understand. He ex- 
plained in detail the practical necessity 
of incorporating a credit business and 
how, why and where it should be done, 
giving points as to essential features of 
charters, by-laws, etc. 

After a few talks by members the 
convention adjourned to meet again at 
noon, Tuesday. 


Tuesday’s Session 


At 1.30 Tuesday when lunch was 
finished the treasurer submitted his re- 
port. This was followed by a report of 
the executive secretary. 

John Lee Mahin, vice-president of 
Barron G. Colliers Co., New York, then 
addressed the meeting and talked about 
“Diverting Dollars.” 

The next speaker was S. A. Popkin, 
vice-president of Sallans, Inc., Detroit. 
He discussed questions of interest to 
every credit dealer. In part he said: 


ADDRESS OF S. A. POPKIN 


Only a few of you present are members 
of a local credit jewelers association, so I 
want to tell you about some of the things 
we have done in Detroit within the last 10 
years, much of which have already been 
improved upon by those jewelers associations 
that have been formed in other cities. 

We organized in 1916 what might be 
termed a clearing house for information of 
bad accounts. Mind you, the only object 
in the minds of the organizers at that time 
was to furnish each other with information 
regarding a debtor who has failed to pay 
his account, nothing else. We were not 
going to tell each other about our business, 
how we handle our credits, what mark-up 
we placed on our merchandise, or any other 
factor of our business which we at that 
time considered as a sacred secret, and yet 
with such a very simple program in mind, 
there was still a question in the minds of 
some as to the advisability of joining an 
organization of that sort, and it was actuully 
the credit men themselves, the employees, 
mind you, who recognied the benefits that 
were to be derived, and for a number of 
years after the organization was formed, the 
owners of the various stores themselves 
actually came in contact with the association 
in but a very limited way. 

However, we all know how competition has 
developed, how keen it has become and how 
much more difficult it has become to operate 
a Credit Jewelry Store and make a profit at 
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the end of the year, not merely a book profit, 
but a real cash profit that can be withdrawn 
in the form of dividends. The owners of the 
various stores soon found that by an ex- 
change of ideas and a frank discussion of 
grievances at informal luncheon meetings, 
that we are able to curb the greatest of all 
evils in our business. In other words, price 
cutting. Such a thing as cutting the price 
of a nationally advertised item by a mem- 
ber of our association is a thing of the 
past today in Detroit. Mind you, I do not 
say that it wasn’t done even after the asso- 
ciation was formed, and it was a common 
thing to see one member advertise an ar- 
ticle one day at a certain price and find a 
fellow member advertise the self-same ar- 
ticle at a dollar less the next week. But 
I am proud to say that we have curbed this 
situation and we were able to do so only 
because we have all become convinced that 
the greatest good to one is after all the 
greatest good to all, and today we are not 
only cooperating 100 per cent on the mat- 
ter of credits, but the matter of merchandise 
is continuously discussed in a frank and open 
manner, and the matter of mark-up is a 
constant topic of conversation and discus- 
sion. We are considering the welfare of 
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the Credit Jewelry business in Detroit as a 
whole rather than the small immediate ad- 
vantage that might be derived by an in- 
dividual store, which advantage would sub- 
sequently change to a disadvantage for all 
by lowering the standard and prestige of the 
jewelry business. 

We have also undertaken within the last 
60 days, after a nine months’ discussion, the 
organization of a cooperative collection de- 
partment. It is too soon to tell you any- 
thing about the results obtained, but I am 
proud to be able to say to you that every 
member of our association is cooperating to 
such an extent that they have not only sent 
over accounts that have already been 
charged off to profit and loss, but the ma- 
jority of the members have also discontinued 
entirely their collection departments. In 
other words, today, the man who is op- 
erating a credit jewelry store in Detroit 
need not maintain an expensive collection 
department consisting of skip tracers and 
collectors, and a lot of typists and stenog- 
raphers as well as an automobile, but when 
any account becomes delinquent to such an 
extent that it has to be turned over to the 
collection department, it is instead sent to 
the association office where a complete up 
to the minute collection department is being 
run for the benefit of the members of our 
association. 

There the accounts are handled without 
any consideration as to who the creditor 
may be, the original transaction loses its 
identity and becomes merely a claim which 
is collected by the association and we are 
firmly convinced that we are going to con- 
duct this part of our business on a more 
economical basis, at a far lower cost for 
collecting, in a far more scientific manner, 
and with a very tangible satisfactory saving 
in overhead. Naturally the member who is 
going to derive the greatest benefit will be 
the smaller store, the store that cannot 
afford to maintain an elaborate collection 
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department and whose methods of ; 
delinquent accounts are more or ne ee 
hazard, irregular and unscientific, D- 

Now I come to the matter of the “Mo 
and the Elephant.” I want to repeat the 
words of the President of one of the gre ft 
est electrical corporations of this Country 
which gave me the inspiration for this talk 
He said, “The little mouse which tri, 
fear into the heart of even the biggest a 
phant is the ignorance of the small dealer.” 
We can draw a budget and chart our course 
for the coming year with a fair degree of 
certainty. The greatest hazard is what an 
unintelligent competitor may do. He has it 
in his power not only to hurt himself but 
his biggest competitor as well. By unin. 
telligent I mean a competitor who doesn’t 
know for example his cost for doing buygj. 
ness, his exact overhead and who fails to 
realize that in the jewelry business yoy 
must build prestige and confidence in the 
customer as well as the firm name. This 
competitor cannot read the statistical pha- 
rometer in anticipation of seasonal anq 
extraordinary sales periods, does not under- 
stand that an immediate advantage to him- 
self alone must éventually change to a dis. 
advantage to himself and his competitors jf 
his action is detrimental to the business at 
large. 

_Lack of cooperation and the lack of asgo- 
ciation teamwork within your community 
creates the greatest hazard to every man’s 
business, so form a local association, create 
harmony—indulge in friendly not cutthroat 
competition — exchange ideas — cooperate — 
and you’l find at the end of the year that 
the mouse will have a larger piece of cheese 
and the elephant a greater quantity of hay. 
In other words more profit for both. 


Another very interesting talk on 
Tuesday afternoon was that of J. Ed- 
ward Maass, vice-president of Illinois 
Merchant Trust Co., Chicago. He dis- 
cussed instalment selling and gave some 
helpful information. He said: 


ADDRESS OF J. EDWARD MAASS 


For ages men have sought means to avoid 
the errors of human senses. And little by 
little science has learned how to replace 
guess work by exactness. 

So in business, men have turned to the 
science of economics with its back ground 
of statistical data and records of the past. 
For the past few years, particularly in 1925 
and 1926, there has been a vast amount of 
discussion of the soundness or unsoundness 
of installment selling. During this period 
this form of distribution has had a remark- 
able growth, so much so that considerable 
doubt has been expressed as to whether it 
is basically sound, or whether it is causing 
us to become a nation of spenders thereby 
undermining the financial structure of the 
country and threatening the elimination of 
saving. 

About two years ago a group of business 
men sought the aid of Professor Seligman, 
Professor of Political Economy at Columbia 
University, who has answered this question 
in a way to remove all doubt. Professor 
Seligman with a corps of assistants spent 
more than a year studying this subject and 
compiled an extensive treatise on it. This 
treatise is now available in a two volume 
edition under the title of “The Economics 
of Installment Selling.” His conclusion on 
this subject may be summarized as follows: 

“If the credit is restricted to the proper 
commodities, and it is granted to the right 
kind of individuals . . . it will stand forth 
as one of the most signal contributions of 
the 20th century to the progressive creation 
of national wealth and national welfare.” 

* * + 

The spread of installment selling during 
the last few years has been used in business 
almost entirely confined to commodities pos- 
sessing the following characteristics: . 

First, the commodity must possess durabil- 
ity, instead of providing a one time use to 
the purchaser. For example, a sewing ma- 
chine, if properly cared for, will last several 
years; the average life of the automobile is 
from five to seven years, or more; a piano 
may continue to give satisfaction for 4 
generation. Thus, durability is the first char- 
acteristic that is shared in common by most 
articles sold on installment. ; 

The second characteristic is the relatively 
high price of the commodity that is within 
the power of customer to purchase. | This 
characteristic, while not applying to all ar- 
ticles sold on the installment basis, has in 
general been common to most commodities. 

Finally, the last characteristic of goods 
sold on instalment is that they are to a sare. 
extent of recent origin, or at least designe 
to satisfy new wants of the individual. Com- 
modities exemplifying this characteristic are 
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the radio, electric washer, automobile and 


tne us, the three important characteristics 
of articles to which instalment credit has 


n applied are durability, expensiveness 
ty. : 

and nO eying these qualifications to the 
jewelry trade, it is readily seen that the com- 
modity of jewelry qualifies under each of 
the characteristics—first that it is durable, 
second, expensive, and finally due to style 
change, it is, and probably always can be 
classed aS a novelty. er 

have questioned the feasibility of 
applying instalment selling to any commodity 
other than a necessity, or a commodity hav- 
ing a useful purpose. Such discrimination 
would eliminate all so-called luxuries. This 

Jeads us to the very mooted question of what 
constitutes a luxury. This has been a sub- 
ject for discussion among economists for a 
good many generations. In reality, a com- 
modity may be a luxury of one age and 
develop into a necessity of the next. For 
example, there was not the slightest question 
as regards automobiles during the _ early 
stages of production. In that generation it 
was definitely considered a luxury. In this 
same sense, jewelry, a few generations ago, 
was definitely considered a luxury, whereas 
today a certain amount at least is considered 
a necessity by everyone. History records 
even to this day many_races where jewelry 
was the only raiment. I haven’t the slightest 
doubt but what there are some jewelers here 
today who through their anxiety to sell 
would welcome such a tradition. y 

The total in instalment selling in the 
United States in 1926 amounted to four and 
one-half billion dollars out of a total retail 
sales of thirty-eight billion dollars. In other 
words, approximately 12 per cent of total 
retail sales were made on instalment credit 
basis. It has been estimated that the aver- 
age amount of instalment paper outstanding 
at any one time was slightly over two billion 
dollars. In the jewelry trade the exact fig- 
ures are not available, though total sales are 
estimated from the Internal Revenue Depart- 
ment figures would indicate the volume of 
jewelry sold in 1924 to be approximately 
$450,000,000 and in 1925 $400,000,000 of 
which approximately $50,750,000 was sold on 
the instalment basis. With total instalment 
sales in jewelry during 1925 of fifty and 
three-quarter millions, approximately 40 per 
cent, or $20,000,000 was outstanding as in- 
stalment credit. 

When the above figures are compared with 
the wild guesses that are common, they will 
appear unduly conservative, yet they are a 
fair indication of the importance that has 
been assumed by instalment selling in our 
modern economic life. 


After short discussions of the talks 
of the afternoon and a few special an- 
nouncements convention adjourned until 
noon, Wednesday. 


Wednesday’s Session 


The first business of the Wednesday 
afternoon session was the report of the 
Ethics committee. The report as adopted 
was submitted by Fred Goldman of 
Kansas City. 


REPORT OF THE COMMITTEE ON 
ETHICS 


If we were able to guide ourselves at all 
times by the Golden Rule—“Do unto others 
as you would have them do unto you”’— 
a Code of Ethics would be entirely unneces- 
Sary. However, as we are often prone to 
act on hastily formed opinions, prompted by 
petty jealousies and short-sightedness, this 
association has deemed it advisable to com- 
pile for its members a Code of Ethics and 
Suggestions of Good Practices. 

I is in no sense the intent of this or- 
ganization to dictate in any manner the 
policies by which a member shall conduct 
his individual business, nor to say what he 
shall or shall not do. As it is one of the 
purposes of this organization to benefit its 
members in every way possible, it places 
before them for their guidance this Code of 
peesag and Suggestions of Good Practices. It 
opes that by careful study and consideration 
a may be elevated to a higher degree in 
i own esteem; in the eyes of his competi- 
res and in the opinion of the public at 
arge; and, in so doing, will contribute to the 
raising of the standard of the credit jewelry 
business as a whole. 


CODE OF ETHICS 


1. When you feel you have grounds for 
complaint against anyone, go right to 
that person and state your grievance. 
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In most cases you will find you did not 
understand the situation correctly. 


- Hold no grudge against anyone; for it 


is sure to work to your own detriment. 


. Never consider the hiring of a com- 


petitor’s employee while yet in his em- 
ploy, nor encourage, by any promise, that 
employee to quit. 


. Never try to injure directly or indirectly 


the business reputation or prospects of a 
competitor or fellow merchant, or make 
disparaging statements or insinuations 
relative to his merchandise, prices, busi- 
ness, financial or personal standing. 


. Consider it a pleasure as well as a duty 


to cooperate to the fullest extent with 
all members of this association in the 
matter of credit courtesies and “skip” 
account collections. 


}. Establish a friendliness between yourself 


and the other credit jewelers in your 
city and give gladly any credit informa- 
tion desired. 


. Consider any person who intentionally 


beats his bills to be our common enemy, 
and assist in every way possible to im- 
press such people with the fact that if 
one does not pay his bills at one place 
his credit will be impaired elsewhere. 


. Consider the very life of the jewelry 
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business as being built on the confidence 
of the public, and every effort through 
good merchandise and truthful represen- 
tations should be directed toward increas- 
ing that confidence rather than destroy- 
ing it. 


. Truthfulness in advertising should be ad- 


hered to implicitly, and any subterfuge 
that may lead to the wrong interpreta- 
tion of an advertisement should be 
shunned. 

To create in others the desire of pos- 
sessing jewelry and to further the in- 
terests of the business is a moral obli- 
gation that every jeweler should assume: 


FIRST—Set an example by wearing jew- 
elry yourself. 

SECOND—Use no device in your wearing 
apparel as a substitute for jewelry. 
THIRD—Educate the public whenever 
and wherever possible to appreciate 

the artistry and value of jewelry. 

FOURTH—Be alert to furnish the news- 
papers with any article of news that 
will benefit; and to suppress or cor- 
rect any article that is unfair to the 
jewelry business. 


Avoid appraising jewelry for the public 
unless certain it is for insurance purposes 
only. 


. Written guarantees should contain a cor- 


rect description of the article sold, and 
a plain and understandable statement of 
what the guarantee pledges. 


3. Recognize the American National Retail 


Jewelers’ Association as a very worthy 
organization, showing your appreciation 
of the wonderful work it has already 
accomplished, and what it is undertaking 
to do by your whole-hearted moral and 
financial support, 
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SUGGESTIONS OF GOOD PRACTICES 


1. Remember that temporary gain may come 
easily and to any one, but permanent 
success is built on a foundation of sound 
and fair business principles. 

2. Health must be taken into consideration 
at all times. Proper amounts of rest, 
exercise and nourishment are factors in 
your business. Without health success 
is no reward. 

. Conduct yourself in public so as always 

to be a credit to the community. 

Encourage politeness among your em- 

ployees by practicing it yourself. 

. Consider the value of a satisfied cus- 
tomer to your future business and keep 
it constantly in mind. 

6. View the rights of your customer by men- 
tally placing yourself in his place and 
him in yours. 

7. When making an adjustment do it 
promptly and pleasantly and you are 
most apt to gain by it; but if you do 
it otherwise you might as well not do 
it at all. It is not the individual trans- 
action, but the aggregate, that shows the 
profit at the end of the year. 

8. Recognize that accident, prolonged sick- 
ness, bereavement or other unavoidable 
circumstances justify exceptional treat- 
ment and afford an opportunity to ce- 
ment the friendship of the customer to 
your store. 

9. Join or organize in your town a credit 
association of firms who do an install- 
ment business, for the purpose of de- 
creasing credit losses by the interchange 
of credit information and the listing of 
undesirable credit customers. 

10. Do not lose sight of the fact that the 
collection of an account is more impor- 
tant than the selling, but endeavor to 
make yaqur collections in a manner that 
is not resented. 

11. Advise your customer against assuming 
any obligation beyond his probable abil- 
ity to pay, and arrange terms that are 
likely to be met. 

12. When informing an applicant that his 
account has been declined, do so in as 
nice a manner as possible. He may 
later become a good credit risk for you 
or some other credit store. 

Committee on Ethics—A. N. Slavick, chair- 

a. Rothstein, Fred Goldman, J. L. 
‘reund. 


Then followed a talk by John Lind, 
secretary of National Roofing Manufac- 
turers Association on the subject of as- 
sociation work. He said that business 
today could do without organizations 
about as well as they could without 
telephones or the telegraph service. Busi- 
ness men must cooperate with men in 
their line of business. He stated that 
the number of business associations in 
this country has doubled in the past 10 
years and that in Chicago alone 750 
business men’s associations maintain 
offices. He enumerated many things 
that can be and should be accomplished 
by the credit jewelers organization. 

After a brief discussion the report of 
the nominating committee was called for. 
The men suggested by the committee 
were unanimously elected to their re- 
spective offices. 

Then came the selection of a place for 
the 1929 convention. As the advocates of 
West Baden had practically eliminated 
all competition this question was quickly 
settled and the third convention will be 
held in West Baden, Ind. 

After announcements about the ban- 
quet and theater party for the evening 
the convention adjourned. 
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How the Ladies Were Entertained 


Between 75 and 100 lady visitors were 
entertained during the three days of the 
convention. This entertainment was 
under the direction of Mrs. Hugo Oppen- 
heimer and Mrs. Charles Baumrucker, 
assisted by 10 other local ladies. 

On Monday a luncheon was served at 
the Drake after which there was a sight- 
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seeing drive over the boulevards of the 
city. On Tuesday the ladies lunched at 
Fields and attended a fashion show 
there arranged specially for their bene- 
fit. On Wednesday a bus trip of 
Sheridan Road ended at the Edgewater 
Beach Hotel where lunch was served and 
all were returned to the hotel in time 
to prepare for the theater party which 
was held at the Harris theater where 
Ethel Barrymore is playing in “The Con- 
stant Wife.” 
The Banquet 

The banquet at the Palmer House on 
Wednesday night was attended by near- 
ly 600 men. It was an elaborate affair 
in both menu and entertainment. Nearly 
an hour was spent in the Red Lacquer 
room, where appetising dishes were 
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served and guests greeted old friends 
and made new acquaintances. 

The doors of the grand ballroom were 
opened about 7.30 and guests entered to 
the strains of martial music. Almost as 
soon as the serving of the menu began 
the entertainment was started. This 
was of a very high class and consisted 
of numbers by leading performers for 
che various theaters of the city. 

When the menu was finished Hugo 
Oppenheimer of Basch & Co., took 
charge of the meeting as toastmaster. 
With appropriate ceremony the newly 
elected officers were installed after which 
several prominent men addressed the 
assembly. 

Mr. Oppenheimer introduced in order 
Charles H. Burras of Chicago; Rear 
Admiral Henry J. Ziegemeier, Great 
Lakes Naval Station; Colonel T. A. 
Sequeland, United States Army and 
Hon. Henry R. Rathborn, congressman- 
at-large from Illinois, who delivered the 
principal speech of the evening. 

Each guest received as a souvenir of 
the occasion a beautiful fountain pen set. 

Before, during and after the sessions 
the jewelers attending spent much time 
studying the wonderful displays made 
by concerns affiliated with the industry. 
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The Wonderful Exhibits 


The exhibits at the second annual con- 
vention of the National Association of 
Credit Jewelers were extensive and 
varied. Nearly 100 manufacturers and 
wholesalers had displays in the exhibit 
space. All classes of merchandise were 
shown. 

A description of a number of the 
booths together with names of represen- 
tatives follows: 


CLARK LIGHTER CO., INC. 


The Clark Lighter Co., Inc., successors 
to W. G. Clark & Co., featured the new 
Firefly Lighter in addition to the regu- 
lar Clark lighter. These lighters were 
shown in various kinds and colors in 
leather, as well as in metals. Harvey J. 
Humphrey, sales manager, was in 
charge of their exhibit and he was as- 
sisted by their popular Chicago man- 
ager, Adolph Frank. 


GOODMAN & CO. 


Goodman & Co., wholesale jewelers 
and ring manufacturers, at Indianapolis, 
Ind., were well represented at the con- 
vention by G. Goodman and his son, I. 
Goodman. They showed an extensive 
line of rings. Many were in the large 
dinner size, set with various colored 
stones, many were in opals, topaz and 
amethyst designs. They also showed 
many beautiful fancy settings, including 
the popular diamond and crystal design. 
They featured the Mae Murray ring and 
reported a good business on that item. 


MICHIGAN STORE FIXTURE CO. 


The Michigan Store Fixture Co., of 
Detroit, Mich., showed a beautiful wall 
case and counter case in rich walnut fin- 
ish. This was the latest furnishing for 
a jewelry store. They also showed illus- 
trations of jewelry stores throughout the 
country that they have outfitted. Leon 
A. Gersten, treasurer, was in charge. 


BENRUS WATCH CO. 


The Benrus Watch Co., of New York 
and Chicago, featured the concern’s 
“Shock Proof” wrist watches. In keep- 
ing with this their background was most 
unique. It showed a motor boat in ac- 
tion as well as an automobile, airplane, 
fisherman and horseback rider. On the 
sides of the booth were life-size card- 
boards of Babe Ruth and Gene Tunney 
in action, each wearing a shock proof 
watch. This company was well repre- 
sented by Ben Lazarus, president; S. 
Ralph Lazarus, Sidney Leon, advertis- 
ing manager, Mort Selig, sales manager, 
and the following salesmen: Bill Schles- 
inger, South; Harry Rosenshield, Middle 
West; Mike Kloviel, New York and 
Ohio; Moe Fried, Pennsylvania and New 
Jersey; Jack Knosman, Sothwest; Bert 
Klein, Michigan, and Otto Glahn, Mil- 
waukee. 


J. R. SPIEGEL CO. 


The J. R. Spiegel Co., of 35 E. Wacker 
Drive, Chicago, were busy at their booth 
explaining their direct mail advertising, 
booklets, catalogs, newspaper, poster, 


novelties and sales letter advertising for 
the retail jeweler. J. R. Spiegel, presj. 
dent of the company, was kept busy re. 
ceiving congratulations from friends fo, 
the wonderful article he wrote on “The 
Key to a Better Jewelry Year in 1999” 
This article appeared in the March g 
issue of THE JEWELERS’ CIRCULAR. Those 
in charge of the booth were H. H. Tep. 
litz and I. C. Bilow. 


HIPP. DIDISHEIM CO., INC. 


Hipp. Didisheim Co., Inc., manufac. 
turers of the Winton watches, Chaux. 
de-Fonds, Switzerland, New York and 
Chicago, had an attractive display. The 
company showed both ladies’ and men’s 
strap watches, in white gold and plati- 
num. Many of the ladies’ watches 
shown were in platinum, diamond set. 
Henry P. Sengelmann, sales manager, 
spent the entire week here, and was in 
charge. He was ably assisted by John 
La Fruit, Chicago manager, and the fol- 
lowing representatives: A. Stuart Lin- 
der, Wm. Rothschild, Robert I. Davies, 
Philip J. Parke, and Frank Snyder. 


BENEDICT MFG. CO. 


The Benedict Mfg. Co., East Syracuse, 
N. Y., displayed a large line of silver- 
plated hollowware, novelty clocks, and 
gold plate glassware. The concern fea- 
tured a large line of silver plated salt 
and pepper shakers. A. H. Kasten, who 
represents this concern in Chicago, Mil- 
waukee, Indiana and Missouri, was on 
hand to greet his many friends and show 
the line. 


ELGIN NATIONAL WATCH CO. 


The Elgin National Watch Co., of 
Elgin, and Chicago, had one of the 
largest and finest displays at the conven- 
tion, on a beautiful background. The 
company exhibited the new revolving 
window display which permits the 
jeweler to show 12 individual displays. 
The name of the jeweler appears on the 
base and “Elgin” above the display. 
Here also were shown the tall window 
display. Both of these were admired 
greatly. Another feature at the booth 
was the reel of “Through the Ages with 
Father Time.” These pictures were in 
colors and were beautiful. Charles 
Hennix, advertising manager, was in 
charge and he was assisted by L. W. 
Lewis, W. L. Brill and B. K. Harrison, 
special representatives. 


THE ILLINOIS WATCH CO. 


The Illinois Watch Co., Springfield, 
Ill., arranged its booth with a table and 
comfortable chairs for the use of the 
visitors. Julius Armbruster welcomed 
the jeweler at their booth and made him 
feel at home. 


BRUNVIL WATCH CO. 


The booth of the Brunvil Watch Co. 
in the east room of the exhibit hall was 
unattended. Comfortable chairs were 
there and the background of the booth 
was a large sign announcing headquar- 
ters in Suites 570 and 572. Open house 
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was maintained here. No merchandise 
was displayed, but visitors had an op- 
portunity to meet officers and represen- 
tatives of the company. Those present 
were: S. Bruner, president; S. Ritter, 
general manager; Lou Shoven, J. E. 
Fishbein, and L. Pachman. Andre 
Leal, of Vieleret, Switzerland, in Amer- 
ica for a business trip, accompanied Mr. 
Bruner to Chicago for the convention. 


BULOVA WATCH CO. 


The Bulova Watch Co., with head- 
quarters in New York City and offices in 
Chicago and Canada was well repre- 
sented at the convention. Two large 
booths were nicely arranged and fur- 
nished for the comfort of visitors. No 
merchandise was shown in either the 
Bulova booth or in the Westfield booth. 
A sign in each booth invited visitors to 
their convention headquarters, Suites 
369, 370 and 372. Here guests were en- 
tertained by officers of the company and 
representatives. Those present to greet 
visitors at the booths and in the rooms 
were Milton H. Bion, vice-president and 
director of advertising; John Ballard, 
general sales manager; Sam Eppstein, 
assistant general sales manager; M. El- 
linbogen, sales promotion manager. 
Representing Bulova were Mort Evans, 
Michigan; Lou Herman, Pennsylvania; 
Norman Tegunes, Texas, Louisiana, Ok- 
lahoma; Lou Falk, Wisconsin and Min- 
nesota; Abe Racoosin, Missouri; Wil- 





WEARING JEWELRY 


STEIN & ELLBOGEN CO.’S BOOTH, WITH MODEL 
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liam Selberg, Chicago; L. D. Brock, In- 
diana and Ohio; Pat Beck, New York; 
M. W. Sorenson, Indiana. Representing 
Westfield were: Tom O’Connell, Wiscon- 
sin, Minnesota, Iowa; E. Hochman, 
Ohio, Michigan, Indiana; Ben Schwarts- 
berg, Illinois, Indiana and Wisconsin; 
M. Wasserman, Texas and Oklahoma. 
Much interest was shown by old custom- 
ers of Bulova in the products of the 
Westfield Watch Co., which were an- 
nounced early this year. No one was 
urged to buy as the convention was used 
only as an opportunity to promote good 
will. 


B. & E. J. GROSS CO., INC. 


B. & E. J. Gross Co., Ine., New York, 
showed their line of “Rings O’ Ro- 
mance.” At the booth they showed illus- 
trations, but customers were taken to 
their display in their room at the Drake 
to see the entire line. Benj. Gross, mem- 
ber of the company, was in charge. 


SANGAMO CLOCK CO. 


The Sangamo Clock Co., Springfield, 
Ill., showed several of their clocks, in 
the mantel, banjo and large window 
styles. The Sangamo clock is electrically 
wound, with no contacts and no battery. 
It has the same mechanism as regular 
clocks with Illinois watch escapement, 
gold jeweled, with small electric preci- 
sion motor built right in the movement. 
This clock shows an accuracy of 30 sec- 
onds within a week. George H. Miller, 
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R. R. Dickerman and B. Reiner, factory 
representatives were in charge of the 
booth. 


S. WECHTER CO. 


The S. Wechter Co., manufacturer at 
159 N. State St., Chicago, showed the 
new “Circle O’ Love” wedding ring for 
the first time at the convention. There 
was a large assortment of these rings in 
different widths and sizes. This ring is 
hand carved and has the brilliancy of a 
diamond ring. The concern also showed 
a line of white gold mountings. Nandor 
F. Wechter was at the booth all the time 
and he was assisted by Lawson Jaffe, 
their Middle West representative, and 
designer of the “Circle O’ Love” wedding 
ring. 

STAR WATCH CASE CO. 


The Star Watch Case Co., of Luding- 
ton, Mich., and Chicago, showed a nicé 
selection of men’s pocket cases and strap 
cases, in both gold and gold filled quali- 
ties. Beautiful designs in engraving’ 
and engine turning were shown. R. C. 
Hardy, representative working out of 
the Chicago office, was in charge. 


SWARTCHILD & CO. 


Swartchild & Co., one of the largest 
material houses in the country, located 
at 29 E. Madison St., Chicago, had an 
attractive display of walnut window dis- 
plays and individual stands, as well as 
jewelry cases and boxes. 
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tured their new filling stations for 
pocket lighters. Jacob Gould, advertis- 
ing manager, and T. E. Bartle were in 
charge. 


A. C. BECKEN CO. 


The A. C. Becken Co., one of the leading 
wholesale jewelry houses in the country, 
displayed several large “grandfather” 
clocks in both American and imported 
styles. Albert F. Long was in charge of 
the booth, and anyone desiring to see the 
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set. The concern showed its cabinet of 


raisonne creations in a collection of 
mountings, that is given away to the 


jeweler. J. Guy Enos, secretary-treas- 


urer, was in charge and the following 


representatives assisted him: Walter E. 
Vogel, Harry Davis, George Allen, Na- 
than Cohen and L. Witsenhausen. 


BONNER MFG. CO. 


The Bonner Mfg. Co., New York and 
Chicago, had a very beautiful display. 





— | 





EXHIBIT OF THE NEW HAVEN CLOCK CO. 


complete line was taken to their spa- 
cious sales rooms at 180 N. Wabash 
Ave., Chicago. 


ROY MFG. CO. 


The Roy Mfg. Co., manufacturers of 
window displays and trays for jewelers, 
had a booth and showed several win- 
dow and diamond displays in the new 
sand finish with flashlights secreted in 
the top of the display. C. E. Roy, presi- 
dent, took personal charge. 


ONEIDA COMMUNITY LTD. 

As usual, the Oneida Community Ltd. 
had one of the most attractive displays. 
This was located in a prominent corner 
of the exhibit hall. The tables were cov- 
ered with rich black velvet that offset 
the gay colored tray chests that con- 
tained popular patterns of flatware. The 
colonial cabinets and tea wagons were 
very popular. Many pieces of their hol- 
lowware were also shown. H. H. Noyes, 
assistant director of sales, was in charge 
and was assisted by R. S. Hulbert, Chi- 
cago manager. R. E. Aiken, A. J. Led- 
with of Chicago, W. T. Earl, J. N. 
Milnes, L. A. MacKown, S. A. Griffith, all 
of Oneida, R. P. Bloom, Cleveland dis- 
trict sales manager and E. W. Kirch- 
gassner, of Detroit. 


BARTH CO. 


The Barth Co., jewelry manufacturers 
of Detroit, had a very attractive display 
of white gold and platinum men’s and 
ladies’ rings, as well as a fine line of 
wedding rings, platinum and diamond 





A large special made wall case was 
used to show its new white gold and 
platinum popular priced line of mar- 
quise rings. Henry Agate, president, 
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NEW HAVEN CLOCK Co, 


The New Haven Clock Co. of New 
Haven, Conn., and with show rooms and 
offices at 215 W. Randolph St., Chicago, 
had a large and beautiful display. The 
company featured its new line of “De 
Luxe” clocks, in artistic colors to match 
the color scheme in homes today. This 
was the first showing of these clocks 
and much enthusiasm was evinced by 


the jewelers. These new color schemes . 


are found on mantel chimes, banjo, bou- 
doir, kitchen and desk clocks. They also 
showed a large line of folding traveling 
clocks, in subdued colored leathers, 
These are eight-day jeweled movement 
clocks with radium dial. F. L. Bradley, 
manager of the Chicago office, had 
charge and was assisted by T. W. Ag- 
new, Julius Aschermann, J. W. Ross, §. 
Sadek, I. Wilkenson, H. Sebastian, Leo 
Katzman and Ralph Bell, representa- 
tives who came in from their territory 
to attend the convention. 


R. F. SIMMONS CO. 


The R. F. Simmons Co., Providence 
and Chicago, showed a large line of 
gold filled Waldemar chains, bead necks, 
and chain of every description as to 
size and pattern. Ed. Moore, Chicago 
and Western representative, was in 
charge. 

ART IVORY MFG. CO. 


The Art Ivory Mfg. Co., New York, 
displayed its line of colored ivory toilet 
sets, cased in attractive boxes. The com- 
pany featured a new modern shaped set, 
in new color combinations. Sol Weil, its 
president, William M. Updike, Western 
representative and Arch D. Ramsdell, 
South traveler, took care of visitors at 
their booth. 


EXHIBIT OF THE ELGIN NATIONAL WATCH CO. 


came out especially for the convention 
and was assisted at the booth by his 
son Jerry Agate, who has charge of the 
Chicago office, and Sam Friedman, New 
York representative. 





HENRY LEDERER & CO. 
Henry Lederer & Co., Providence and 
Chicago, featured their extensive line 0 
Golden Wheel pocket lighters in colored 
leathers and metals, some in stone set, 
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and some in pearl. Max Cohen, of Chi- 
had charge and was assisted by 
Milton Swartz, Middle West represen- 


tative. 
KAPLAN & GORDON 


Kaplan & Gordon, New York, with 
Chicago offices at 115 S. Dearborn St., 
made a wonderful display of French im- 
port bags with new lace pointed fringe 
in gold and silver backgrounds. They 
also showed a complete line of rhine- 
stone evening bags. Paul B. Blumen- 
stock, Middle West representative and 
Robert B. Deal, manager Chicago office, 
was in charge. 


WOLFSHEIM & SACHS, INC. 


Wolfsheim & Sachs, of New York city, 
showed window displays, jewelry boxes, 
and the two-in-one window platform. 


CIRCULAR 
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fine rings set with precious stones, some 
weighing between 40 to 50 carats. Many 
of the stones were surrounded by small 
pearls. Steve Leubusher, William Schu- 
man, Ed. Gerken and Ewing Moore 
greeted visiting jewelers at their booth. 


C. & E. MARSHALL CO. 


The C. & E. Marshall Co. of Chicago 
featured the new “Surefit” fancy crystal 
machine, also the Marco material sys- 
tems. Harry R. Egerter, H. Miller and 
Gus J. Brauer were in charge. 


JACOB SEGAL & CO. 


Jacob Segal & Co., Detroit, importers 
and cutters of diamonds, made their in- 
troduction show, of their latest produc- 
tion in a diamond ring. It is known as 
the “Venus De Milo,” the eternal symbol 





THE BONNER MFG. CO.’S EXHIBIT 


They also featured a new line of steel 
stands in colors. This is for the show- 
ing of an individual piece of jewelry, as 
is made adjustable by ball bearing. Sam 
Maunter, vice-president, H. G. Glasstone, 
New York and Middle West representa- 
tive, Paul Holweg, Pacific Coast repre- 
sentative and Robert Ratner, Illinois and 
Indiana traveler, were all on hand tak- 
ing charge of their booth. 


ETERNA WATCH FACTORIES 


Eterna Watch Factories, located in 
New York, displayed a fine line of their 
ladies’ and men’s watches, traveling 
clocks and boudoir clocks. Will S. Ab- 
Tams, representative, was kept busy fur- 
nishing every visitor with a carnation. 


LEUBUSHER-SCHUMAN & CO. 


_ Leubusher-Schuman & Co., wholesale 
Jewelers located at 35 E. Wacker Drive, 
Chicago, and with a branch office at De- 
troit, displayed a large assortment of 


of grace and beauty. The name selected 
for the ring is interlinked with its de- 
sign, and is really an object of art. The 
company guarantees that every diamond 
mounted in a “Venus De Milo” is a per- 
fect diamond. On Tuesday, when the 
first rings arrived and were placed on 
display they attracted considerable at- 
tention and were admired by everyone. 
In an adjoining booth the company in- 
stalled a diamond cutting machine, and 
Theo. De Graeve, one of their diamond 
cutters, attracted attention when he put 
on the exhibition of cutting the dia- 
monds. Many specimens of rough dia- 
monds were shown as well as some that 
had just been cut. This company has 
put on this exhibition in many of the 
leading stores throughout the country 
and it is available to any jeweler who 
wants to put the demonstration on in 
either his store window or store. Jacob 
Segal, assisted by his sons Irving and 
Herbert Segal and Solly Frank, made 
visitors at their booth feel at home. 
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STEIN & ELLBOGEN CO. 


Stein & Ellbogen Co., one of the pio- 
neer wholesale jewelry and import 
houses in the country, created consider- 
able enthusiasm in its jewelry style 
show. Irving N. Chayken, who conducts 
two retail stores in Hammond, Ind., and 
manager of Ann Howe, winner of 
the second beauty prize at the National 
Beauty Contest, arranged for her to act 
as model to display the jewelry. Beauti- 
ful necklaces and costume jewelry were 
demonstrated as well as chanel jewelry, 
imported bracelets, earrings, brooches, 
etc., in pastel shades. Joe Stein, mem- 
ber of the firm, spent a great deal of 
time at the convention to supervise the 
style show and greet his many friends. 
A. N. Long, in charge of the Cecil cos- 
tume jewelry, was in charge of the 
booth. 


INTERNATIONAL SILVER CO. 


—_ 


The International Silver Co. of Meri- 
dan, Conn., and Chicago, occupied con- 
siderable space along the north wall of 
the exhibit hall. The company featured 
a large display of Holmes & Edwards, 
Rogers 1847 and Rogers & Bro. flat 
ware. The new idea of the Holmes & 
Edwards “four steps to tableware” went 
over big. Each step takes in a certain 
amount of silver and when the fourth 
step is made the customer has a com- 
plete set of flatware. Those who were 
in attendance and looked after the in- 
terests of their individual factories were: 
A. L. Zeitung, advertising manager; C. 
P. Dungan, Chicago, manager; K. G.. 
Merrill, assistant Chicago manager; M.. 
N. Randall, C. W. Gaines, H. C. Loehr,,. 
R. J. Wilson, C. C. Gabel, W. H. Rice;, 
D. J. Dorsey, J. T. Cunningham, Geo. 
Hughes, W. H. Harrington, W. B. Grif- 
fin, Stewart Swain, T. O. Wright, E. L. 
Perry, Frederick Riehl, Geo. Benson and 
L. E. Harris. 


BUSS-LINTHICUM-THORSON 


Buss-Linthicum-Thorson, wholesale 
watch dealers, located in the Jewelry 
Mart, Chicago, had a booth fitted with 
chairs to make it comfortable for the 
jewelers. Albert Millard and J. Wm. 
Thorson entertained at this booth and 
escorted visiting jewelers who wanted 
to look their line over to their beautiful 
show rooms. 


A. HIRSCH CO. 


The A. Hirsch Co., 35 E. Wacker 
Drive, wholesalers of American watches, 
had a nice display of their ladies’ and 
gents strap watches and men’s pocket 
styles. 

Herman Hirsch, vice-president, S. 
Newman, Milwaukee representative and 
Lew Siegel, Chicago representative, 
showed their line to advantage. 


AMERICUS WATCH CO. 


The Americus Watch Co., of Detroit, 
showed a fine line of ladies’ and gents’ 
strap watches, in gold filled and gold. 
They also introduced their new shock 
proof watch and this met with great 
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approval. Jacob Rosenberg, president 
of the company, was in charge. 


HAMILTON & HAMILTON JR. 


Hamilton & Hamilton, Jr., had a large 
display in one of the rooms and showed 
their complete line of chains and yellow 
gold costume jewelry. G. A. Jewett, 
Chicago manager, and H. I. Jacobs, 
were in charge. 


S. BUCHSBAUM & CO. 


S. Buchsbaum & Co., one of the old- 
est established manufacturing jewelry 
houses in Chicago had an attractive dis- 
play. They featured their “True” wed- 
ding ring. They also showed beautiful 
diamond mounted engagement rings and 
the “True” wedding ring cased very 
attractively in various colored leather 
boxes, shaped as an altar. A large 25 
carat diamond on display in the case as 
well as several rough diamonds caused 
considerable enthusiasm. Herbert 
Buchsbaum and Milton Herzog spent 
considerable time at the convention re- 
newing old acquaintances. The booth 
was in charge of L. C. Slife, Chicago 
representative and I. Bychowitz, loop 
representative. Each visitor at the booth 
received a silver money clip, with his 
initial. 

MUEHLKE CRAFTSMANSHIP SHOP 


A. F. Muehlke, of the Muehlke Crafts- 
manship Shop, Detroit, Mich., was kept 
busy showing and explaining the work- 
manship of their Muehlke-Craft wedding 
rings. Their feature was the “Dream of 
Love” wedding ring. The background of 
the booth was beautiful. This was a 
miniature reproduction of the Taj Mahal. 
This memorial erected by the Shah Jehan 
and dedicated to the memory of his wife, 
was inspired by the deathless love that 
existed between them. This represents 
the Dream of Love ring manufactured 
by this concern. Erwin Stolzenfeld, 
representative, assisted Mr. Muehlke. 


MORSALES DISPLAY STUDIOS 


The Morsales Display Studios located 
at Cleveland, Ohio, occupied space 
equivalent to three booths. They fea- 
tured their novelty stunt backgrounds 
and individual display stands _ for 
jewelry stores. This concern manufac- 
tures everything in window displays, 
show cards, etc., for the retail store. 
Ben Glasser and David Glasser were in 
charge of the booth as well as Stanley 
Arnstein their art counselor to jewelers. 


POOLE SILVER CO. 


The lines of the Poole Silver Co., New 
York and Chicago, were attractively dis- 
played in their booth. They showed a 
beautiful assortment of silver plated 
hollowware. J. A. Bergsman, Chicago 
manager and Middle West representa- 
tive, was in charge and made his many 
friends feel at home in his booth: 


WARNER JEWELRY CASE CO. 


The Warner Jewelry Case Co., Buf- 
falo and New York, showed a nice line 
of window displays in various colors, 
ring boxes in gay colored silks and vel- 
vets as well as leathers. Also boxes for 


every piece of jewelry shown in a 
jewelry store. The cases were displayed 
on beautiful silks that brought out the 
beauty of the article on display. Ru- 
dolph J. Warner, president and treas- 
urer, and Jerome Warner, vice-president 
and secretary, personally were in charge 
of their booth. 


DISPLAY CREATIONS, INC. 


Display Creations, Inc., of Detroit, 
Mich., occupied a very prominent space 
in the exhibit rooms and featured their 
new line of modern versatile fixtures. 
This is a new creation developed for 
1928. They also showed their new 
changeable step display that allows 
merchants to change effect every week 
in the year. Another new design is 
their wedding ring arrangement. Their 
featuristic block unit also caused ad- 
miration, as did a complete line of de- 
corative papers, and other materials for 
jewelers’ windows. The display was 
shown on fancy striped silks and flood 
lights played on the display in various 
colored lights. H. M. Himelhoch, Dan 
Himelhoch and Bert Seipel were in 
charge and always happy to explain and 
show their new items to the visiting 
jeweler. 








Goes Into Bankruptcy 





T. H. Baptist, Richmond, Va., Has Liabilities 
of $10,323 and Assets of $8,414 


RICHMOND, VA., March 27.—T. H. 
Baptist, retail jeweler, 1407 E. Main 
St., has filed a voluntary petition in 
bankruptcy in the United States Dis- 
trict Court, listing liabilities of $10,323 
and assets of $8,414. 

The schedules show assets to consist 
of stock, $4,000; fixtures, $1,000; ac- 
counts receivable, $3,414. Liabilities in- 
clude: unsecured claims. $8,149; secured 
claims, $950; rent, $1,050 (secured by 
law); wages $50; taxes, $124. 

Unsecured creditors with claims of 
$100 or more include: Korones Bros., 
$100; Jonas Koch, $1,035; Abner Shaw 
& Co., $711; Ben Shiers & Sons, $101; 
Le Weber Co., $643; Alvin Silver Co., 
$237; Southern Jewelry Supply Co., 
$123; Times-Dispatch Publishing Co., 
$179; Virginia Knight Publishing Co., 
$115; W. F. Harris, $175; J. A. Lundin, 
$117; Broadway National Bank, $950; 
Central Trades and Labor Council, $135; 
Streicher Mfg. Co., $576; Poole Silver 
Co., $107; Buffalo Jewelry Co., $180; 
Max Kohner, $604; Norris-Allister-Ball- 
Bridges Co., $901; Frank E. Baptist, 
$452. 

Melvin Flegenheimer, Richmond law- 
yer. was appointed receiver under bond 
of $3,000. 








The Bureau of Foreign and Domestic 
Commerce reports that jewelry and 
silverware are being sought by a firm in 
Alexandria, Egypt. Further informa- 
tion will be given by the bureau at 
Washington, D. C., or any of its 
branches if reference is made to File 
No. 30082. 
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Buffalo Jewelers Meet 





Program for Empire State Convention Dis. 
cussed at Meeting Held Last Thursday 


BuFFaLo, N. Y., March 23,—The 
efficacy of tear gas as protection against 
holdups and burglaries was emphasized 
by representatives of the Federal Labp. 
ratories, Inc., at last night’s meeting of 
the Buffalo Retail Jewelers’ Association 
in the Hotel Statler. 

Messrs. Baile and Balcom of the Fed. 
eral Laboratories, who are giving 
series of demonstrations in Buffalo 
establishments, talked to the members 
on the use of tear gas as a crime safe. 
guard and answered questions regarding 
its effectiveness and its release in an 
emergency. 

President Edward Leininger of the 
New York State Association, outlined 
the program for the State convention in 
Syracuse on April 23-25 and urged every 
member of the local association to make 
an effort to attend. It is only through 
cooperative effort that many evils be- 
setting the industry can be remedied, 
Mr. Leininger declared, taking jewelers 
generally to task for their failure to 
support their local and State organiza- 
tions. 

Jerome A. Scherer, president of the 
Buffalo association, was elected to repre- 
sent the association as a delegate to the 
State convention and was empowered to 
appoint an alternate in the event that 
he should be unable to go to Syracuse. 

John M. O’Dea, chairman of the mem- 
bership committee, presented these four 
applicants for membership, John J. 
Hughes, 375 S. Park Ave.; J. N. Pollock, 
2163 Seneca St.; Louis Berchtold, 1820 
Genesee St., and S. B. Svensson & Son, 
99 Grant St. The applications were ac- 
cepted as was the resignation of Louis 
Meyers. 

Attention was drawn by one member 
to price cutting by a department store 
on a standard make of watch and the 
secretary directed to write the manufac- 
turer, protesting against this practice. 








Ohio Retail Jewelers to Meet at 
Columbus September 10, 11 and 12 


AKRON, OHIO, March 26.—After care- 
ful consideration the Board of Directors 
of the Ohio Retail Jewelers’ Association 
has decided to hold the 1928 convention 
of the association in Columbus and the 
dates have been settled for Monday, 
Tuesday and Wednesday, Sept. 10-11-12. 
Headquarters will be the Hotel Deshler. 

Work on the program and year book 
has already been started and it is ex- 
pected that the convention this year will 
be one of the most successful that has 
ever been held by the State association. 
One of the features of the convention 
this year will be an exhibit of merchar- 
dise. 








R. C. Phildrick has been added to the 
sales forces of the A. & Z. Chain (0, 
Providence, R. I., and will be in charge of 
the New England territory. 




















Dis. 


The 
inst 
zed 
bo- 
of 
ion 


eT's 
fe. 
ing 


the 
ned 
in 
ery 
ake 
igh 
be- 
ied, 
ers 

to 
Za- 


the 


320 


ore 
the 


re- 
ors 
ion 
ion 
the 


the 
04; 
of 








March 29, 1928 





THE JEWELERS’ CIRCULAR 


Four Diamond Smugglers Sentenced 





Year and Ten Months for Adler and Shorter Terms for Others 
Bring Important Case to a Close 


The sentencing of one convicted and 
three self-confessed diamond smugglers 
by Judge Winslow in the United States 
District Court, New York, last Tuesday, 
brings to a close one of the most im- 
portant and far-reaching prosecutions 
ever handled by the Federal authorities. 
The sentences imposed were of such a 
character that they should have a deter- 
rent effect upon any future plans for 
smuggling diamonds into this country. 

When the quartet of smugglers came 
up for sentence, they were surrounded 
by an array of legal talent, and for 
more than an hour Judge Winslow was 
besieged with pleas asking for leniency 
for the various defendants. Assistant 
District Attorney John M. Blake, who 
was in charge of the prosecution, made 
an interesting survey of the entire case 
and offered only one suggestion to Judge 
Winslow, whom he asked to be lenient 
in imposing sentence on Florent Lamot, 
the second electrician on the Lapland, 
who acted as carrier for the so-called 
diamond ring. 

After hearing all arguments, Judge 
Winslow finally imposed a sentence of 
five months on Lamot, his’ sentence 
starting from the day of his incarcera- 
tion in the Tombs Prison, which was 
Nov. 9. Consequently, his sentence will 
expire on April 9. Charles P. Goldberg, 
diamond dealer at 93 Nassau St., who 
pleaded guilty to conspiracy to smug- 
gling diamonds, was given eight months 
in Westchester County Penitentiary, 
while Abraham Frank, another diamond 
merchant, was given a suspended sen- 
tence, placed on probation for three 
years, and fined $1,000. The severest 
sentence meted out was the one given 
to Julius Adler, the Sixth Ave. haber- 
dasher, who refused to plead guilty to 
a charge of smuggling, but instead went 
to trial and was convicted. Judge Wins- 
low, in imposing sentence on the last 
defendant, expressed the belief that he 
was exceedingly lenient and should have 
really sentenced the defendant to five 
years at Atlanta. Adler’s attorney asked 
the court to change its sentence and 
make it less than one year in order that 
Adler may stay in this country after his 
release. It was understood that after 
Adler’s release, under the present sen- 
tence, he is subject to deportation. The 
court, however, refused to make any 
change, and the original sentence of 
one year and 10 months in Atlanta stood 
as final. 

The sentence imposed on Frank was 
considered somewhat of a surprise, and 
apparently did not meet with the ap- 
proval of the assistant district attor- 
hey. Medical certificates showing Frank 
to be in ill health were undoubtedly 
largely responsible for the court’s action. 
Judge Winslow first imposed a sus- 
pended sentence on Frank, but after Mr. 





Blake objected, the court changed the 
sentence to five months in the West- 
chester Penitentiary and two years of 
probation. Later in the day Judge Wins- 
low decided that his first decision of a 
suspended sentence would stand, but in 
addition the defendant is to pay a $1,000 
fine. 

Assistant District Attorney Blake, in 
reviewing the case, told the court that 
Lamot had helped the government con- 
siderably more than any of the other 
defendants, and for this reason the court 
should show him some leniency. Lamot, 
it will be recalled, was caught as he came 
off the Lapland on Nov. 7 of last year, 
and with several customs agents agreed 
to deliver the packages of diamonds 
which had been given to him in Antwerp. 
Several packages were delivered to 
Adler in the presence of these customs 
agents, and immediately the Sixth Ave. 
haberdasher was arrested. Later Lamot 
delivered several packages to a Mrs. 
Scholes in Brooklyn, who, it was learned, 
was receiving these packages without 


the knowledge of her husband or son, 


and was really acting as a “go-between” 
for the shippers in Antwerp and the re- 
ceivers in this country. Shortly after 
they were delivered to Mrs. Scholes, Mr. 
Blake claimed Goldberg and Frank ap- 
peared at her apartment and were given 
the package of diamonds. They were 
immediately arrested by Federal agents, 
and after several weeks Goldberg and 
Frank pleaded guilty to conspiracy. 

According to Assistant District Attor- 
ney Blake, Frank was the biggest of the 
smugglers, and it is claimed admitted 
that he had received over $100,000 in 
diamonds from abroad on which no duty 
had been paid. After Frank’s arrest, 
Mr. Blake told the court that this de- 
fendant was always ready to give in- 
formation of value to the government 
and other assistance. It was through 
information given by Frank, according 
to Mr. Blake, that B. Bartnowsky, the 
Antwerp diamond dealer, was arrested 
as he arrived at Rouses Point, N. Y., 
several weeks ago. Before he could be 
arraigned, however, in the United States 
District Court for the Southern District 
of New York, he committed suicide in a 
rooming house in Brooklyn. 

Goldberg was also a large receiver of 
these smuggled goods, while Adler was 
probably the smallest of the group, 
stated Mr. Blake. The fact, however, 
that he chose to go to trial, and accord- 
ing to Judge Winslow, because he told 
a preposterous story of being “framed” 
by the customs authorities, the court felt 
that it could not be too lenient. For this 
reason this defendant received the long- 
est sentence of the group. 

After sentences had been imposed, 
Frank’s attorney made a plea for a 
lesser sentence, but Judge Winslow re- 
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fused to change his decision unless 
Assistant District Attorney Blake would 
make some recommendation. When Mr. 
Blake felt that he would not make any 
suggestions, Judge Winslow urged that 
the attorneys and Mr. Blake confer 
and return to the court at two o’clock. 
At that time they again appeared, and 
Judge Winslow informed them that his 
original decision of a suspended sentence 
would stand. The decision was made in 
spite of the fact that Frank was con- 
sidered the biggest smuggler of the 
group, but because this defendant aided 
the government and also showed by 
medical certificates that he is a sick 
man, the court felt that leniency should 
be shown. 

The conviction and sentencing of these 
men is a signal victory for Assistant 
District Attorney Blake and the Ameri- 
can Jewelers’ Protective Association. 
For months Mr. Blake has worked in- 
cessantly and has undoubtedly dealt a 
severe blow to the so-called ring of dia- 
mond smugglers. Through confessions 
made by several of the defendants, Mr. 
Blake is in possession of valuable infor- 
mation which will assist him in future 
prosecutions, and the fact that he pos- 
sesses this information will undoubtedly 
cause those intending to continue their 
operations to hesitate before they make 
future shipments to this country. 

It was upon original information fur- 
nished by the American Jewelers’ Pro- 
tective Association that Lamot was ar- 
rested as he came from the steamship, 
and the fact that Lamot was caught was 
considered a big achievement, in that he 
was a carrier, and it was through his 
cooperation that the actual receivers 
were caught. 








Burglars Saw Way Into Worcester, 
Mass., Jewelry Store and Get Loot 
Valued at About $2,000 


WORCESTER, MAsSs., March 25.—Jewel- 
ry said to be worth more than $2,000 
was stolen early today in a break at the 
R. A. Lohnes store, 31 Pleasant St., by 
robbers who sawed their way through 
a partition from an adjoining store. The 
robbery appeared to be the work of 
professionals. 

The break was discovered by Patrol- 
man James F. King, who found a rear 
window forced in the hat store of Mrs. 
C. E. Gallagher at 29 Pleasant St. In- 
vestigation revealed that the thieves had 
entered a washroom and sawed out a 
hole 16 by 13 inches to admit them. 

The missing loot included a quantity 
of watches, bracelets, fountain pens, 
emblems, jeweled buckles, necklaces and 
rings. The big safe in which the more 
valuable jewelry had been placed was 
not touched. 








A firm in Copenhagen, Denmark, is 
in the market for jewelry including 
sleeve links, according to the Bureau of 
Foreign and Domestic Commerce. Their 
File No. 30271 covers this request and 
further information will be given by the 
Bureau at Washington, D. C., or its 
branches if this number is mentioned. 
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Death of Manuel Berger 





Charlotte, N. C., Jeweler Dies Suddenly 
from Attack of Heart Trouble 


CHARLOTTE, N. C., March 26.—Manuel 
Berger, a prominent Charlotte jeweler, 
died suddenly today of heart trouble. 

Mr. Berger was a son-in-law of Jacob 
Bennett, Norfolk, Va., and had been as- 
sociated with him in business for 18 
years. In 1925 he took over the business 
here formerly conducted as a branch of 
the Jacob Bennett business at Norfolk. 
in January, 1927, the business was in- 
corporated as Manuel Berger, Inc., un- 
der North Carolina laws. 

Mr. Berger had been in ill-health for 
some time. His death followed a relapse 
on March 24 after he was considered 
practically well. Funeral services and 
interment were in Norfolk on March 27. 

Mr. Berger was one of the leading 
citizens of Charlotte. He was a Ki- 
wanian and a member of the American 
Legion. He was also a 33rd degree 
Mason and a Shriner and head of the 
King Solomon Club of Excelsior Lodge, 
A. F. & A. M. He was a member of 
the reformed Jewish Synagogue here. 

Mr. Berger was popular as a dramatic 
artist. He took part with credit in many 
entertainments for benefit of public in- 
stitutions and charity. 

Surviving are his widow, who was 
formerly Miss Elsie Bennett of Norfolk, 
and a daughter, Lorraine, who is a 
student at the Charlotte High School. 








Death of H. W. Anderson 





Secretary of Ewing Bros., Atlanta, Ga., Dies 
Suddenly at Orlando, Fla. 


ATLANTA, GA., March 24.—Hubert W. 
Anderson, secretary of Ewing Bros., 
wholesale jewelers, and one of the lead- 
ing jewelers in the Southeast, died sud- 
denly on Friday, while at Orlando, Fla. 

Mr. Anderson, who was 52 years old, 
had just arrived in Florida for a two 
weeks’ vacation and fishing trip, and 
was staying at the home of his sister, 
Mrs. O. G. Wolcott, near Orlando, when 
he suffered a heart attack that proved 
to be fatal within a short time. 

Born in Covington, Ga., Mr. Anderson 
was educated in the public schools of 
Atlanta, and later attended the South- 
ern Business College. For a number of 
years he was engaged in the hotel busi- 
ness in Atlanta and Savannah, but soon 
entered the retail jewelry business, ac- 
cepting a position with the Brodnax 
Co., Memphis, Tenn., where he was 
located for a number of years. Coming 
back to Atlanta, he became associated 
with the well-known firm of Maier & 
Berkele, where he remained for a period 
of 14 years, leaving in 1924 to accept the 
position of secretary for Ewing Bros., 
wholesale jewelry house. He had been 
a member of this firm four years at the 
time of his death in Florida. 

In addition to being an expert on 
credits and catalog work, Mr. Anderson 
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was one of the best known diamond 
experts in the southern jewelry trade. 

Mr. Anderson was a member of the 
Atlanta Rotary Club, which he served 
as its first president; of the Atlanta 
Athletic Club; of the Atlanta Chamber 
of Commerce; of Palestine Lodge F. & 
A. M., and of the Church of Our Savior, 
of which he was a vestryman. 

The body was brought back to Atlanta 
for funeral services and interment. 








Death of E. W. Spier 





New York Importer and Manufacturer of 
Jewelry Novelties Passes Away at His 
Home at Enfield, Conn. 


E. W. Spier, a member of the firm of 
Lippman, Spier & Hahn, importers and 
manufacturers of jewelry and novelties, 
8 W. 30th St., New York, died last Mon- 
day morning at his home at Enfield, 
Conn. The funeral services were held 
yesterday afternoon (Wednesday) after 
THE JEWELERS’ CIRCULAR had gone to 
press. Burial was made in Enfield 
Cemetery. 

Mr. Spier had been in poor health for 
about a year but had remained active in 
business. When he passed away in his 
Connecticut home he was surrounded by 
his family. 

E. W. Spier was born in Alsace- 
Lorraine, and was about 73 years old at 
the time of his death. He was brought 
to this country by his parents at the age 
of about three years and the family 
settled in Vermont. He received his 
education in Vermont and after leaving 
the Philips Exeter Academy, came to 
New York as a youth and obtained his 
first position in the jewelry trade with 
Bottstein & Co. Later he became 
affiliated with Stone Bros., and about 
28 years ago, with his other partners, 
formed the present firm of Lippman, 
Spier & Hahn, which concern has con- 
tinued ever since. Mr. Spier had spent 
about 50 years of his life in the jewelry 
trade. 

Deceased is survived by his widow, 
one daughter, one son and two grand- 
children. 








Burglar Alarm Foils Attempt to Rob 
Newark, N. J., Jewelry Store 


NEWARK, N. J., March 28.—A burglar 
alarm foiled an attempt—the second in 
three months—to force the safe in the 
offices of Samuel Marsh, jeweler at 188 
Market St. 

Removing the molding from around 
the glass door panels, burglars lifted out 
the pane, causing an alarm to flash in 
the office of the Newark District Tele- 
graph Co. Apparently unaware of this 
they continued their work and forced 
the wooden panel used to disguise the 
safe. This set off another alarm which 
rang inside the office. The intruders 
fled escaping just as the detectives ar- 
rived at the building. 

Before entering the jewelry offices on 
the second floor they had removed the 
glass door panels from four other offices 
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on the third floor. The police believe 
they had miscalculated the location of 
the jewelry shop as nothing was is. 
turbed in the other offices. 

About three months ago burglars 
forced the safe in Mr. Marsh’s office ang 
got away with jewelry valued at $20,009, 








May Gain His Liberty 





First Step Taken to Free Harry A. Cohn 
Who Has Been Serving Term in 
Sing Sing 
The first move to free Harry A. Cohn 
who was convicted in April, 1926, of 
grand larceny in the first degree and 
who was sent to Sing Sing Prison for a 
term of from three years, six months to 
eight years, was made last week when 
Governor Alfred E. Smith commuted 
Cohn’s sentence in order to allow him 
to appear before the Parole Board at its 

March meeting in Sing Sing Prison, 

While the vperations of Cohn and his 
co-conspirators involved jewelry worth 
over $1,000,000, his application for a 
parole, it is understood, will not be op- 
posed by those who prosecuted him. It is 
pointed out that while Cohn helped in 
the prosecution of his co-conspirators, 
he was informed at the time by the at- 
torneys that they would not aid him 
while in prison, but, on the other hand, 
they would not oppose any move he 
made for a parole, providing he had 
served a reasonable length of time. It 
is now felt that Cohn has served a sen- 
tence which will prove a good lesson to 
him and for that reason, as far as could 
be learned, no opposition to his plea for 
a parole will be made. 

Cohn was a public accountant but for 
some time posed as a jeweler and in this 
manner was able to obtain jewelry on 
memorandum from David I. Rogow and 
Felix B. Vollman. Instead of selling 
this jewelry, as he represented he would, 
to the men from whom he secured it on 
memorandum, he would turn it over to 
Harry and Alex Arnow, who, in turn, 
disposed of it at prices far below its 
actual value. His operations finally in- 
volved him to such an extent that Cohn 
decided to leave town but was finally 
located in Newark, N. J., from which 
city he was returned. 

For months examinations were con- 
ducted by E. S. Greenbaum of Green- 
baum, Wolff & Ernst, representing the 
National Jewelers Board of Trade and 
other individuals in the industry, and 
as a result, some of the jewelry was re- 
covered. The Arnow brothers were 
finally apprehended and after being con- 
victed, were sent to Sing Sing Prison. 

According to reports coming from Al- 
bany, the governor announced that he 
was commuting the sentence of Cohn 
on the “urgent recommendation of a for- 
mer United States District Attorney for 
the Southern District of New York 
(Emory R. Buckner), who states he ren- 
dered valuable service to the United 
States in connection with other trans- 
actions.” The sentencing judge, it 18 
also understood, recommended the ac- 
tion. 
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John Kelso, of Dorrance St., was a 
business visitor in Boston last week. 


Edgar M. Docherty, of William C. 
Green Co., accompanied by his son, is 
at Pinehurst, N. C., for a few weeks. 

Max Kestenman, of the Kestenman 
Bros. Mfg. Co. was registered at the 
Breslin in New York the past week. 


The unredeemed pledges of watches, 
diamonds and jewelry of the National 
Loan Co., 109 Washington St., are being 
sold this week. 

A party consisting of George F. Saw- 
yer, Edgar W. Martin and E. L. Free- 
man left last week on a three weeks’ 
vacation trip to Porto Rico. 

Gregor Krichbaum, representing L. 
Krichbaum & Co., was in New York and 
vicinity last week in the interests of 
that concern. 

The April meeting of the directors of 
the Manufacturing Jewelers’ Board of 
Trade will be held at the Turks Head 
Club on Friday, April 20. 

Frank J. Killian, formerly with How- 
ard D. Wilcox, Woolworth building, is 
now located for himself at 140 Wash- 
ington Ave. 

A dividend on the capital stock of the 
Nicholson File Co. has been declared 
payable April 2 to stockholders of record 
of March 21. 

Mr. and Mrs. Walter R. Callender 
sailed for Europe on the steamship 
Paris last week after a few days’ stay 
in New York City. 

H. Payton & Co., Inc., this city, have 
announced that Samuel Kierski, 704 
Market St., San Francisco, is its new 
representative in that territory. 

William F. Almy et ux have given a 
mortgage for $600 to the Providence 
Mortgage Corp., on lot and buildings on 
the northerly side of University Ave. 

Pierce & Gaetz, Inc., 42 Weybosset St., 
have been given the contract for the 
erection of a one-story addition, 26 by 
47 feet, to the plant of the Clark Lighter 
Co., Inc., at North Attleboro. 

The Cleinman Son Co., Inc., was fined 
$20 and costs through its attorney last 
week after he entered a plea of nolo 
before Judge Hahn in Superior Court, to 
a charge of employing a minor. 

The stock and fixtures in the Hope 
Jewelry Co., 17 Empire St., will be sold 
at auction at mortgagee’s sale next 
Tuesday at 12 o‘clock under mortgage 
given July 15, 1925, by Louis Feingold. 

Lachappelle & McDowell, 86 Weybos- 
set St., have the contract to build a one- 
story brick addition, 20 by 51 feet, to the 
plant of the Specialty Products Co. on 


Gordon Ave., at an estimated cost of 
$6,500. 
Horace M. Peck, secretary of the 


Manufacturing Jewelers’ Board of 
Trade, who was appointed recently as 
temporary receiver for the Chapin-Hol- 
lister-Stone Co., manufacturing jewelers 
this city, was made permanent receiver 
at the hearing a few days ago. 
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The first meeting of the creditors of 
DiMeo Bros. Co., Inc., manufacturing 
jewelers, will be held before Referee in 
Bankruptcy George J. Sheehan, 802 In- 
dustrial Trust building, March 27 at 11 
o’clock, when claims may be proved and 
a trustee appointed. 

Property of the D & S Jewelry Co., 
54 Page St., that was in the possession 
of Mrs. N. Palumbo, 22 Dallas St., as a 
home worker, was stolen by thieves who 
broke into the house. The property 
was recovered later in possession of two 
men arrested for another break. 

Benjamin Brier of the Brier Mfg. Co., 
is heading the group that is planning 
the building of a garage and bus ter- 
minal at the corner of Eddy, Friendship 
and Dorran Sts. This was property 
was transferred to Mr. Brier et al last 
week by whom a mortgage of $175,000 
was given. 

Samuel M. Magid and the Brier Mfg. 
Co. have deeded to the Nemo Realty Co. 
the lots and buildings at Richmond St. 
and Tallman’s Lane and Eddy St. on 
which the new building for the Brief 
Mfg. Co. and the Little Nemo Co. is be- 
ing erected and on which the work is 
being rapidly pushed. 

Z. Berberian Co., 174 Chestnut St., 
has purchased the stock and good will 
of the Eastern Asbestos Co., of Provi- 
dence, which is going out of business. 
The Berberian Co. hereafter will con- 
fine its business in this line to the sale 
of billboards, magnesia sheets and 
blocks, and rock hard asbestos. 

Designs for four bronze plaques to be 
placed on the memorial for soldiers and 
sailors of the World War that is being 
erected in Providence, have been ap- 
proved and the Gorham Mfg. Co. will 
cast them at its bronze foundry here 
through a sub-contract let by Young & 
French, contractors for the memorial. 
The cost of the plaques is included in 
the appropriation for the memorial of 
$200,000. 

Gifts of $100 each to the Woonsocket 
Hospital and the Jewish Orphanage in 
Providence are provided for in the will 
of the late Harris Fellman, retail 
jeweler of Woonsocket, which was pre- 
sented in Probate Court in the latter 
city the past week. Employees of H. 
Fellman & Sons, Inc., who are not re- 
lated to Mr. Fellman and who have been 
employed by the company for five years 
were each given $50. A son, Louis S. 
Fellman, was named executor in the 
will. 








Florida Notes 


An auction sale was recently con- 
ducted by the jewelry store of F. N. 
DeHuy & Son, N. Woodland Boulevard, 
DeLand, Fla. The DeHuy concern is 
one of DeLand’s oldest established in- 
dustries, having been in the jewelry 
business since 1873. 

The Du Bose Jewelry Co., Vero Beach, 
Fla., has been granted a charter to en- 
gage in the jewelry business. The con- 
cern is beginning with 50 shares of 
stock, with par value $100 each. The 
board of directors is composed of J. C. 
DuBose, O. L. DuBose and A. E. DuBose. 








Mr. and Mrs. Charles E. Riley have 
returned to their home from a trip 
through Florida. 

Donald A. Barrows, who has been 
confined to his house by illness for the 
past three weeks, is slowly convalescing. 


Russell T. Beaumont, who is in the 


manufacturing jewelry business. in 
Attleboro, was married last week to Miss 
Ruth M. Henshaw of this place. 


Theon S. Curtis of this town was one 
of the managers of the successful cam- 
paign recently conducted at Woonsocket 
for a $100,000 fund for the new Masonic 
Temple. 


Definite assurance was given the North 
Attleborough Hotel Co. the past week 
by the architect and management of the 
new Hixon that the hotel will be com- 
pleted and ready for opening on April 
14 as planned. 


The Paye & Baker bowling team took 
all three strings from the Plainville 
Stock Co. the other night at the Ana- 
wam alleys. J. Noble Shaw was the 
high man of the match with a three 
string total of 291 and a high single 
of 111. 

Chairman H. Alton Hall, a member 
of the Board of Selectmen for 13 years, 
was defeated at the annual town meet- 
ing last week. Three selectmen elected 
were Donald A. Barrows, Frank M. 
Maxcy and Frederick E. Sturdy in the 
most spirited election held in this town. 


Mr. and Mrs. Bertram Lenzen were 
the recipients of numerous gifts together 
with congratulations of their many 
friends on the occasion of their 55th 
wedding anniversary the other evening. 
A family reunion was held at which 
their seven children and their families, 
including 10 grandchildren and four 
great-grandchildren were present. 


Because of increased business, the 
Mandalian Mfg. Co. has found it neces- 
sary to add to its floor space in the 
Manufacturers’ Bank building and has 
taken over the quarters formerly oc- 
cupied by the H. D. Merritt Co. The 
Mandalian Co., which is one of the larg- 
est employers of labor in this town, is 
especially busy on a new mesh bag. 








Fall River, Mass. 





David H. Silevitch, retail jeweler of 
227 Washington St., and Miss Tillie 
Gross of Providence, were granted a 
marriage license in the latter city the 
past week. 


The Gifford jewelry store, 36 N. Main 
St., which is now conducting a discon- 
tinuance sale, was established in 1836 
by the present proprietor’s grandfather, 
Ellis Gifford, and is the oldest retail 
store of any description in this city. Mr. 
Gifford, the present owner, states that 
he has no plans for the immediate 
future. 























Mr. and Mrs. Charles E. Huggins vis- 
ited in Washington, Philadelphia, Atlan- 
tic City and New York for eight days. 


Frank A. Andrews has been elected 
to the board of governors of the Boston 
City Club. The office is for three years. 

Mr. Mansfield of the Farrington Mfg. 
Co. has gone on a tour through Europe, 
where he expects to acquire new designs 
for jewelry cases, etc. He will visit 
Spain, Italy, Switzerland, France and 
England. 

Modern pewter in Colonial Era design 
and Chanel jewelry made two attractive 
displays in the windows of the Thomas 
Long Co. Display is a fine art in this 
city, and the Long company’s window 
dressers are among the foremost ex- 
ponents hereabouts. 

The rafters of the Elks Hotel rattled 
with the hilarity of the Maximus Club 
members during the dinner of that or- 
ganization March 21. The company was 
comparatively small, only 41 souls, but 
they made up in volume of sound what 
they lacked in numerical strength. The 
guest of the evening was William Har- 
ber. William R. Tuttle, president, was 
in the chair, and made an ideal host. 
Magicians and dancing girls after the 
dinner kept the diners wondering and 
admiring up to a very late hour. The 
club is composed of employees of the 
Smith, Patterson Co. 








Allentown, Pa. 





Carson W. Bartholomew, Palmerton 
jeweler, played with the Allentown band 
at its Sunday concert in the Tyric The- 
ater, when Milton J. Cross, WJZ an- 
nouncer, was the guest soloist. 

Jewelers Paul M. Koehler, Faust & 
Landes and A. C. Hoover & Bro. were 
among those who subscribed their quota 
to the fund for the putting across of the 
100,000 Jubilee” in May. 

Local jewelers are already dressing 
their windows in appropriate settings in 
anticipation of a satisfactory Easter 
jewelry business. Considerable news- 
paper space is also being used by some 
of the leading jewelers. 

Robert J. Beitel, Jr., son of Jeweler 
“Bob” Beitel, of Catasauqua, and a 
Senior in the Pennsylvania College of 
Optometry, Philadelphia, returned to re- 
sume his studies after several days’ 
sojourn at the home of his parents. 

A silver loving cup will be awarded to 
the boy or girl who will make the best 
showing in any Agricultural club under 
the auspices of the Carbon County Farm 
Bureau during the season of 1928. The 
cup will be awarded by Jeweler Fred W. 
Rex, who is past president of the Lehigh- 
ton Chamber of Commerce. 

Mrs. Ethel Vogt, wife of Charles Vogt, 
the jeweler, 826 Hamilton St., gave a 
very comprehensive talk on the “Use 
and Abuse of Fountain Pens” at the Mon- 
day dinner meeting of the Quota Club 
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held at the Hotel Allen. Mr. Vogt has 
charge of the pen and pencil department 
of the jewelry store and his wife has 
proved a very able assistant. 

Melvyn D. Pugh, the Northampton 
jeweler and cptometrist, who is likewise 
gifted as a vocalist, is taking a leading 
part in the Ampton Club minstrel show 
which is being presented in the Lyric 
Theater, Northampton, this week. Mr. 
Pugh is a member of the club quartet 
which will make its début at this year’s 
minstrel show. 

The following traveling men are call- 
ing on the trade in this locality: Frank 
H. Lodge, with Waterbury Clock Co., 
New York; K. Eldredge, Derby Silver 
Co.; Benjamin L. Steig, International 
Sheffield Works, Inc.; George L. Craig, 
with Watrous Mfg. Co.; Raoul P. Silber- 
nagel, Sussfeld, Lorsch & Schimmel; E. 
H. Bingham, Western Clock Co.; Arthur 
Viet, B. & L. Viet, Inc., and Philip Par- 
dee, Towle Mfg. Co. 

Funeral services for Mrs. Susanna 
Dotter, widow of H. S. Dotter, were held 
Monday evening, March 19, at the resi- 
dence of her son, Jeweler Harry J. Dot- 
ter, on South First St., Leighton. Rev. H. 
M. Snyder, of Bethany church, officiated. 
On Tuesday morning the funeral cortége 
left on the 7.26 o’clock train via Central 
Railroad for Annville, Pa., where inter- 
ment was made. Deceased was 84 years 
of age and is survived by one son, Jeweler 
Harry J. Dotter, with whom she resided, 
and one brother, Edward Doyle, of Read- 
ing, Pa. 

Through the courtesy of Arthur E. 
Keller, of the jewelry firm of E. Keller 
& Sons, 711 Hamilton St., the Salem 
Chancel Choir has been afforded the op- 
portunity of placing a diagram for the 
coming Giovanni Martinelli concert in the 
jewelry store. The jewelry store is cen- 
trally located, making it very convenient 
for patrons to purchase tickets and make 
reservations. Robert A. Melchoir, a mem- 
ber of the choir and an employee at Kel- 
lers, has charge of the diagram. 











Charles H. F. Richards left March 20 
for a three-weeks’ southern trip. 


Emerson Goodnough, Louisville, is 
spending a week with relatives in this, 
his former home. 

Frank L. Martin has gone to Chicago 
to take a position in a large jewelry re- 
pair establishment. 

The automobile of Allen Dove, travel- 
ing salesman for Saul L. Solomon, was 
in a collision with another auto last 
week, but he escaped injury. 

Amos Pardee, who left Lancaster sev- 
eral years ago, has written to a sister 
from England under date of March 10, 
saying he was about sailing for South 
Africa to try his luck in the newly dis- 
covered .diamond district. 

Over 300 persons attended the sale on 
March 22 of antiques belonging to the 
estate of the late Metzger sisters. ‘The 
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collection of old china was particularly 
fine and brought high prices. Some fine 
silverware also went under the hammer, 

An interesting talk on watches was 
given at a meeting last week of the Lan. 
caster Quota Club by John J. Bowman 
of the Bowman Technical School. He ex. 
hibited American and _ European 
watches, showing their development 
since 1696. 

At a meeting last week of Alpha 
Chapter, Beta Sigma Fraternity, three 
new members were elected, Robert Rus. 
sel, Coatesville, Pa.; Alfred Jefferies 
Frosburg, Ind., and Richard Bowser. 
Ford City, Pa. Plans were made for . 
“smoker” on Friday evening, March 30. 

A sensation was created here last 
week by the virtual merger of the 
Farmers’ and the Peoples’ Trust compa- 
nies, making one concern, to be the Far- 
mers’ Trust Co., with a capital of $18- 
000,000, and in addition with trust funds 
of over $6,000,000. Charles F. Miller, 
president of the Hamilton Watch Co., is 
first vice-president of the Peoples’ 
Trust Co. 

Among recent trade visitors here were 
the following: B. F. Watson, Cameron, 
W. Va.; Eugene M. Geiger, of E. Kel- 
ler & Sons, Allentown, Pa., a former 
student of the Bowman _ Technical 
School; Frederick Heisler, Sussfeld, 
Lorsch & Schimmel, New York; Joseph 
B. Bechtel, of J. B. Bechtel & Co, 
Philadelphia; William Brill, Elgin Na- 
tional Watch Co., Elgin, Ill.; Harold S. 
King, of Lederer Bros., Providence, 
R. I.; E. W. Bingham, Western Clock 
Co., La Salle, Ill.; S. P. Wilbur, manager 
Philadelphia office Dennison Mfg. Co., 
and H. M. Bryson, of the New York 
office. 








Atlanta 





S. J. Higgins, of Canton, Ga., was 2 
visitor in Atlanta during the week. 

Leal Scheff, the son of J. J. Scheff, 
with Ewing Bros., wholesale jewelers, 
was recently appointed a member of the 
Legion of Honor in the Order of De 
Molay, the highest honor bestowed by 
the organization. 

Work has been practically completed 
on the new store of the Timms Jewelry 
Co., across from the M. Rich & Bros. 
store on Broad St., and the company ex- 
pects to be able to move in a short while. 
It is now holding a special sale prepara- 
tory to moving. 

For the first time in the history of At- 
lanta a leading jewelry store sponsored 
a local radio program when the firm of 
Maier & Berkele on Tuesday evening, 
March 20, sponsored a special program 
over WSB, the Atlanta Journal’s well 
known broadcasting station, in announc- 
ing the opening of its new store on 
Peachtree St. The program introduced 
a new star to Southern radio fans in the 
person of Geraldine Edgar Siegler, 4 
concert violinist and soprano of interna- 
tional distinction. Mr. Maier, who 1s 4 
keen radio enthusiast, chose WSB as the 
best medium for announcing the opening 
of his new store. 
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G. C. Pauls, of Pauls, Jewelers, has 
recently obtained a certificate of junior 
watchmaker from the Horological Insti- 
tute of America, having successfully 
passed an examination. Mr. Pauls states 
it is his opinion that every watchmaker 
in the country should do the same. He in- 
tends to take the “certified” examination 


later. 

Veily, Heller & Wachwitz, manufac- 
turing jewelers of “G” St., are making 
high grade jewelry. They do all their 
own designing and manufacture at their 
establishment. They have been in busi- 
ness for over a year, and employ seven 
persons. M. Wachwitz, designer, has 
just returned from New York city. Mr. 
Heller expects to leave soon on an ex- 
tended Southern trip in the interest of 
the firm. He will go to Maryland and 
different points in North Carolina. 


Dr. George T. Warren, manager of 
the optical department at Castleberg’s, 
is perfecting a new instrument for diag- 
nosing muscular inbalances of the eyes, 
which is making quite a hit with local 
optometrists. The matter of obtaining 
a patent is pending. In the meantime, 
Dr. Warren is exhibiting it to those who 
wish to see its wonderful focus, which 
appears entirely different to the ordinary 
methods of eye-testing. The customer 
looks through two different colored 
glasses and sees a red and a green horse 
shoe on a screen. By adjusting the in- 
strument it is possible to see either the 
green or the red at one time, or both. 
Dr. Warren states that Joe Castleberg, 
the last of the Castlebergs, owners of 
the store, after having been in New 
York for several months, has now joined 
the personnel of the Washington store. 
H. K. Hough, of Chester, S. C., is now 
of the sales force, Mr. Hough having 
been in business for himself in Chester 
for about 15 years. 


Much interest has been displayed the 
past week by all merchants of Washing- 
ton over the sensational hearings held 
at the Capitol in behalf of the Welch 
bill, which provides for large increases 
in salaries of government clerks. The 
first day of the hearing, about 2,000 
government employes stormed the Capi- 
tol, led by Mrs. Margaret Worrell, a 
woman attorney in the employ of the 
government. The board and governors 
of the Merchants and Manufacturers 
Association unanimously passed a reso- 
lution favoring the Welch bill. Follow- 
ing this action, the Washington Chamber 
of Commerce adopted a resolution, urg- 
ing that government workers be paid on 
a scale equal to that pafd by commercial 
firms. The committee, the chairman of 
which is Isaac Gans, stated that testi- 
mony had been presented to Congress in 
proof of the contentions that the rates 
of government compensation to federal 
employes is less than the rates paid by 
other large employers. If the bill is 
passed, it means approximately $35,000,- 
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000 annually will be added to what is 
now in circulation. 











Henry Hausmann of Hausmann, Inc., 
is now convalescing from an operation 


for tonsilitis. He is expected to be back 
the first of the month. 

David and Harry Miller of Miller 
Bros. Co., Canal St. jewelers, have just 
returned from Chicago where they spent 
a week attending the convention of the 
National Credit Jewelers Association. 

Louis Hausmann, president of Haus- 
mann, Inc., returned from New York on 
Wednesday, March 14, where he spent 
two weeks on business and pleasure. The 
Royal Italian Ambassador, Nobile Gia- 
como de Martino, was entertained at a 
banquet at the Roosevelt Hotel, and was 
presented with a sterling silver plaque 
by the citizens of New Orleans, which 
was furnished by Coleman E. Adler. He 
was later entertained at another func- 
tion at the Italian Hall by the Italians 
of New Orleans and was presented with 
a sterling silver desk set, which was fur- 
nished by Hausmann, Inc. 

While Gabe Hausmann of Hausmann, 
Inc., 730 Canal St., was attending a 
banquet of former students of the Mc- 
Donogh School No. 18, held March 20 
at the Roosevelt Hotel, he was presented 
with a large basket of flowers. On top 
of the handle was a stork with a little 
boy dangling from its bill. Those who 
attended the banquet joked and poked 
fun at one another and called nicknames 
that no one seemed to have forgotten 
over the span of years. The banquet 
hall was arranged with desks, black- 
boards and a map, and otherwise made 
to look like an old schoolroom. Very 
shortly after Mr. Hausmann had left 
the banquet hall he received the news 
that his wife had given birth to a son. 
The baby has been named Gabe, Jr., and 
just missed by an hour being born on 
the 60th birthday of Gabe’s brother, 
Louis. Gabe Hausmann is now receiv- 
ing congratulations from all sides. He 
also has two daughters, one .15 and 
one six. 

A commission salesman, it is reported, 
admitted to the police that he had re- 
cently attempted to rob his own safe of 
jewelry worth $3,000. He is charged on 
five accounts of embezzlement in the 
Criminal District Court, and it is under- 
stood that part of the jewelry has been 
recovered from loan offices and pawn- 
shops. A janitor working in the build- 
ing found the door of the man’s office 
open when he reported for work one 
morning recently. Upon investigation he 
discovered that the safe was rifled and 
immediately called the police. The sales- 
man was summoned, and on investiga- 
tion informed the authorities that $3,000 
in rings and diamonds belonging to his 
customers were missing. None of the 
loss was covered by insurance. Ques- 
tioned by Captain James Glynn at de- 
tective headquarters, the salesman de- 
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clared he believed the thief or thieves 
got the combination of the safe from 
a slip of paper in his safe. Later, how- 
ever, it is claimed by the police that the 
man admitted he had committed the rob- 
bery himself. 








Ohio Notes 


Jack Art, well known Canton credit 
jeweler, has disposed of the clothing end 
of his business and in the future will 
confine his energies to merchandising 
jewelry exclusively. 

Walter Dueble, Canton jeweler, who 
has for several months been touring in 
Europe is expected back in the United 
States soon after April 1 and will be 
back at his desk in his store immediately 
following his return. 

Ten Canton retail jewelry stores 
joined with 50 other merchants in stag- 
ing a three-day spring style exposition. 
It has been only in recent years that 
jewelers have taken part in the annual 
style exposition. 

Canton jewelers have pledged their 
support to Jack Moore, secretary of the 
Ohio Retail Jewelers Association, with 
headquarters in Akron, to the effect that 
they will attend the annual convention 
sessions this year and have pledged 
financial support to the undertaking. 

Mr. and Mrs. M. Schusterman, Mr. 
and Mrs. Morris Pollock of Zanesville, 
attended the national convention of the 
National Credit Jewelers Association at 
Chicago recently. Mr. Schusterman is 
manager of the Roberts Jewelry Co. and 
Mr. Pollock is a partner in the Pollock 
Bros. Jewelry Co. 

Seores of floral baskets were received 
in the jewelry and gift departments of 
the new’M. O. Neil Co. department store 
opened to the public recently. The 
jewelry departments occupy a wide area 
of the main floor and the gift and favor 
sections are located on the mezzanine 
floor. Many new lines have been added, 
which the store did not merchandise in 
the old location. The jewelry depart- 
ment sales and buying staff has been 
greatly augmented in the new store. 

Slight improvement in retail sales in 
the Akron-Canton Youngstown area is 
reported with the advent of warmer 
weather and business in general has 
been benefited. Industrial conditions 
continue to improve and there is every 
indication that the pre-Easter trade will 
be very satisfactory. May looms as a 
big month and June, retailers say should 
return them the greatest profit in recent 
months. There has been a quickening 
in demand for diamonds in recent weeks 
and several stores in this area have been 
promoting special diamond sales. Gift- 
wares have been moving better and there 
has been little change in silver and crys- 
tal which lines have been inactive since 
the holidays. 











The firm of Jung & Voelkel, Inc., Mil- 
waukee, Wis., have been capitalized at 
$10,000. The incorporators are Henry 
Jung, Viola Jung and Ralph Voelkel. 
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Editorials 





Another Bill 
Asainst Sending 
Unsolicited Mer- 
chandise by Mail 


EWELRY 
J dealers, as 
well as_ the 
public at large, 
who have suf- 
fered by the practices of those concerns 
shipping unsolicited merchandise by 
mail, on the “buy-it-or-return-it” 
plan, will read with interest the an- 
nouncement made in the last issue of 
the proposed legislation in Congress 
to forbid the use of the mails for such 
purposes. The bill, which was intro- 
duced by Representative Watson of 
Pennsylvania, is directed principally 
at the makers of cheap jewelry, nov- 
elties and the like, who send their mer- 
chandise to dealers or consumers in 
the hope that the latter will fail to re- 
turn it and that by threats of a law- 
suit they can make the recipient pay 
for the same or at least pay the cost 
of returning. A similar bill, intro- 
duced on behalf of the Post Office De- 
partment in December, 1925, was 
beaten by the combined opposition of 
certain religious and charitable soci- 
eties and certain mail-order interests. 
The new measure exempts the relig- 
ious, charitable and eleemosynary so- 
cieties or institutions, but applies di- 
rectly to any merchandise sent by 
any person, firm or business concern. 
The bill, the text of which was pub- 
lished in full in the last issue, is now 
before the Post Office Committee of 
the House of Representatives, and 
those who are interested in having it 
passed should express their views di- 
rectly to the chairman of this com- 





mittee. 
Two Kinds of — oo 
: kinds of na- 
National tional adverti 
Advertising a 


ing and the 
jewelers who are supporting national 
advertising as a general proposition 
should not fail to learn the distinction 
between them. There is national ad- 
vertising which tends to develop a 
demand from the public for the prod- 
uct generally advertised while featur- 
ing a particular product and then there 
is another form of advertising which 
does nothing to develop the demand 
or enlarge the market but simply seeks 
to make the consumer, who is already 
a possible purchaser, buy the product 
advertised. The first kind of adver- 
tising benefits the industry; the sec- 
ond benefits only the manufacturer 
and those particular dealers who han- 
dle his product, at the expense of 
other manufacturers in this line and 





the dealers who handle the other 
products. 

We are glad to note that a large 
number of our far-seeing manufac- 
turers recognize this difference and are 
endeavoring to do something toward 
developing the market generally at the 
same time that they call their product 
to the attention of the public. But 
there are others who, through ig- 
norance or selfishness, simply seek to 
get as their share the largest number 
of customers that have already been 
created. The tendency of the adver- 
tising agent to play up to this line 
of advertising is to be deplored, be- 
cause prosperity that is built up en- 
tirely at the expense of a competitor 
does no good to the industry, and as 
far as the individual is concerned is 
based on no ‘permanent foundation. 
On the other hand, sales methods 
that tend to expand the industry as a 
whole; that give benefit to all retailers 
and other manufacturers by develop- 
ing public taste for a particular kind 
of article, result in a prosperity that 
is lasting not only for the advertiser 
and his dealer distributors but for 
those others who may be good cus- 
tomers for him in the future. 

Before giving unqualified indorse- 
ment to a proposition of national ad- 
vertising, retailers should study the 
advertising itself and see under which 
of the two categories it may come. 





E series of 
orders “to 
cease and 

desist” which 
the Federal 
Trade Commission has been issuing 
against members of the jewelry 
trade, mail order and catalog houses, 
sheuld have its effect on those care- 
less and indifferent merchants, who 
seek to sell imitation jewelry under 
fanciful or misrepresentative names 
and who loosely describe their mer- 
chandise in catalogs and advertise- 
ments. Many of these people desig- 
nate their merchandise under terms 
that are not only misleading but are 
downright falsehoods, referring to the 
articles under names of “gold,” 
“silver,” “platinum,” etc., when the 
same are only plated with these pre- 
cious metals and describing as 
“rubies,” “sapphires,” “emeralds,” 
“pearls,” etc., merchandise that con- 
tains nothing more than imitations of 
the gems named. The Federal Trade 
Commission has apparently adopted a 
policy to issue an order against any 


Misrepresentation 
of Quality, in 
Catalogs, Can Be 
Stopped 
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For 65 years— 


Uninterrupted service on 
high-grade jewelry manu- 
facturers’ merchandise 
and materials—for you! 


A ‘‘large order’’ filled un- 
falteringly for many years 
—yetit has been no task, 
so satisfactory have been 
our relations with our 
customers. 


WY 


Some want swift mail- 
order service on all 
quantities of jewelers’ 
merchandise,—others an 
infinitesimal part for 
watch or clock repairing; 
still others demand buta 
measure of interest in un- 
derstanding and filling 
their wants. 


All of them Know what it 
means to have square- 
dealing from a leading 
wholesaler—so they do 
business with Cross @ 
Beguelin. 


No matter what your vol- 
ume of business, we can 
serve youinthe same 
satisfactory way we have 
served all the others for 
65 years. 


Al fully-stocked material 
department 


Leading manufacturers’ jewelry 
products 


Swift Service 
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firm doing business in interstate com. 
merce that improperly uses terms com. 
monly employed to describe a rea] gem 
or precious metal or a condition of 
quality. And while the commission hag 
been lenient in a number of cases jn 
giving no publicity to the name of the 
party proceeded against, (where the 
defendant has openly acknowledged the | 
fault and offered immediately to stop 
the practice) the order to cease and 
desist has been issued, nevertheless, 
and any infraction of this order in the 
future, will, by the very stipulation 
which the defendant has had to enter 
into, make such defendant subject to 
penalties in proceedings in the Federal 
Court. 

As the legitimate jewelers have long 
suffered from improper terms and 
descriptions in advertising and cata- 
logs issued by unscrupulous mail order 
competitors, the fact that they have 
now a remedy against such illegitimate 
competition should be hailed with a 
great deal of pleasure. A proceeding 
before the Federal Trade Commission 
is a very simple matter and anyone 
can make a complaint by simply send- 
ing the offending literature to the com- 
mission with any evidence they may 
possess that the descriptions are im- 
proper or misrepresentative. The 
commission itself makes the investiga- 
tion and issues the complaint on which 
the proceedings are held. The original 
complainant is not involved. Shoulda 
jeweler want to take action, individu- 
ally, he can submit the matter him- 
self to the commission or have it sent 
through his local or state association 
or through such agencies as the Good 
and Welfare Committee of the Na- 
tional Jewelers Board of Trade. 

Under the circumstances, if unscru- 
pulous firms continue to represent 
their merchandise to the public in the 
manner described, it will be due to the 
inactivity and lack of spirit of the 
jewelers themselves who do not take 
the trouble to make the complaint and 
aid in gathering the evidence of the 
misrepresentation that is hurting 
their business. For if they wish to 
stop the condition, the remedy is at 
hand to do so. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 


reported for the past week: 
Selling Price. 
London U.S. Gov't New York 
Date Official Assay Bars Official 
March 2 26 5 5934 
ps 21 26% 5956 
59% 
59% 
595% 
595% 








The firm of Mitchell & McAfee, Cor- 
sicana, Tex., has been incorporated. 
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M. Brayer, formerly at 108 Delancey 
St., is now located in new quarters at 551 
Fifth Ave. : 

Fred Croselmire of the R & H Pilati- 
num Works is back at his desk after 
being confined to his home in East 
Orange with an attack of grippe. 

J. D. Ingber, importer of diamonds, 48 
W. 48th St., left recently on a purchas- 
ing trip to the European diamond mar- 
kets. 

The Rosen Diamond Setting Co., this 
city, was incorporated at Albany, N. bn 
last week with a capital of 100 shares 
common stock. 

The George H. Cahoone Co. has leased 
space on the 17th floor in the new Em- 
pire Trust building at 580 Fifth Ave. 
and expects to move before May 1. The 
concern is now located at 200 Fifth Ave. 

Frank Trewin of the Keystone Watch 
Case Co., 15 Maiden Lane, who has been 
confined to his home at Roselle, N. J., 
for many months, is reported to be im- 
proving in health though still unable to 
attend to business. 

The Tarac Corp. was granted a char- 
ter of incorporation at Albany, N. Y., 
last week, with authority to engage in 
the jewelry business in this city. The 
business was capitalized with 100 shares 
of common stock. 

Harry B. Rogers, New York repre- 
sentative for Kohn & Co., Newark, N. J., 
met with an accident which confined him 
to his home for many weeks. Mr. Rogers, 
however, has recovered sufficiently to be 
able to attend to his duties. 

Leo Elwyn & Co., Inc., dealers in 
jewelry, antiques and reproductions, 53 
W. 50th St., will move on or about April 
1 to their new building at 23 W. 55th St., 
where they will occupy the entire build. 
ing. 

Peter H. Metzler, the jewelry auc- 
tioneer of Columbia, S. C., is all smiles 
these days because his daughter-in-law, 
Mrs. Earl Metzler, recently gave birth 
to triplets at her home, 1054 Faile St., 
Bronx. 

The Acme Sterling Corp. is author- 
ized to deal in silverware and _ bric-a- 
brac, according to a charter of incor- 
poration issued at Albany, N. Y., last 
week, The business was capitalized at 
$20,000. 

Ben Lewis, for many years with Henry 
Baschcoff and Bernard West, is now rep- 
resenting the Schnelwar Mfg. Co., Inc., 
manufacturer of platinum mountings, 
74 W. 46th St. Mr. Lewis is calling on 
the trade in this city showing the con- 
cern’s line. 

Arthur C. McGie, representing Sykes 
& Strandberg, will leave the New York 
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office at 9 Maiden Lane on April 2 for 
a trip through the entire western terri- 
tory. Mr. McGie is to visit the trade in 
that section of the country in the inter- 
est of his concern and expects to be in 
Chicago the week of April 9. 

It was announced several days ago 
that the firm of Graubart & Bernstein, 
formerly located at 238 Grand S&t., 
Brooklyn, will hereafter be known as 
Grayson’s Jewelry Shop and will do 
business at 1716 Kings Highway, Brook- 
lyn. 

Sitzman, Gold & Posner, importers of 
diamonds and jewelry, formerly at 8 
Eldridge St., are now located in new 
quarters at 105 Canal St., where they 
have added a line of clocks, watches and 
silverware. Meyer Donchin, formerly 
with Aisenstein-Woronock & Sons, has 
charge of the new department for the 
concern. 

Hubert Heuer, vice-president of the 
Jules Jurgensen Watch Co., Bienne, 
Switzerland, is in this city and is making 
his headquarters at the office of Henry 
Freund & Bro., 20 W. 47th St. Mr. 
Heuer is planning to remain in the city 
for only a few weeks. This is his first 
visit here in five years and Mr. Heuer 
will be pleased to see his old friends. 

At the annual meeting of the stock- 
holders of the International Silver Co., 
held at 1 Exchange Place, Jersey City, 
N. J., on Thursday, March 22, the old 
board of directors were reelected with 
the exception of Burgoyne Hamilton, who 
resigned, and Craig D. Munson was 


elected in his place. The election of offi-. 


cers for the ensuing year was held at 
the directors’ meeting in Meriden, Conn., 
on Wednesday. 

The creditors of Henry Drimer, trad- 
ing as The Watch Shop, 757 Seventh 
Ave., and 114% Chambers St., held a 
meeting on ‘Tuesday, March 20, at the 
office of Goldman & Frier, 15 Maiden 
Lane, at which time an offer of settle- 
ment on the basis of 30 cents on the'dol- 
lar was made. The creditors “present 
accepted the offer, which is:payable in 
cash. The concern oweseapproximately 
$8,500, while the a , which consist of 
merchandise and fixtures, are valued at 
$3,500. 

It was announced tentatively last 
week that the annual beefsteak dinner 
of the Jewelers 24 Karat Club will be 
held on the evening of Tuesday, April 
17, at the Hotel Warwick, 54th St. and 
Sixth Ave. An excellent entertainment 


has been provided by the committee, 
which includes Fred Croselmire, chair- 
man; Julius Kaufman, Charles H. Co- 
nant, Charles Straehle and William F. 
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Lehrfeld. The dinner, which will be 
exclusively for members of the club, will 
start at 7 p. m. sharp. 

The annual meeting of the Maiden 
Lane Historical Society will be held this 
afternoon (Thursday) at 3 P. M. at the 
rooms of the Jewelers 24 Karat Club on 
the 17th floor of 15 Maiden Lane. At 
this meeting, in addition to the regular 
routine business, officers for the ensuing 
year will be elected. Formal notice of the 
meeting was sent out Monday by Joseph 
D. Little, the secretary, and the presi- 
dent, John W. Sherwood and the other 
officers urge all members to be present 
as a number of important matters are 
to be discussed. 

William H. Skelton, for 43 years with 
George O. Street & Sons, manufactur- 
ing jewelers, 2 Maiden Lane, this city, 
died suddenly last Sunday at his home, 
836 70th St., Brooklyn. Mr. Skelton was 
56 years old at the time of his death. 
Funeral services were held at his late 
residence yesterday (Wednesday). Mr. 
Skelton served in the United States Army 
in the war with Spain and in the World 
War where he attained the rank of ser- 
geant major. He was a member of the 
Masonic and I. O. O. F. fraternities and 
was a life-long resident of Brooklyn. 

On Tuesday, April 3, Frank B. Wade, 
president of the Indiana Academy of 
Science, Indianapolis, Ind., and for years 
a special writer for THE JEWELERS’ 
CIRCULAR, will deliver two lectures at 
the Brooklyn Museum of Arts and 
Sciences, Eastern Parkway and Wash- 
ington Ave. In the first lecture, which 
will start at 4 o’clock, Mr. Wade will 
take as his subject “Precious Stones, 
Real and Unreal.” At 8.15 o’clock on 
the evening of the same date, Mr. Wade 
will talk on “Artificial Precious Stones, 
Their History Chemistry, Manufacture, 
Properties and Identification.” Both 
these lectures will be given in the lecture 
hall at the Brooklyn Institute. 

The regular monthly meeting of the 
Jewelers’ 24 Karat Club was held last 
Wednesday afternoon at the rooms of 
the organization, 15 Maiden Lane, fol- 
lowing a directors’ meeting of the or- 
ganization. President Willson presided 
and routine business was _ transacted. 
No report was received from the beef- 
steak dinner committee owing to the ill- 
ness of the chairman, Fred Croselmire, 
but it is expected that this will be held 
shortly after the middle of April. The 
members. will receive notification in 
plenty of time: This is an affair of mem- 
bers of the club only. Secretary Ward 
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CHATH AM Over One Hundred Years the Jewelers Bank 


pHENIx A Bank’s Best Friend 
ye Is a Satisfied Customer 


ae Hundreds of Jewelry Merchants opened their first bank 
NA : uk account here and are among our best friends today. 
TONAL BA 
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TRUstcomPANY We Welcome New Business 


Main Office—149 Broadway 
Branchee—Battery to the Bronx 


























Gailvided Prods over 


Mant, Resources Over a Quarter of a Billion Dollars 














COSTUME JEWELRY 


PENDANTS, NECKLACES, 
CHOKERS, EARRINGS 
OF SEMI-PRECIOUS STONES: 
CRYSTAL, AMETHYST, 
TOPAZ, ROSE-QUARTZ 
CARNELIAN, Etc. 








SALMON P. CHASE, Seeretary of the Tressury under LINCOLN 
Permanent Trust Service 


Always on duty 


That National Banks have # Through our Trust De- 
i partment, we serve in- 
rn fo mena dividuals as trustee, ex- 


ecutor, administrator, 
The Federal Reserve Act guardian.’ We serve cor- 


(as amended in 1918) en- : : d 

ables National Banks to Geelievenas a ne Be ‘aation 

exercise full fiduciary and as trustee for bond 
powers. -P issues. 
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Large capital resources and a perpetual charter 

make for stability and permanence. 

THE 

CHASE NATIONAL BANK 
of the City of New York 


57 Broadway, Head Office 


Two Convenient Branches: 


321 Fifth Avenue 
75 Maiden Lane _ Madison Ave., at 41st St. W (at 32nd St.) 
Capital and Surplus and Undivided Profits $107,000,000 L E Y & C O - NEW YORK 


BOSON ONO SSNS SNMISMeNMooooO SPECIALISTS IN SEMI-PRECIOUS STONE JEWELRY 
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| Banking Service for the Jewelry Trade 


\ ' JE offer to jewelers the special facilities developed through years of 
intimate association with their business, together with all the 
financial and service resources of a great banking institution. 
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MARKET AND FULTON OFFICE 


AMERICAN EXCHANGE IRVING TRUST COMPANY 
81 Fulton Street, New York 
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read several communications, among 
them letters of thanks from the Maiden 
Lane Outing Club, the Jewelers’ Fra- 
ternal Association for the use of the 
club rooms, and also the names of appli- 
cants for membership who had been pro- 
posed in the past few weeks, and these 
were referrd to the directors for action. 

Szabo & Beer have moved their factory 
and jewelers’ finding department from 
42 Bond St., to 15 E. 16th St. 

M. H. Shiman of M. H. Shiman & Co., 
48 W. 48th St., who has been in Florida 
for the past three months, will be back 
in New York again on April 1. 

The business of the Coralene Jewelry 
Co., this city, was incorporated at Al- 
bany, N. Y., last week, with 200 shares 
of common stock. 

In a charter issued at Albany, N. Y., 
last week, the business of the Sunshine 
Jewelry Co., Brooklyn, was incorporated 
with a capital of $10,000. 

Jacques Safier, importer of diamonds, 
left for Europe, last Friday, March 23, 
on the Paris, going abroad on a pur- 
chasing trip to the foreign diamond 
markets. 

Alfred J. Krower and Henry Weil of 
Leonard Krower & Son, New Orleans, 
La., will sail from New York March 31 
on the Majestic of the White Star Line 
to visit European markets, and will be 
absent for a period of six weeks. 

Morris Hodes has opened a new retail 
jewelry store at 2285 Seventh Ave., this 
city. Mr. Hodes was formerly in the 
retail business but retired about two 
years ago and since then had been serv- 
ing a private trade. 

The Jewelers Square Club will hold its 
regular monthly meeting on Monday 
evening, April 2, at 6.30 o’clock, at the 
Cafe Boulevard, 41st St. near Broad- 
way. After the meeting, “Jimmy” 
Theise, chairman of the social welfare 
committee, will stage an entertainment. 

It was announced on Monday that the 
firm name of Ben Shiers & Sons, ring 
makers, 87 Maiden Lane, has_ been 
changed to the Ben Shiers-Rosenberg Co. 
The change was made after A. B. Rosen- 
berg, who has been affiliated with Mr. 
Shiers as a traveler for 15 years, was 
admitted as a partner. 

_ Frank Klein, 71 Nassau St., is offer- 
ing to settle with creditors on the basis 
of 25 cents on the dollar, payable 10 
cents in cash, and the balance in 30 days, 
nine months and 12 months. The assets 
are said to compose stock worth between 
$4,000 and $5,000, pledged stock, $13,000 
a yma assets at a nominal value. 

e liabilities are approxima 
$17,000. _ = 

George G. Voland, president of the 
Voland & Son Balance & Scale Mfg. Co., 
New Rochelle, N. Y., died Monday morn- 
ing at his home, 5 Trinity Place, New 
Rochelle. Mr. Voland had been in poor 
health for about two months and was in 
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his 49th year at the time of his death. 
The concern of which he was the head 
made scientific balances and scales for 
the jewelry trade. 


The Jewelers Cooperative Bureau, 535 
Fifth Ave., New York, is anxious to 
locate the owner of a pearl necklace, 
which has been disposed of far below its 
actual value and under suspicious cir- 
cumstances. This necklace contains 100 
Oriental pearls and has a platinum clasp 
set with three small diamonds and bears 
the scratch mark 556. Should any one 
recognize the description or the scratch 
number, he should communicate with 
Captain “Matt” Stratton of the Jewelers 
Cooperative Bureau or the office of THE 
JEWELERS’ CIRCULAR, 11 John St. 


Alex Donnelly, for more than 10 years, 
employed as a cashier by J. B. Bowden 
& Co., 15 Maiden Lane, and who was 
arrested on March 13, charged with for- 
gery, was brought before Magistrate 
Ewald, in the First District Magistrate’s 
Court, last Tuesday, and after waiving 
examination, was held in $5,000 bail, 
to await the action of the grand jury. 
The charge against Donnelly merely 
accuses him of the alleged falsification 
of records to cover a $185 shortage but 
it is understood that after the books 
of the Bowden concern have _ been 
audited, they will show a discrepancy 
of more than $10,000. 

David Belais of David Belais, Inc., of 
10 W. 47th St., has accepted the chair- 
manship of the jewelry division for the 
Annual Maintenance Appeal of the Sal- 
vation Army in Greater New York 
scheduled for May 1 to 15. The Salva- 
tion Army Budget for its activities in 
Greater New York during the coming 
year will be $518,950. This budget was 
officially approved by the New York 
Advisory Board headed by Henry W. 
Taft at a meeting, Wednesday, March 
21, at the Bankers’ Club. Chairmen are 
being appointed who will direct cam- 
paigns in the various industrial business 
and professional divisions. The money 
raised in the campaign, all of which will 
be spent in New York, is for the mainte- 
nance of the Army’s 47 centers of ser- 
vice in Greater New York covering the 
less fortunate of the community in all 
stages of life. 








Massachusetts and Rhode Island Con- 
vention to Be Held at Spring- 
field, May 8 and 9 


SPRINGFIELD, MAss., March 27.—Presi- 
dents of the State jewelry organiza- 
tions of New York and New England 
in conference at the Hotel Kimball 
Monday, heard with interest the pro- 
gram for the Massachusetts and Rhode 
Island convention which will take place 
in Springfield May 8 and 9 with an 
attendance of between 300 and 400 
jewelers. Arthur Stern of Lynn, presi- 
dent of the Massachusetts and Rhode 
Island body, and Louis L. Smith of 
Beverly, secretary, checked up details of 
the coming meeting with Adrian L. 
Potter, convention secretary of the 
Chamber of Commerce and announced 
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that with the exception of selecting 
speakers the program was practically 
complete. 

The convention will open on the after- 
noon of May 8 and the evening meeting 
will be devoted to the general subject of 
“Silverware.” A film showing processes 
of manufacture in the Gorham plant will 
be shown and merchandising phases will 
be treated by at least two speakers not 
yet decided upon. Officers will be elected 
and association business transacted in 
the morning and afternoon sessions May 
9. The convention will close with a ban- 
quet in the evening which will be ad- 
dressed by national officers. 

The jewelers come to Springfield after 
a lapse of five years, their last previous 
meeting here being in 1923. Last year’s 
meeting was in Boston. 











Henry Aurnhammer, Sr., retail jewel- 
er of Springfield Ave., will go to At- 
lantic City next week to remain until 
after Easter. 

Harry B. Rogers, the New York rep- 
resentative for Kohn & Co., met with an 
accident which confined him to his home 
for many weeks, but is now able to at- 
tend to his duties. 

Manufacturing jewelers find orders 
improving after a rather dull winter. 
George A. Allsopp, head of the firm of 
Allsopp Bros., 26 Camp St., said Tues- 
day: “Business is on the mend. That 
doesn’t mean that it is rushing, but it 
is improving.” 

John Stocker, a former jeweler of 
Syracuse, who had lived at 481 Norwood 
St., East Orange, for a number of years, 
died of heart disease Saturday night. 
The body was taken to Syracuse Mon- 
day, for interment. Mr. Stocker col- 
lapsed at a street corner while talking 
to an acquaintance. 

The Guarantee Finding Co., Ince., 
Jacob W. Martin, president, has pur- 
chased the one-story factory at 145 Jack- 
son St., formerly the property of Conner 
& Pattin, Hartford, Conn. The Martin 
organization, which manufactures jewel- 
ry, is now at the corner of Orchard and 
Kenney Sts. The new building which is 
on a plot 50 by 100 feet will allow room 
for expansion. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ending, March 24, 1928 


The U. S. Assay Office reports: 
Gold bars exchanged for gold 


COM: <2... ak sel oie ou rel saat veret alae Hd $810,805.74 
Gold bars paid depositors........ 50,603.26 
SEQUIN oie) cael Naveen che wo rere $861,409.00 


Of this the gold bars exchanged for 
gold coins are reported as follows: 


Date Exchanges 
NE oo 6 bn Sinn sr ececmauawdraerewers $442,763.32 
* PUM aed ase ha Slat aba axed Seley aca rarer 76,251.90 

. Me ah ch aia key cisbid pal asaranae Bake att 105,330.43 

‘ MME hi isw: aioe wie nieces Speletoie e 62,178.50 
RUE 5 bcd, pile en sarenscatereeh Mavens 73,160.76 

a ES ois oak aiaca eke Sian wtoial Mae 51,120.83 
PRONE ais, cjc;eiacnat dena areata od $810,805.74 
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NATIONAL PARK BANK 


of NEW YORK 
214 BROADWAY 


Uptown Offices 
ParK AVENUE AND 46TH STREET 
SEVENTH AVENUE AND 32ND STREET 


To Be Opened in 1928 
Madison Avenue and 26th Street 
Broadway and 74th Street 


Banking 
In All Its Branches 


Commercial and_ Travelers’ 
Credit issued; Correspondents 
in all principal Cities in the 
World. Foreign Exchange 
bought and sold. Corporate 
and Personal Trusts; Safekeep- 
ing of Securities; Collection of 
Income. Investment Service 
for Customers. Safe-Deposit 
Vaults. 


CAPITAL, SURPLUS and 
UNDIVIDED PROFITS, $34,000,000 








as 


DIRECTORS 


Charles Scribner 
Richard Delafield 
Francis R. Appleton 
Cornelius Vanderbilt 
Gilbert G. Thorne 
Thomas F. Victor 

John G. Milburn 
William Vincent Astor 
Joseph D. Oliver 

Lewis Cass Ledyard, Jr. 
David M. Goodrich 
Eugenius H. Outerbridge 
Kenneth P. Budd 
Frank L. Polk 

George M. Moffett 
James Forrestal 
Charles S. McCain 
Thomas I. Parkinson 
Harvey C. Couch 

















Rochester, N. Y. 
Canandaigua, N. Y. 
Newark, N. J. 

New Brunswick, N. J. 





HYANS, HAFER COMPANY 


Accountants and Auditors 


Edward M. Hyans, C. P. A., N. Y and N. J. 
New York Office 


Penn. 2770, 2771, 2772 


1440 Broadway 
Telephone 
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216 Centre St. 





Tels. Canal 8885—0824—0817 





Safes Bought and Sold 





We Move ENTIRE JEWELRY PLANTS 


S. KRASILOVSKY & BRO. 


New York 


SEND US YOUR SPECIAL ORDERS FOR 
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SCHOOL - COLLEGE & FRATERNITY PINS 
|INTERBORO MEOAL & BADGE CO., 32 E. 22d St. New Yor 











Correspondence invited. 





- ITALIAN JEWELRY ;- 
Filigree Silver — Florentine Silver — Venetian Beads 
CORALS—CAMEOS—MOSAICS 


At Lowest Manufacturers’ Prices 


FRANK CORSI 


Buying Agent for Italian Specialties 


FLORENCE (Italy) 
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c, A. Schuldice, assistant treasurer 
for the Heeren Bros. Co., is at Miami, 
Fla, and is very much in love with the 


climate. 

The Pittsburgh display room of the 
Marshall Field Co. is expected to be open 
for business around April 10. The firm 
will sell only from samples in this ter- 


ritory. 

All of Heeren Bros. Co. men on the 
road are sending back fairly good sized 
orders, it was stated at the house this 
week. Business is reported as picking 
up in some sections. 

Watson B. Adair, referee in bank- 
ruptey for this district has declared a 
dividend of 1 per cent for the benefit 
of the creditors of Eugene Kay, trading 
as the Kay Jewelry Co., which was 
forced into the bankruptcy court some 
time ago. This is the first and final 
dividend. 

At the next meeting of the members 
of the Retail Credit Men’s Association 
installment selling will be discussed and 
judging from comments heard, the jewel- 
ers will be out in force, as this is a sub- 
ject that is near to a lot of merchants’ 
hearts and especially the credit jewelers. 
There will be a round table discussion 
of the subject. 

Pittsburgh’s credit jewelers are back 
from the Credit Jewelers Convention, in 
Chicago, and while plans to bring the 
convention to Pittsburgh in 1929 fell by 
the wayside, in favor of West Baden, 
yet the chances are Pittsburgh will make 
a bid for it next year. There were too 
many contenders for the affair and the 
Pittsburgh leaders graciously gave way. 

Another attempted robbery was re- 
ported to the Pittsburgh police last week. 
An unknown thief or thieves shattered 
the show window of Harry’s Diamond 
Shoppe at 317 Diamond St. A _ milk 
bottle was the weapon used in this 
instance. The thieves apparently did 
not get anything for their trouble, hav- 
ing been frightened away by crashing 
glass, before they were able to remove 
anything of value from the window. 

Dr. Stephen I. Miller, executive man- 
ager of the National Association of 
Credit Men, addressed a large gathering 
of business men in the Chamber of Com- 
merce, last Tuesday night, with numer- 
ous jewelers present. He addressed the 
members of the Credit Association of 
Western Pennsylvania. A display of 
products “made in Pittsburgh” was held 
in conjunction with the gathering, one 
of the largest given by the organization 
in recent years. 

J. Harvey Wattles of W. W. Wattles 
& Sons, is at present at Lajolla, Cal., 
where he is enjoying himself. In a let- 
ter recently to Horace W. Bikle, of the 
firm Mr. Wattles wrote: “I go down to 
the rocks on the shore to feed the sea- 
gulls which fly over my head and catch 
on the wing the morsels of bread which 
I toss up to them. They are so fearless 
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and cute that they keep circling around 
and time after time dart after the food 
I throw them.” Mr. Wattles bought a 
very attractive home there last year. 
The house is situated on the cliffs im- 
mediately overlooking the Pacific. 











Israel Barbour, jewelry retailer, at 
1915 South St., has been adjudged bank- 
rupt by Judge Dickinson in federal court 
here and John M. Hill is appointed ref- 
eree in the case. 


A new retail jewelry store is to be 
opened under the name of Barr in the 
block on Chestnut St. between 10th and 
11th Sts. It is understood the Castle- 
berg interests of Baltimore are behind 
the establishment. 


M. Weissman, wholesale watch dealer, 
who has been located for several years 
at 129 So. Eighth St., has moved his 
office to the opposite side of the street 
and now occupies 124 on that thorough- 
fare. His former quarters are occupied 
by the Pennsylvania Jewelry Jobbers 
composed of Harry Paul and William 
Brody. 


One of the applications before the 
State Pardon Board at its March meet- 
ing was that of John Klevan of this 
city, sentenced in 1925 to serve from 
three to six years for fraudulent con- 
version of diamonds valued at $11,700 
which he had obtained on memorandum 
from a wholesale jewelry house here 
and pawned. His case was postponed to 
the April meeting. 


There was some spirited bidding and 
fair prices on several pieces of jewelry 
and stones auctioned at the Samuel T. 
Freeman galleries to settle estates. A 
man’s three-stone diamond ring went for 
$880. Solitaire rings did not go very 
high, the limit of bidding being $610 
for one ring of this type. A seed pearl 
necklace brought $305, and an old-fash- 
ioned diamond horseshoe brooch went 
for $185. 

A “diamond” peddler from New York 
came to grief here when Philip Evan- 
son, 20 years old, was arrested in the 
subway when he struck a man who 
scorned his importunities to buy a 
“diamond stickpin for $5. His “pros- 
pect”, Samuel Bamford, not only re- 
fused to buy, but told Evanson the 
trinket was nothing but glass, where- 
upon Evanson is alleged to have attacked 
him. Evanson was held for a hearing 
on a charge of assault. 

A negro, who was arrested but dis- 
charged a short time ago on the charge 
of having stolen a sample case contain- 
ing jewelry valued at $2,000 from the 
parked automobile of Bruce Saunders, a 
jewelry salesman, at 16th and Carpenter 
Sts., is under arrest again with a com- 
panion, also colored, on suspicion of 
larceny, both being unable to explain the 
presence of several pieces of jewelry 
found by detectives in the home of a 
man, which the detectives say were 
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stolen. Both are held for a further 
hearing. 

Modernization of Sansom St., in the 
block between Seventh and Eighth Sts., 
otherwise the wholesale jewelry district 
of Philadelphia, continues, M. Rosnov & 
Son being the latest firm to feel the 
improvement urge. The firm will com- 
pletely remodel its building at 719 and 
add materially to its space by building 
a two story addition in the rear, thus 
extending the building to Ionic St. A 
new front in ultra modern style will be 
erected, new floors laid, new show cases 
and fixtures installed and lighting ar- 
rangements of modern type put in, the 
owners planning to give Sansom St. a 
“surprise”, they say. The upper floors 
of the building will be converted into 
five or more modern daylight offices for 
rental. Under the plans the firm will 
have more than double its present space 
and be enabled to better display its 
goods. 

A number of jewelry brokers were 
present at an auction sale in the Phila- 
delphia Art Galleries when diamonds 
and other jewelry from several Phila- 
delphia estates were bid for. The best 
price realized was $3,750 for a solitaire, 
emeral cut diamond, weighing slightly 
more than four carats. Two other 
mounted stones of the same cut and 
each weighing over four carats brought 
$2,975 and $2,300. A diamond barpin 
of seven fair sized stones and several 
smaller ones, went for $2,900 and a 
Wessleton diamond, surrounded by six 
baguette and six round stones in plat- 
inum was bid up to $1,750. A platinum 
bracelet containing four marquisé and 
74 small diamonds brought $1,600 and 
another with heavier platinum, with 
diamond incrusted bow knots brought 
$1,800. Other platinum bracelets heavily 
mounted went at prices ranging from 
$1,150 to $2,160. 

A collection of beautiful old English 
silver ranging in age from 100 to 274 
years, attracted much attention during 
the week at J. E. Caldwell & Co.’s store, 
not only on account of the value and 
beauty of the pieces butsitg*manner of 
display which was more in the museum 
than in store method. All ‘the pieces 
were arranged in showcases along the 
walls of the big store with cards ex- 
plaining its age, its maker and other 
points of interest. While the majority 
of the pieces were of considerable age, 
there also was a display of modern sil- 
versmithing and of pewter work. Much 
of the modern silver came from the 1925 
Paris exposition and there also were a 
number of pieces, the work of Erik Mag- 
nussen, modern Danish silversmith. 
Among the pieces that attracted most 
attention was a coffee pot done in 1739 
by Paul Lamerie, the greatest silver- 
smith of his time. Its simple beauty 
made it much admired. Another notable 
piece was a goblet made during the 
Commonwealth or Cromwellian times in 
England. It bears the date of 1644 and 
is valued at $700. All the pieces on dis- 
play were of solid silver and all bear 
the hall marks authenticating them. 
Hundreds of persons saw the exhibit. 
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Minneapolis and St. Paul 





J. B. Hudson, Minneapolis, has been 
seriously ill at his home during the past 
10 days. 

F. H. Otto, retail jeweler, Hastings, 
Minn., called on the St. Paul wholesale 
trade on March 20. 

Nat. Ginsberg, retail jeweler, 815 
Hennepin Ave., Minneapolis, has a rep- 
lica of the Wesselton diamond mines in 
South Africa in a window. 

WCCO, Minneapolis and St. Paul 
broadcasting station, gives out “Wal- 
tham Time” at frequent intervals dur- 
ing the day, proving to be a service to 
country jewelers. 

Fritz H. Kahle, jeweler and watch 
repairer, Belleplaine, Minn., died on 
March 18. Mr. Kahle was over 70 years 
of age and was one of the first jewelers 
to settle in that community. 

“Al” Abbey has entered the employ of 
the Cardozo jewelry store, retailers, 82 
E. Seventh St., St. Paul. For several 
years Mr. Abbey was with Goodman 
Bros., retail jewelers, 94 E. Seventh St., 
St. Paul. 

Einar Bagge, Chicago representative 
of the Waltham Watch Co., expected to 
stop in St. Paul on March 27 on his reg- 
ular spring trip through this territory, 
when he calls on the wholesale trade and 
looks up business conditions. 

Charles D. White and John Mac- 
Naught, White & MacNaught, retail 
jewelers, 902 Nicollet Ave. and 61 S. 
Ninth St., Minneapolis, are on com- 
mittees for the convention of the Rotary 
International in Minneapolis, June 18- 
22: Both are active Rotarians. 

Henry B. Pratt, president, Bullard 
Bros., retail jewelers, 95 E. Sixth St., 
St. Paul, and Mrs. Pratt and their 
daughter, Harriet, left on March 21 
for Duluth, Minn., to visit relatives. The 
mother and sister of Mr. Pratt make 
their home in Duluth. 

R. M. Blake, traveling for Krementz 
& Co., arrived in Minneapolis the morn- 
ing of March 24. Mr. Blake was on a 
five-weeks trip, and he reported business 
“very much better than the correspond- 
ing months last year.” From Minne- 
apolis, he expected to go to Omaha. 

B. L. Wirth, manufacturing jeweler, 
formerly at 522 Andrus building, Min- 
neapolis, has moved his shop to St. 
Cloud, Minn., expecting to open there 
about the first of April. Mr. Wirth felt 
that there was a good field in St. Cloud, 
with a number of retailers in that town. 

T. J. Morris, retail jeweler, Spokane, 
Wash., stopped in St. Paul on March 15 
while on his way home. He reported 
that his business last year exceeded that 
for other years. Mr. Morris formerly 
traveled for Albert L. Haman, wholesale 
watch merchant, 283 Endicott building, 
St. Paul. 

John M. Hartzberg, representative of 
J. & L. Hartzberg, reached Minneapolis 
the morning of March 24. He was on a 
trip of a month through this territory, 
and came to Minneapolis from Milwau- 
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kee. Mr. Hartbzerg reported “pretty 
fair business” as compared with pre- 
vious trips. 

J. B. Sutherland, watchmaker and 
jeweler, expected to move into 505 Ryan 
building, St. Paul, on March 23. Mr. 
Sutherland started in the jewelry trade 
at the age of 12, and has continued for 
the past 30 years. At one time he was 
in charge of the watch department of J. 
B. Hudson & Son. 

Hatlestad & Hindahl, manufacturing 
jewelers, 312 Lindley-Skiles building, 622 
Nicollet Ave., Minneapolis, are the cham- 
pions of the Minneapolis jewelers’ bowl- 
ing league. George Hatlestad and O. L. 
Hindhal were stellar members of the 
team, which includes jewelers from other 
Minneapolis firms. 

Wheelhouse & Dornfeld, manufactur- 
ing jewelers, 709-715 Metropolitan 
Opera House building, St. Paul, are 
contemplating enlarging their staff of 
workmen, as a result of increased busi- 
ness. Several of the men now in the 
shop are veteran diamond setters and 
specialists in other lines. 

Mrs. John MacNaught, wife of John 
MacNaught, White & MacNaught, retail 
jewelers, 902 Nicollet Ave. and 61 S. 
Ninth St., Minneapolis, returned the 
morning of March 24 from California, 
where her son is in business. Mrs. Mac- 
Naught motored to the West, and she 
was away from Minneapolis about three 
months. 

Elmer J. Kiel, watch repairer, the first 
of March moved to Room 612, Ryan 
building, St. Paul. Mr. Kiel has been in 
the jewelry trade 21 years, and during 
that entire period has worked at the 
bench. He was formerly in Montana 
and in North Dakota, but during the 
past 11 years he has been in business in 
St. Paul. 

L. E. Dewey, head of the watch de- 
partment of J. B. Hudson & Son, retail 
jewelers, 33-35 S. Seventh St., Minneap- 
olis, has been asked to address the an- 
nual convention of the Minnesota Retail 
Jewelers’ Association, to be held in St. 
Paul in April. The subject which Mr. 
Dewey has chosen is, “Some Phases of 
Watch Merchandising.” 

First and final dividend checks of 10.7 
per cent were mailed the latter part of 
February to the creditors of E. W. 
Holmes, bankrupt, second floor, Bremer 
Arcade, St. Paul. Receipts amounted to 
$4,376.25, and that amount was paid in 
priority claims, expenses and the divi- 
dend. Northwestern Jobbers Credit Bu- 
reau, St. Paul, handled the settlement. 

James D. Dougherty, Felix A. Berner, 
Milton F. Gravender, R. M. Blake and 
John M. Hartzberg expected to drive to 
Rochester, Minn., on March 25 to visit 
Charles H. Carpenter, member of the 
firm of J. B. Hudson & Son, retail jewel- 
ers, 33-35 S. Seventh St., Minneapolis, 
who went to Rochester on March 19 for 
a rest of about 10 days. Mr. Carpenter 
was in Florida last winter. 

Gus Engst of Engst & Co., jewelers, 
Ryan building, St. Paul, on March 18 
made a trip to his summer home on 
Square Lake, Marine-On-St.-Croix, Min- 
nesota, where he made arrangements to 
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open the place for the season aboy 
April 1. Mr. Engst has quite an exten. 
sive estate, including an orchard and a 
large wooded section. A large lake 
frontage is included in the property, 


A. L. Holmes, Holmes & Olson, Ine 
325 Plymouth building, Minneapolis, ye. 
turned on March 17 from a trip to Du. 
luth, Superior and the Iron Range, Vip. 
cent A. Olson left the morning of March 
19 on a trip through southern Minne. 
sota. It is the plan of the firm to start 
this spring to cover Montana and North 
Dakota. Holmes & Olson, Inc., have g 
connection with a diamond firm in An. 
sterdam. 


With the opening of the Minnesota 
Theater at La Salle and Ninth Sts., Min. 
neapolis, the corner of Nicollet Ave. and 
Ninth St. increases in importance ag a 
retail center. This is the fifth largest 
motion picture theater in the United 
States, and the first day of its opening 
was March 24. Weld & Sons, retail 
jewelers, 817 Nicollet Ave., and White & 
MacNaught, retail jewelers, 902 Nicollet 
Ave. and 61 S. Ninth St., are near at 
hand. 

Roy E. Mason, superintendent, St, 
Paul office of Pinkerton’s National De- 
tective Agency, located on Robert St., is 
scheduled to speak at the annual con- 
vention of the Minnesota Retail Jewel- 
ers’ Association, to be held at the St. 
Paul Hotel, St. Paul, in April, as the 
representative of The Jewelers’ Security 
Alliance. Mr. Mason intends to cover 
the local crime conditions, especially re- 
lating to the hold-up robberies which 
have occurred in the Twin Cities during 
the past two years. 

Representatives calling on the Minne- 
apolis retail trade during the past two 
weeks or so included C. H. Anderson, 
Fulmer & Gibbons, Philadelphia, Pa.; 
Ira Barzilay, M. Gugenheim, Inc., New 
York; George W. Beardsley, Kohn & Co., 
Newark, N. J.; P. A. Carson, Church & 
Co., Newark, N. J.; A. H. Cohn, Herald 
Watch Co., Inc., New York; Harry C. 
Cohen, Lorraine Watch Co., New York; 
Reuben W. Cohen, George H. Cahoone 
Co., Providence, R. I.; Thos. B. Fahey, 
Henry Freund & Bro., New York; G. D. 
Ferguson, Davis & Lowe Co., Newark, 
N. J.; R. C. Gilbert, the Gorham (o., 
Chicago; Leo Glass, D. Lisner & (o., 
New York; Mr. Gorman, James E. 
Blake Co., Attleboro, Mass.; Max S. 
Greenwald, Max S. Greenwald, Inc, 
New York; Charles Guckes, Jr., C. F. 
Rumpp & Sons, Philadelphia, Pa.; A. C. 
Hanes, The Pairpoint Corp., New Bed- 
ford, Mass.; H. J. Hansman, Wilcox & 
Evertsen, Meriden, Conn.; B. O. Hess, 
M. Alexander and Frank Krementz Co., 
Newark, N. J.; Otto Hinrichs, Morris 
Kaplan & Sons; Harry Hoffman, Hoff- 
man Watch Co., New York; C. M. 
Hutchison, J. B. Bowden & Co., New 
York; Geo. Honebrink, The Queen City 
Silver Co.; Joe Hyman, Hyman Plati- 
numsmiths, Inc., New York; J. Ichman, 
William Kinscherf Co., Inc., New York; 
Sidney S. Johnson, Wefferling, Berry, 
Wallraff Co., Newark, N. J.; Henry H. 
Kelly, Rogers, Lunt & Bowlen Co, 
Greenfield, Mass. 
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A. L. Long, representing the Stein & 
Ellbogen Co., left Sunday for a busi- 
ness trip Northwest. 

Blake Oblander, of Blakes Jewelry 
Store, Freeport, Ill., spent several days 
of the past week in Chicago on business, 
and while here visited with friends. 

Steve Leubusher, of the Leubusher- 
Schumann Co., wholesale jeweler at 35 
E. Wacker Drive, and Ed Gerken, also 
of this concern, have left for their re- 
spective territories in the Northwest. 

Retail jewelers representing 31 States, 
including Florida and Washington, at- 
tended the convention of Credit Jewelers 
here last week. The largest delegation 
was from Michigan. 

C. W. Hammond, general superintend- 
ent of the Sheets-Rockford Silver Co., 
Rockford, Ill., spent a few days in Chi- 
cago last week on business for the com- 
pany. 

A. C. Becken, Jr., of the A. C. Becken 
Co., returned last Saturday from an ex- 
tended motor trip through the West. He 
was accompanied on this trip by his 
wife and child. 

Fred Hyatt, of the Keystone Watch 
Case Co., New York, returned home last 
week after spending about 10 days in 
Chicago visiting with the trade and 
making his headquarters in their local 
offices at 35 E. Wacker Drive. 

Louis M. Rubin, of the Fidelity 
Diamond Shop, N. Clark St., and Mrs. 
Rubin, returned last week from Palm 
Beach, Fla. and Havana, where he en- 
joyed a good rest. Mr. Rubin was away 
for about six weeks. 

Sam M. Leibson, Pacific Coast repre- 
sentative for Sproehnle, Inc., wholesaler 
of watches, 29 E. Madison St., has com- 
pleted a two months’ business trip 
through his territory. Mr. Leibson will 
remain in Chicago for a couple of weeks 
before making another trip. 

George W. Goldman, of Goldman’s, 
Inc., Kansas City, Mo., spent the past 
week in Chicago Attending the conven- 
tion of the National Credit Jewelers’ 
Association. He left here on Friday for 
New York to spend a week there looking 
over markets. 

Harold E. Green, president of the 
Quaker Silver Co., Providence, arrived 
in Chicago last week and has opened 
his exhibit at the Palmer House. Mr. 
Green will remain here for a number 
of weeks, calling on the wholesale trade 


and visiting with his parents, the Louis 
H. Greens. 

A. F. Muehlke, formerly located in the 
Heyworth building in this city, who for 
the past few years has been operating 
the Muehlke Craftsmanship Shop in De- 
troit, enjoyed meeting his many Chicago 
friends while attending the convention 
last week. 

William Helbein, president of Helbein- 
Stone Co.; S. J. Baril, advertising man- 
ager, and B. Furman, representative, ar- 
rived in Chicago last week to spend some 
time with J. J. O’Grady, their Chicago 
manager, and while here attended the 
Credit Jewelers’ Convention. 

Fred Lee, and his son Fred Lee, Jr., 
manufacturers’ representatives with 
offices at San Francisco, Cal., passed 
through Chicago last week on his way 
home from a business trip to New York 
and the East. While in Chicago they 
went to Elgin to visit the factory there. 

Henry Agate, president of the Bonner 
Mfg. Co., New York and Chicago, left 
here last Thursday night for home. Mr. 
Agate spent about 10 days here attend- 
ing the convention of the National Credit 
Jewelers’ Association and visiting with 
his son, Jerry Agate, manager of the 
local office of the concern. 

“Billy” Lamb of the George H. Fuller 
& Son Co., returned last Friday from his 
eight weeks sojourn through the west 
as far as the Pacific Coast and Canada. 


Mr. Lamb called on the wholesale trade. 


through his territory as well as having 
an enjoyable time fishing and visiting 
with his many friends. 

R. Josten, Sr., of the Josten Mfg. Co., 
wholesale materials, at Owatonna, Minn., 
accompanied by Mrs. Josten, stopped off 
in Chicago last week for a few days. 
They had just completed a two months’ 
visit at Winter Park, Fla., where they 
enjoyed a rest and spent the greater 
part of their time on the golf links. 

Twelve representatives of the Holmes 
& Edwards division of the International 
Silver Co., held a two days’ conference 
last week at the Drake Hotel. All these 
representatives attended the convention 
of the National Credit Jewelers Asso- 
ciation, and when this convention ad- 
journed they went into their sales con- 
ference. 

It was learned in the trade last week 
during the Credit Jewelers’ Convention 
that Adolph Frank, district sales man- 
ager for the Clark Lighter Co., was mar- 


ried on March 11 to Miss Leona Schloss, 
daughter of Maurice F. Schloss, Chicago. 
They spent that week on a trip to De- 
troit, Indianapolis and St. Louis, and 
upon their return made their home at 
1310 Hyde Park Boulevard. 

Harry Brown, of Detroit, who oper- 
ates four successful credit stores, was 
well represented at the Credit Jewelers’ 
Convention. Stores are located in De- 
troit, Port Huron, Flint and Jackson. 
G. W. Mark, manager at Port Huron, 
and Harry P. Rickles, manager at Jack- 
son, and Mr. Brown of the Detroit store 
attended the sessions. Mr. Brown was 
also accompanied by his family. 

Goldin Bros., Inc., succeeding the Con- 
tinental Watch & Jewelry Co., of 159 
North St., was recently incorporated un- 
der the laws of Illinois, to engage in the 
business of importing Swiss watches. 
Simon Stein is president, Jos. P. Goldin, 
secretary, and Meyer Goldin, treasurer. 
The Goldin brothers were interested in 
the business of the Continental Watch 
& Jewelry Co. 

While attending the convention last 
week, H. H. Mayer announced that he 
was opening a new credit retail jewelry 
store at 624 Broadway, Gary, Ind. Mr. 
Mayer will conduct the business under 
the name of Comays’, Inc. All new fix- 
tures are being made to order, and Mr. 
Mayer expects to celebrate the grand 
opening of his business about April 21. 
For many years Mr. Mayer conducted a 
retail business at Indianapolis. 

Carl F. Hibbin, has become associated 
with the Clark Lighter Co., as an assist- 
ant to Adolph Frank, the district sales 
manager, with headquarters in room 501 
Heyworth building. Mr. Hibbin needs 
no introduction to the trade throughout 
the territory, as he comes to the Clark 
concern with many years of jewelry 
traveling experience. He formerly was 
with the International Silver Co., and 
prior to that was with the Alvin Co. Mr. 
Hibbin will leave for his territory this 
week through the Southwest and will be 
away for some time. 

Benj. Wernikoff, recently opened a 
beautiful retail jewelry store at 2757 
Milwaukee Ave., just a block away from 
where he formerly conducted a business. 
He is located in a new building, and has 
furnished the store with the most mod- 
ern fixtures. In the fall of 1927, Mr. 
Wernikoff, entered into a partnership 
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with Paul Golievicz, under the name of 
the Paul & Ben Jewelry Co., operating 
at wholesale. In December Mr. Werni- 
koff, purchased the interests of Golie- 
viez, and conducted the business until 
February of this year when it was 
liquidated. 

Charles W. Penn, of Slater, Mo., and 
Leo Marks, of Toledo, were visitors in 
Chicago during the past week. 

“Ted” Tracey, representing the Juer- 
gens & Andersen Co., returned last Sun- 
day from a short business trip through 
the Northwest and reports business as 
fair. 

Arthur C. McGie, traveling out of the 
New York office of Sykes & Strandberg, 
manufacturing jewelers, Attleboro, 
Mass., expects to be in Chicago the week 
of April 9. This will be one of Mr. Mc- 
Gie’s stops on a trip through the West. 

Arthur Care, merchandise buyer for 
the E. W. Reynolds Co., Los Angeles, 
Cal., stopped off in Chicago last week 
to spend several days here on business. 
He left here for Grand Rapids, Mich., 
Cincinnati, Philadelphia, New York and 
Providence, where he will spend several 
weeks in visiting the markets. 

The Norris, Alister-Ball-Bridges bowl- 
ing team defeated a picked team of the 
Illinois Watch Case Co., on Saturday af- 
ternoon of last week, at Elgin, by a 
score of 2710 to 2687. The members 
were entertained at the Elks Club after 
which a fine dinner was served at the 
Fox Hotel. A return match will be 
played in Chicago within the next couple 
of weeks. 

Two bandits entered the jewelry store 
of the “Ye Olde Clock Shop,” at 925 E. 
47th St., one morning last week and 
with drawn revolvers ordered the pro- 
prietor Sidney Rasens, and a lady cus- 
tomer into the rear room. They ran- 
sacked the store in search of diamonds, 
and when one of them said, “I guess he 
don’t carry any diamonds”, then fled 
with about $2,500 worth of jewelry. 

John Mertz, diamond importer, cele- 
brated the opening of his beautiful new 
quarters on the 24th floor of the Pitts- 
field building. The office is located in 
the tower of the building and has a north 
light. The space is divided to give ample 
quarters for a reception room, the gen- 
eral offices and private diamond rooms. 
All fixtures are in a rich walnut. Mr. 
Mertz for the past 20 years was lo- 
cated at 108 N. State St. 

Steven Jaroszewicz, age 45, who op- 
erated a jewelry store at 1258 W. Chi- 
cago Ave., under the name of “Jaros,” 
shot and killed his wife on Friday of 
last week and then inflicted a wound 
upon himself which is expected to prove 
fatal. He and his wife have been 
separated and during her visit at his 
store that day she refused to heed his 
plea for a reconciliation and as she 
turned to leave the store the shooting 
took place. 








At a recent meeting of officers of 
Klein & Co., instalment jewelers, Estelle 
Klein, widow of the late Samuel Klein, 
was made president and treasurer, A. I. 
Mayer, vice-president and C. Gendron, 
secretary. The business has been re- 
organized and the company operates 
four stores, two in Chicago, one in Mil- 
waukee and one in Davenport. Mrs. 
Klein, who has been associated with the 
business since last July has been very 
active and much credit is due her for 
the welfare of ‘the business. 

A. G. Friske, announced last week 
that he is no longer connected with the 
retail jewelry business of the Friske- 
Hoppe Co., Inc., and that he has sold 
out his interests to Axel Hammerberg, 
president of the corporation. For the 
past six years Mr. Friske, has been in 
business for himself and about a year 
ago the business was incorporated and 
Milo Hoppe and Axel Hammerberg be- 
came associated with him. This con- 
cern operates three stores, one at 190 
N. State St., a north side store at 3961 
Lincoln Ave., and the west side store 
at 4112 W. North Ave. 

E. D. Sayre, retail jeweler located on 
N. Howard Ave., was the winner of the 
“Magic Card of Politeness” last week. 
This card is given by the Tribune and 
each week one of their reporters goes 
out in search of the most polite person 
he can encounter. When the reporter 
entered Mr. Sayre’s store, he was busy 
repairing a watch. He laid the watch 
aside and answered the many questions 
put to him, questions that might have 
provoked anyone if he were busy. 
This is not unusual in the store of Mr. 
Sayre. He is never too busy to meet 
people when they come into his store 
and never tires showing his merchandise 
nor explaining about his different goods. 
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Jacob Deckoff of New York city, is 
passing a week in Detroit. 

H. T. Monroe of the Monroe-Wallace 
Co. left last week for Los Angeles. 

John Trost, in the American State 
Bank building, has returned from a 
pleasure trip that took him down into 
Kentucky. 

S. L. Pinks, 6535 Woodward Ave., is 
passing the week in Chicago, where he 
also attended the credit jewelers con- 
vention. 

Harold Hackett, manager of the 
Schaefer Jewelry Co., at Pontiac, was in 
Detroit last week calling on the whole- 
sale trade. 

J. F. McDonald of Imlay City, paid a 
visit to the Detroit wholesalers last 
week, buying new merchandise for his 
spring trade. 

I. Fredland, wholesale jeweler in the 
Metropolitan building, has recently in- 
stalled new show cases and otherwise 
improved his store. 

The Detroit Novelty Jewelry Shop at 
630 Woodward Ave., announces that it 





March 29, 1928 


is retiring from business and dj i 
of its merchandise at auction. “spoaing 

The Melins Mfg. Co., 503 Metropolitan 
building has recently taken out incorpo. 
ration papers. Its capital stock is Stated 
as $5,000. 

Moe Ehrlich, retail jeweler, has Te- 
cently remodeled his store at Wyandotte 
a suburb of Detroit. He also has added 
an optical department. A portion of the 
store is now devoted to a gift section 
which is meeting with success. 

Ben Stocker, retail jeweler at 477} 
Michigan Ave., has moved to a larger 
and more commodious store almost 
directly across the street. He has instal]. 
ed considerable new equipment and now 
has one of the most attractives retaj] 
jewelry establishments in that part of 
the city. 

Mrs. Flora M. Wright, widow of 
Henry M. Wright, founder of Wright 
Kay & Co., and well known in church 
and social services circles, died at her 
residence, 440 Lakeland Ave., Grosse 
Pointe, a suburb of Detroit on March 19 
following an illness of several years, 
She is survived by two daughters, Edith 
and Winifred, and two sons, Edward 
and Henry Wright, as well as one grand- 
son. 

The Greater Detroit Retail Jewelers’ 
Association is receiving the cooperation 
of the Better Business Bureau in deal- 
ing with problems relating to question- 
able advertising and other unethical 
practices that are sometimes encoun- 
tered in the merchandising of jewelry 
as well as other stock. Already much 
good work has been accomplished and 
Detroit was never so free from unfair 
practices as it is at the present time, 
it is stated. 

A trunk said to contain $20,000 worth 
of jewelry, according to,,its owner, 
Morris Klipper, 2 New York jewelry 
salesman and which was stolen a few 
days ago from the sidewalk at the rear 
of the Pantlind hotel in Grand Rapids, 
was found on March 17 near the Ada 
Road, two miles east of the Grand 
Rapids city limits. It had been broken 
open with a crowbar which was found 
nearby and all the contents except a few 
articles of wearing apparel, had been 
removed. 











R. L. Senift, Osmond, Neb., has just 
completed a successful auction. 

W. R. Colleran of Spaulding, Neb., 
completed a successful auction last week. 

E. S. Blankenship has opened a watch 
repair business at Logan, Iowa. 

Abe Liebowitz of Omaha, spent a few 
days in St. Joseph, Mo., recently. 

Rudolph Hendrickson of the Hendrick- 
son Jewelry Co., Omaha, spent a few 
days in Chicago last week. 

E. E. Freeman, Oakland, Iowa; Harry 
Martin, Lyons, Neb., and Mrs. P. W. 
Folsom, Ashland, Neb., were visitors in 
Omaha last week. 
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A. C. Windau, Milwaukee pearl 
dealer, has returned from a vacation 
trip in St. Petersburg, Fla. 

Gordon Warnke of the E. H. Warnke 
Co. is again on the job following a 
week’s illness as the result of a cold. 

Harry Doolittle, formerly employed at 
the O. H. Brickson Co., Madison, Wis., 
is opening a jewelry store at Jefferson, 
i Luedke, formerly employed by 
Rank & Motteram, has resigned his po- 
sition and is looking for a location upon 
which to start a jewelry store of his 
own. 

The new Wisconsin Jewelry Co., 407 
Sixth St., Racine, Wis., elected the fol- 
lowing officers at a recent meeting: 
Charles Frankel, president; Wm. Rozu- 
moff, vice-president; and Fannie Cohn, 
secretary. 

Among State retail jewelers who 
called on the local wholesale trade dur- 
ing the past week are: Mrs. R. Hille, 
Menomonee Falls; M. Schneider, Bur- 
lington; A. H. Wedeward, Waterloo; and 
A. J. Boden, Clinton. 

R. F. Weckerle, representative of the 
Bozhardt-Possin Co., was recently called 
home from the road because of the ill- 
ness of his daughter who was operated 
upon at one of the local hospitals. She 
is getting along nicely at the present 
time. 

H. W. Umbs, South Milwaukee, held 
the formal opening of his new store 
building Saturday, March 17. The for- 
mal opening of the Miller & Hoffman 
jewelry store at Milwaukee was also 
held Saturday with appropriate St. Pat- 
rick Day souvenirs. 

Rank & Motteram, retail jewelers at 
75 E. Wisconsin Ave., have renewed the 
lease on their present location, accord- 
ing to Henry Rank of that store. The 
store is having good success with the 
radio advertising which consists merely 
of broadcasting the correct time and 
mentioning the name of the store in con- 
nection with it. Good proof that the 
store name is remembered is the fact 
that numbers of people call up during 
the day asking the correct time. Infor- 
mation relating to merchandise carried 
by the store is often asked too, and it is 
believed that a number of new custom- 
ers have resulted from the broadcasting. 

Oshkosh jewelers and other retail 
merchants are about to decide to close 
their stores on Saturday evenings and 
remain open Friday nights instead. It 
Is expected the move will have an effect 
on other cities throughout the Fox River 
Valley. The Appleton Chamber of Com- 
merce has made an extensive study of 
the Saturday evening closing problem, 
but it is expected that Oshkosh will take 
the initiative. It is thought that the Fri- 
day night opening spreads the peak 
business that formerly fell on Saturday 
to two days, and reduces the extra help 
problem. It gives the help Saturday 


evening off and an opportunity to enjoy 
In a few cases where it 


the week-end. 
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was tried out it was found that there 
was no loss in volume of business. 
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George Goldman and Fred Goldman, 
of the Goldman Jewelry Co., are in Chi- 
cago. 

E. C. Maxwell, St. Joseph, Mo., who 
has been ill for several weeks, is recov- 
ering. 

The Jaccard Jewelry Co. had two 
teams in the American Bowling Con- 
gress. 

Mrs. C. S. Craven was one of the 
judges of registration March 22, pre- 
paratory to the coming bond election. 

Among the recent visitors were: A. J. 
Johnson, Polo, Mo.; J. R. Glover, Bon- 
ner Springs, Kan.; J. R. Lucas, Platte 
City, Mo. 

The Green Jewelry Co. has rearranged 
the interior of the workshop and the 
lighting system so that now all of the 
work-benches face windows. 

Julian Colvin, well known among the 
Kansas City wholesale jewelers, has ac- 
cepted a position in the watch depart- 
ment of the Edwards-Ludwig-Fuller 
Jewelry Co. 

Mettler Park, representative of the 
Edwards-Ludwig-Fuller Jewelry Co., in 
Kansas, Oklahoma and Arkansas, is at 
the home office this week. Mr. Park has 
bought a new automobile in which he 
will hereafter cover his territory. He 
says there are now enough good hard 
surfaced roads in nearly all directions 
to make it profitable for him to travel 
by automobile. 

A meeting of branch managers of the 
Harris-Goar Co. was held Tuesday, 
March 20, at the headquarters in this 
city. Advertising plans for the coming 
season and various matters pertaining 
to the business were discussed. In the 
afternoon golf was enjoyed at one of 
the country clubs and in the evening the 
managers were guests of P. S. Harris 
and J. E. Goar at the Kansas City Club. 
Those who attended the meeting were: 
R. A. Marling, Topeka, Kan.; Claude 
Marling, Wichita, Kan.; A. M. Newton, 
Omaha, Neb.; E. L. Potter, Lincoln, 
Neb.; J. C. Cutler, Oklahoma City, 
Okla., and A. M. Lobach, Kansas City, 
Kan. 








Samuel L. Majors, a jeweler at Colo- 
rado, Tex., was a recent visitor in Dallas 
to purchase new fixtures and equipment 
for his jewelry store, to be installed in 
the Coe building. Mr. Major has been in 
the jewelry business in Colorado for 
years. His father, J. P. Majors, who 
owns jewelry stores in Colorado and 
Sweetwater, is one of the pioneer set- 
tlers of the country. The Samuel L. 
Majors jewelry store has been located in 
the Colorado Drug Co. building, but re- 
cently A. J. Coe purchased the Moeser 
building for a permanent home for this 
concern, and as soon as the building can 
be remodeled and the fixtures installed, 
Mr. Majors will move into that property. 











J. W. Blackman, of Blackman & Lunk- 
enheimer, local retail glassware dealers, 
was at Boonville, Ind., on business a few 
days ago. 

The West Side Nut Club held a special 
program on Tuesday night of last week. 
Jacob L. Thuman, well known West Side 
jeweler, assisted in arranging the pro- 
gram. 

Floyd Nester, of Heinzle & Nester, re- 
tail jewelers of Boonville, Ind., who was 
in Evansville a few days ago, reported 
that his trade has held up very well dur- 
ing the past few weeks. 

Silas Ichenhauser, who for many 
years was engaged in the wholesale 
glassware and queensware business in 
Evansville, now is located at Atlantic 
City, N. J., where he is prominent in 
community work. 

W. G. Hollinger & Son, retail jewelers 
at Madisonville, Ky., have received an 
order for $600 worth of silverware to be 
shipped to the wife of Senor Lazaro 
Chacon, president of the Republic of 
Guatemala, Central America. 

Glassware dealers in Evansville and 
other towns in southern Indiana report 
their trade getting a little better and 
they are of the opinion that business 
is going to continue quite active all dur- 
ing the spring and summer season. 

Charles Artes, of the Charles Artes 
Co., Inec., local retail jewelers, who 
has been active in first district Republi- 
can politics for a number of years, has 
been urged to run for office this year 
but he has turned a deaf ear to the 
proposition. 

George Vonderheit has become man- 
ager of the Leader Store at Jasper, Ind., 
owned by Raphael Bros., wholesale deal- 
ers in jewelry and notions at Evansville. 
Mr. Vonderheit is well and favorably 
known to the retail jewelry trade of 
southern Indiana. 

Local retail jewelers report their 
trade has held up very well during the 
past week or 10 days and they are look- 
ing for. a very good volume of business 
during April and May. General business 
conditions are gradually getting better 
and it is the opinion of both wholesalers 
and retailers that this is going to be a 
very good trade year. 

Theodore Bitterman, of Bitterman 
Bros., retail jewelers of 204 Main St., 
Evansville, was one of 200 local business 
men who met at the Chamber of Com- 
merce building on Wednesday of last 
week to talk over plans for the future 
of the city. Among the things decided 
upon was the immediate building of a 
proposed bridge across the Ohio river at 
Evansville. This proposed bridge will 
cost in the neighborhood of $5,000,000 
and it is expected that work will be 
started on it some time during the com- 
ing year. 








H. H. Carroll, jeweler, Eagle Grove, 
Iowa, has been succeeded by F. E. Good- 
ale. 
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William Robinson, diamond broker of 
this city, has returned from a trip to 
New York. 

William Davidson, San Francisco, was 
in Los Angeles, several days the last 
week, on business. 

Harry Garvey, diamond broker of 
New York, left Los Angeles, last week 
after a brief period of business here. 

Paul H. Samuels, representing Katz & 
Ogush of New York city, was in the 
city the past week visiting the trade. 

W. Smith, who deals in beads for the 
jewelry trade, has established head- 
quarters at 516 Hill St., this city. 

“Joe” Goldstein of Salt Lake City, 
was a caller among the wholesale jewel- 
ers the last week. 

E. Bastheim left the present week 
for San Francisco on a business trip 
connected with the E. Bastheim Co. 

The Gross jewelry store, Culver City, 
Cal., is to be under the management of 
an expert from Riverside, for two weeks, 
while Mr. Gross is away temporarily. 

Arthur Reichman of Reichman Bros. 
of New York city, was seen again in 
Los Angeles, the past week calling on 
the various wholesale jewelry establish- 
ments. 

F. Hollander of Eureka, Cal., arrived 
in Los Angeles, the past week. He in- 
tends to lay aside all business and devote 
his time here to recreation and up- 
building his health. 

P. A. Rowe, vice-president for A. I. 
Hall & Co., in the Guarantee building, 
who recently returned here from a trip 
to Honolulu, has gone to San Francisco 
on business. 

V. A. Holbrook, horologist, has estab- 
lished an office with I. Bloom, 701 Met- 
ropolitan building. Mr. Holbrook was 
formerly located in the Jewelers’ build- 
ing on S. Hill St. 

Mose Feinberg, formerly located at 
the Jewelers’ building has removed his 
headquarters from that building to the 
Metropolitan building, in suite 702, with 
the I. Bloom concern. He formerly lived 
in Pueblo, Colo. 

“Ben” Nordman, who is the Pacific 
Coast representative for several large 
eastern factories, with headquarters in 
the Alexandria hotel, on Fifth and 
Spring Sts., returned last week from a 
extensive trip through the smaller towns 
of southern California. 

“Cy” Price of Shiman Bros. & Co., 
New York, is in Los Angeles, on an 
extended pleasure trip. He is accom- 
panied by Mr. Price, and both are de- 
lighted with the sunny days of the 
southland. They purpose to take in 
many sightseeing trips around this sec- 
tion of California. 

Charles Brown, European buyer for 
the E. Bastheim Co., in the Guarantee 
building, sailed from New York, on 
March 24, for Europe. Mr. Brown also 
has charge of the Cecille department at 
Bastheim’s and will seek at the various 
continental jewelry centers new and up 
to-date novelties for the special depart- 
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ment, while he will also add to the lines 
for other departments. 

Marco Grosso of 715 N. Broadway, 
one of the pioneer retail jewelers of Los 
Angeles, died at his home March 16, 
leaving a widow and family. The fun- 
eral was conducted from the under- 
taking rooms of Goodeau & Martinez, 
and there were many expressions of 
sympathy and regard for the deceased 
manifested by the many friends who 
attended the obsequies. 

Alvin Fox, formerly of Fox Bros., Cin- 
cinnati, Ohio, is a new arrival, that is 
a permanent one, in the Southern Cali- 
fornia metropolis. Mr. Fox having re- 
tired from business made a survey of 
the various sections of southern. Cali- 
fornia and concluded that Los Angeles’ 
climate suited him, especially when it is 
considered that he has legions of friends 
in this city and vicinity. He will estab- 
lish his home here. 

H. K. Lee, who has conductea a 
jewelry establishment for 35 years at 
Fosston, Minn., has recently purchased 
the store of Charles L. Wright, located 
here in the city at 5053 York Boulevard, 
and he expects to get his share of the 
growing trade in the Highland Park 
district of Los Angeles. While Mr. Lee 
will make his permanent home here, his 
son, Clifford Lee will have charge of the 
Fosston store. Mr. Lee also has a 
brother in the jewelry business in Los 
Angeles, he being at 2716 West Ave. 34. 

Among the out-of-town retail jewelers 
seen in Los Angeles wholesale centers 
the past week were: F. B. King, Red- 
lands; T. S. Lailey, El Monte; C. E. 
Kendrick Anaheim; M. A. Stalmer, 
Fullerton; P. M. German, Santa Ana; 
L. Asher, Santa Ana; Mel. Smith, Santa 
Ana; E. B. Finceth, Fullerton; L. E. 
Hendrickson, Fullerton; W. A. Harp, 
Alhambra; J. W. Rodgers, Pasadena; G. 
W. Burzell, Sawtelle; E. B. Lang, 
Venice; C. E. Perham, San Pedro, and 
Roy Crofe, El Segundo. 

In announcements sent to the trade 
last week, Milton Weiss, for many years 
a partner in the firm of A. F. Bohle 
& Co., has purchased the Los Angeles 
establishment of this concern and here- 
after will conduct the business under the 
name of Milton Weiss & Co. at the same 
address, 120 E. Eighth St. Mr. Weiss 
was a partner of Messrs. A. F. Bohle 
and Carl Neuer for the past 12 years. 
In 1923 he opened the Los Angeles 
branch and since then it has been con- 
ducted under his supervision. 

Arthur P. Care, vice-president and 
manager of the clock and material de- 
partment of the E. H. Reynolds Co. of 
the Metropolitan building, has left on 
an extended trip to the East, calling 
at the clock factories and other manu- 
facturing plants, on the lookout for new 
merchandise and possible new connec- 
tions. New York city will be visited and 
while in the great American metropolis. 
Mr. Care will make his headquarters at 
the Prince George hotel. Mr. Care will 
also visit Boston, Chicago and Detroit. 
He will be absent for several weeks. 

As the bowling tournament between 
the several teams from the various 
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wholesale jewelry houses near its con. 
clusion, there is an increased interest 
shown in the exploits of the several 
teams. Each night on which the boys 
roll the big balls down the runways 
there is a great gathering of friends 
and fellow salesmen at the alleys. The 
following are the returns from the cop. 
tests: Brock & Co. won all the games 
played at the last rolling; they were pit- 
ted against W. Zimmer Co., gaining fiye 
points in their standing. Andreini ¢ 
Smith took the honors from the FE. w 
Reynolds Team No. 1, which up to this 
series of games had been the leaders 
gaining the odd point. Elliott, Kaa & 
Zeigler won the contest against Moody 
Brothers, defeating them by four points, 
and Davidson boys socked the FE. W., 
Reynolds Team No. 2. But the EF. W. 
Reynolds No. 1 team had plenty of rea- 
son to crow as it shattered the high 
record made, thus far, by bowling 596 
pins, so it still retains the league lead, 
with Brock & Co., a close second. Elliott 
Kaa & Zeigler are in third place. There 
are about six more contests when the 
prizes will be awarded to the winners, 








Pacific Southwest 





Watson’s jewelry store and phono- 
graph repair shop of San Diego has 
moved to a new location in that city at 
941 C St. Jewelry and silverware lines 
are carried. There is a watch and clock 
repair department. 

Early on the morning of March 6, bur- 
glars entered the jewelry store of 
George Gordon of 410 15th St., Oakland, 
Cal. They gained entrance by smashing 
a glass window and the burglary was 
discovered by a_ special watchman, 
shortly after 6 a. m. According to the 
police, the burglar glued a newspaper 
over the window, to prevent the glass 
from flying, and then broke the window. 
There were many fingerprints. Gordon 
estimated his loss in watches and rings 
at between $1,500 and $2,000. 

Announcement has been made of the 
purchase of the Saier jewelry store, 
1917 Mariposa St., Fresno, Cal., by 
Harry Rose of the Capital Jewelry & 
Loan Co. The purchase price has not 
been made public. It is planned to close 
out the stock of the store and move the 
repair business to Rose’s present store, 
1158 Fulton St. Mr. Saier, who died in 
1926, first opened a jewelry store in 
Fresno in 1882. The location of the 
store was moved, but Mr. Saier re- 
mained in charge of his business until 
his death. 








Three small fruit jars containing 
watches and jewelry valued at more 
than $1,000, a portion of the contents of 
a sample case alleged to have been stolen 
from a salesman of Castelberg’s, Inc., 
Norfolk, Va., was unearthed recently in 
Portlock. A taxicab driver was arrested 
in connection with the find and charged 
with grand larceny. It is alleged that 
he made off with the sample case when 
the salesman left his cab in Portlock on 
Dee. 21. 
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Morris C. Mayer is in the South for 
Mayer & Weinshenk. 

A modern jewelry store has been 
opened at 1614 Stockton St., by D. Pan- 
sabene. : 

J. E. Lewis of J. E. Lewis & Co. has 
left to visit the trade in part of his 
territory. 

L. O. Levison of the California Jewel- 
ry Co. is visiting Los Angeles on a busi- 
ness trip. ’ 

Harry Levy of M. Schussler & Co. is 
in the eastern markets, on a buying trip 
for his firm. 

A trip through the Pacific Northwest 
is being made by Lucien Cerf with the 
various eastern lines he represents. 

Park V. Bovyer of Buss, Linthicum & 
Thorson, jobbers of Chicago, has left 
for a trip to southern California. 

Roy Dable of Railsback & Dable has 
left on his northern trip. Mr. Railsback 
is presiding over the business of the firm 
here. 

Val. Molkenbuhr of the Shreve build- 
ing has left on a trip to southern Cali- 
fornia in the interests of his jewelry 
box business. 

Ed. Willis, manufacturers’ represen- 
tative with headquarters in the Jewel- 
ers’ building is in town, calling on the 
local trade. 

Al. Gilbert is out on the road again 
and, as usual, is doing his share of busi- 
ness. He is proceeding South, calling 
on the trade en route. 

William S. Fulton, well known man- 
ufacturers’ representative, has just re- 
turned from a very satisfactory business 
trip to New York and Providence, R. I. 

Charles Cohen formerly with the Key- 
stone Jewelry Co. of this city is now 
with Norris Alister-Ball-Bridges Co., at 
that concern’s offices in the Jewelers’ 
building. 

Martin Cooper, western representa- 
tive of Morris Kaplan & Sons, started 
late in March for a trip through his 
territory. Mr. Cooper planned to go 
as far East as Denver. 

The belief that turquoise is due to be- 
come a fashionable stone, has led Miller- 
Steinau, manufacturing jewelers of 646 
Jesse St., to take an option on a tur- 
quoise mine in Washow County, Nevada. 

J. J. Sommer of the J. J. Sommer Co. 
has gone to Attleboro on a business trip 
after being in California for some time. 
Mr. and Mrs. William Lowe were here 
for a few days. Mr. Lowe has gone 
back to Chicago. Mrs. Lowe will remain 
here for the present. 

Clarke Greenfield, until recently store 
manager with the Morgen Jewelry Co., 
has severed his connection with that 
firm. Mr. Greenfield, while still a young 
man, has been for a number of years 
in the jewelry business in San Fran- 
cisco and is well known to the trade. He 
will announce his future plans in a 
week or so. 

Jewelers from other cities calling on 
the trade here include: St. Elmo 
Coombes of Sunderland & Miller, Los 
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Angeles; Earl Bothwell, San Jose; C. 
Mantele, Stockton; C. Guslander, Wil- 
litts; Mr. and Mrs. Leo Berger, Placer- 
ville; C. Ginsberg and son of Reno, Nev.; 
W. C. Lean, San Jose; William Jung 
and H. Stockpole, San Jose; Dave Good- 
friend of Goodfriend & Traube, Salinas, 
Cal. 

George A. Desenfant & Son of the 
Jewelers’ building is now operated by 
August L. Desenfant, Jr., the senior 
partner having retired. Mr. Desenfant, 
Jr., however, says that his father is 
far too active to have severed his con- 
nection with the company entirely. He 
still takes a keen interest in the busi- 
ness and is giving some of his time to it. 
The specialty of the firm is the whole- 
saling and manufacturing of emblems of 
all kinds. 











O. A. Hartman, jeweler at Salem, 
Ore., has been registered at the Hotel 
Portland. 

Hal Eyster, wholesale jeweler of 
Seattle, has been in Portland, stopping 
at the New Perkins. 

Isaac Staples of Staples, Inc., has an- 
nounced his intention of again running 
for the State legislature, of which he 
has been a member many years. 

Portland papers carried the news 
March 20 of a jewelry robbery at Aber- 
deen, Wash. The safe in the workshop 
of George H. Detemple, manufacturing 
jeweler of Aberdeen, was broken open 
by yeggs, and jewelry valued at $5,000 
stolen. 

An interesting tale comes from Salem, 
Ore., to the effect that following the 
slaughter of eight head of cattle at a 
Salem packing plant, the butchers no- 
ticed that the teeth of the animals were 
covered with a thin glittering substance, 
resembling gold. A number of the teeth 
were pulled, and submitted for inspec- 
tion to a Salem dentist and a jeweler, 
and both pronounced the substance to 
be pure gold. The cattle were recently 
shipped into Oregon from Idaho, and 
purchased by a chain store from Bert 
Edwards, Salem livestock dealer. Ed- 
wards hied himself to Portland speedily 
to find out from what part of Idaho they 
were shipped. Local veterinarians ex- 
pressed the opinion that the teeth of 
the cattle came into contact with the 
gold as the cattle grazed in some min- 
ing district. 
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Fred Syman returned recently from 
a Caribbean cruise. 

In the American Bowling League, 
Schwartz jewelers lost to Neff florists, 
2520 to 2522. Kortz jewelers lost to the 
Furniture city team, 2455 to 2523. 

The Jacob L. Potter jewelry house at 
1632 Champa St., has been incorpo- 
rated with a capital of $10,000. Papers 
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were filed by J. L. Potter, Golde Potter 
and S. R. Hahn. 

The Lauterman-Dugan Jewelry & 
Optical Co., Colorado Springs, filed 
articles of incorporation, capitalization 
$25,000. C. B. Lauterman, Ira C. Dugan 
and Grace R. Bowman. 


Salt Lake City 


The Broadway Jewelry Store on E. 
Broadway announced a “Quit Business” 
sale. April 1 is set as the closing date. 

John A. Adams, vice-president of the 
J. S. Lewis Co., Ogden’s largest jewelry 
company, is in Los Angeles where he is 
visiting relatives. E. H. Krogue has 
joined the watchmaking staff of the 
company. 

Fred V. Miller charged with attempted 
burglary of the Diamond Shop on S. 
Main St., on Christmas Day last, was 
found guilty in the district court this 
week. He was sentenced to an indeter- 
minate term in the State prison. 

The Cut-Rate Jewelry Co. has been 
organized here with Robert Lavenberg 
as its president. The capital is given 
as $2,000. Mr. Lavenberg has been 
operating jewelry stores in different 
locations of this city for several years 
past. 

The police of this city are sending 
out circulars describing a man who is 
alleged to have defrauded Salt Lake 
City jewelers of $800 through the use 
of worthless checks. A felony warrant 
has been issued against him. It is 
claimed that he represented himself as 
a diamond salesman and in this way 
succeeded in persuading several local 
jewelers that they could cash checks for 
him with safety. The circular describes 
him as almost 6 feet in height, 46 years 
old and of dark complexion. 




















J. E. Haddon and wife, of Dana and 
Mr. Douglas of the Douglas jewelry and 
gift shop, Martinsville, were recent vis- 
itors in Indianapolis. 

Frank Ricketts, Charleston, was a 


business visitor in Indianapolis and 
Terre Haute last week. He is now 
spending a few days at French Lick. 

Members of the staff of the Standard 
Jewelry Company, their wives and 
friends were guests of honor when Jo- 
seph Rosemeyer of Cincinnati, enter- 
tained with a St. Patrick’s Day dinner 
at the home of his son Herbert, in this 
city. 

Among the Indianapolis jewelers at- 
tending the convention of the National 
Association of Credit Jewelers held last 
week at Chicago were: Maurice Tavel, 
Crown Jewelry Co.; Leon Levy, Kay 
Jewelry Co.; Leonard Frankel, H. H. 
Mayer Co.; Jacob Goodman and “Bus- 
ter” Goodman, Goodman & Co.; J. E. 
Huffman, Craft Mfg. Co.; Aaron Dros- 
diwitz, Dee Jewelry Co.; Adolph Blick- 
man, Rogers & Co.; and Elmer Suss- 
man, Sussman Jewelry Co. 














Louis S. Newman, retail jeweler, lo- 
eated on Prospect Ave., is holding an 
auction sale. 

Frank E. Forcs will assume charge of 
the Cowell & Hubbard Co.’s watch repair 
department, effective April 1. 

The Cleveland Better Business Bureau 
has announced that the Webb C. Ball 
Co., retail jeweler, has become a member 
of the Bureau. 

Ben and Dave Lasser of the Merit Co. 
are in Chicago at the Drake Hotel. They 
attended the convention of the National 
Credit Jewelers’ Association. 

John Bohaty, retail jeweler, is moving 
from his location at West 35th St. to 
West 118th St. and Detroit Ave., where 
he has leased larger quarters. 

Goldstein & Son are opening a new re- 
tail jewelry store at East 105th St. and 
Euclid Ave. ‘They were formerly lo- 
cated on Woodland Ave. 

Edward Kline, 8932 Buckeye Road, 
was the victim of a window smasher on 
Monday. The thief escaped, taking with 
him $100 worth of loot. No arrests have 
been made in connection with the case. 

Members of the Cleveland Manufac- 
turing Jewelers’ Association attended a 
performance of “Hit the Deck” at the 
Hanna Theater in a body. President 
Leo Markowitz headed the party. 

B. Eilburg is opening a new retail 
jewelry store at 998 E. 105th St. He 
was formerly located on Woodlawn Ave. 
The new store is larger and very nicely 
fitted up. 

Fire broke out in the store of Henry 
Berger, 3413 Woodland Ave., recently. 
Damage was principally from smoke and 
water and the loss was nominal, due to 
the prompt response of the fire depart- 
ment. 

Out-of-town” jewelers in Cleveland the 
past week included: E. A. Roland, Lodi; 
Sam Brainerd, Medina; C. E. Schiltz, 
North Canton; L. W. Wyckoff, Chagrin 


Falls; S. C. Wheeler, Lorain; H. C. 
Webb, Bedford. 
Among manufacturers’ representa- 


tives calling on Cleveland trade the past 
week were: Mr. Kittlety, Bishop Co.; 
Mr. Biggs, Jacques Kreisler Co.; Mr. 
Simpson, Henry Blank & Co.; Mr. Nee- 
hoff, Eclipse Fountain Pen Co. 

The regular meeting of the Cleveland 
Credit Stores Association was held on 
Thursday evening at the Hotel Cleve- 
land. Dinner preceded the meeting and 
business of interest to members was dis- 
cussed. The usual good attendance was 
present. 

Miss Mildred Menke, daughter of 
Herman Menke, in charge of the manu- 
facturing department of the Cowell & 
Hubbard Co., is recovering from an op- 
eration for appendicitis. Mrs. Menke is 
also at home recovering from a serious 
illness. 

The Cowell & Hubbard Co. has an- 
nounced that it will give silver and 
bronze Lindbergh medals as a prize to 
girls who make the best models of the 
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“Spirit of St. Louis” in the contest be- 
ing conducted by the Cleveland News, 
which will award cups and other prizes 
to the contestants. The face of the 
medal carries a likeness of Lindbergh 
and a record of his achievement. On 
the reverse side the “Spirit of St. Louis” 
is shown mastering space and conquer- 
ing the elements. The medal was de- 
signed by Charles L. Hinton, nationally 
known sculptor. The contest closes in 
May. 

The Siglar-Boch Co., Cleveland’s new- 
est downtown retail jewelry store, held 
its formal opening March 15, and it was 
attended by more than 2000 people. It 
was one of the largest crowds that has 
attended such an opening in many years. 
As a souvenir of the occasion, beautiful 
roses to the number of 2000 were given 
away. The new store has handsome 
fixtures, and it is fitted up in a very 
attractive manner. The diamond room 
is in the front part of the store, and the 
watch repair department is in the rear. 
The company will cater to a very high 
class trade, and expects to retain many 
of its old customers from the former 
Siglar Bros. Co. S. G. Stiles, formerly 
of Siglar Bros. Co. for many years, is 
connected with the sales department of 
the concern. Thirty costly floral pieces 
were received from friends in the trade 
in Cleveland and other cities. The prin- 
cipals in the company are Gilbert Siglar 
and L. B. Bock. 

The 24 Karat Club office is now lo- 
cated at 317 Hickox building at the cor- 
ner of Euclid Ave. and East Ninth St., 
and is in charge of the secretary, Samuel 
R. Zwee. At a recent executive meeting 
it was decided that the noonday luncheon 
meetings would be again continued and 
that instead of meeting every Wednes- 
day, they would be held on the second 
and fourth Wedneshdays of each month. 
The time will be the same, 12.30 
p. m., and the place, the Hotel Statler. 
The club now has a_ membership 
close to 100 and is still growing, and the 
future prospects for it look very bright. 
The following well known men in the 
trade have been elected to the board of 
trustees: Frank X. Russert, H. B. Mc- 
Cague, H. N. Beattie, C. A. Rock, H. W. 
Burdick, Ralph Harburger, George L. 
Harding, A. T. Heuter, George Nelson, 
J. F. Schnauffer, Jake Welf, Samuel R. 
Zwee and Ben Glasser. This gives the 
club representation from retail, whole- 
sale, material and manufacturing con- 
cerns, and as all the men are well known 
to the entire trade and liked, it forms 
one of the strongest boards of trustees 
that has ever been elected. Regular meet- 
ings of the club for the entire member- 
ship are being held on the first Friday of 
each month, as has been the usual cus- 
tom. 








A burglar hurled a brick through a 
display window of the L. A. Cobb 
jewelry store, 519 Bluff St., Waterloo, 
Iowa, early on the morning of March 13 
and escaped with watches and rings 
valued at $150. Four watches and 10 
rings were reported missing when the 
proprietor checked over his loss. 
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Arthur Buder, Flint, Mich., came down 
to Cincinnati to buy some goods for his 
store. 

George E. Brown and John Gerwin 
of Frohman & Co., returned from theiz 
respective tours, Saturday. 

Messrs. Helbein, Brill and Furman, of 
the Helbein-Stone Co., were visitors jy 
Cincinnati during the week. 

Walter Mayer, president of the Wall. 
enstein-Mayer Co., is back in the Queen 
City after a stay of several days at 
Martinsville, Ind. 

Maurice Phillips and C. E. Richter, of 
the Richter and Phillips Co., attended 
the Jewelers Credit dinner held at Chi. 
cago. 

Mr. and Mrs. Julian Schwab, of A, ¢ 
Schwab & Sons, are back home after a 
three weeks’ trip through the East. They 
made the trip while celebrating their 
15th wedding anniversary. 

Jacob Litwin of Litwin & Sons, will 
make one of his many trips to Europe 
on a diamond buying expedition some 
time in May. Litwin will be accom. 
panied on this trip by Mrs. Litwin. 

J. D. Jacobs, of D. Jacobs Sons’ Co, 
made his first Spring trip in four years 
last week when he toured Ohio and Indi- 
ana. A. C. Jacobs of the firm returned 
from a trip through northern Ohio and 
Pennsylvania. 

Augusta Rethmeir submitted her res- 
ignation to officials of the Richter & 
Phillips Co., as she is to be married to 
Fred Emingholz on April 25. The cere- 
mony will be held at the Salem Re- 
formed church on Sycamore St. 

Ear! Shafer, bill clerk with the Richter 
& Phillips Co., is seriously ill at his 
home. He underwent an operation for 
the removal of his tonsils recently and 
this was followed by hemorrhages which 
physicians say are serious. 

Frank M. Dale is completely revamp- 
ing the store of the Carrithers Jewelry 
Co., at Canton, IIl., having taken over 
the establishment recently. He formerly 
conducted a similar establishment at 
Sullivan, Ind., which he sold to J. Brown 
and removed to Canton to create prac- 
tically a new store out of an old estab- 
lished location. Word of the change was 
received at the D. Jacobs Sons’ Co., in 
Cincinnati. 

Clarence Loeb, chairman of the en- 
tertainment committee of the Cincin- 
nati Wholesale and Manufacturers As- 
sociation, returned from a trip through 
Indiana Monday and will now devote 4 
little time to the next social session of 
the organization. He was re-appointed 
chairman of the committee because of 
his preceding good work and probably 
will stage an interesting social session 
some time during April. 

An operation for appendicitis was un- 
dergone by George J. Gruen, secretary 
and treasurer of the Gruen Watch Co. 
at the Deaconess hospital. The watch 
maker was taken suddenly ill and was 
operated upon by Dr. Walter Griess. 
His condition was said to be greatly 
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yed Saturday and he will be able 


jmpro : : Pa 
to resume his many business activities 
in two weeks. Mr. Gruen is president 


of the National Association of Credit 
"7 report of Carl G. Werner, attor- 
ney and receiver in bankruptcy for Jean 
Holmes, alleged absconding diamond 
dealer, was confirmed by Judge Smith 
Hickenlooper in the United States Dis- 
trict Court. The entire report was 
printed in full in a recent issue of THE 
JewELERS’ CIRCULAR. Holmes is charged 
with defrauding the Central Trust Co. 
out of many thousands of dollars through 
the fraudulent use of Dade County, Fla., 
school bonds. 

The Federal Insurance Co. was 
made a party to the suit of Eda O. Weil, 
of Montgomery, Ala., against Samuel 
Savin, used jewelry dealer and pawn 


broker of E. Sixth St., in this city, re- - 


cently. The suit was filed in the local 
United States District Court some time 
ago seeking the recovery of $35,000 
worth of jewelry alleged to have been 
stolen from Mrs. Weil and later pledged 
with Savin. Judge Smith Hickenlooper 
granted the application of the insurance 
company to be made a party to the suit 
because it is interested on account of a 
policy issued by it to the plaintiff, pro- 
tecting her from loss through burglary 
or ordinary theft of the jewels. It is 
said that the company paid a claim of 
$21,850 to Mrs. Weil when the loss of 
the jewels was confirmed to them. The 
insurance company then filed a supple- 
mental petition joining with Mrs. Weil 
in asking that judgment be awarded 
against Savin for $35,000 with interest 
and costs from Dec. 1, 1924. 








Canada Notes 





A. A. Pommier, jeweler of Hull, 
Quebec, is opening a branch store. 

Milot & Berthiaume, jewelers of 
Grand Mere, Que., have dissolved part- 
nership. 

J. C. Diggins, Hamilton, Ont., has 
admitted John Diggins into partnership 
under the style of J. C. Diggins & Son. 

Out of town jewelers calling on the 
Toronto trade recently, included, R. N. 
Bassett, Oshawa; J. E. Wilmot, Ottawa; 
A. H. Widéman, Markham; W. G. 
Irvine, Orangeville; J. McClelland, 
Peterboro; J. E. Nettleton, Penetang; 
F. W. Waters, Ingersoll; George Young, 
London; A. W. Smith, Guelph; all of 
Ontario, and J. E. Wellner, Charlotte- 
town P. E. I.; Arthur Duquet, Quebec, 
and Charles Johnson, Halifax, N. S. 








Funeral services were held recently 
for Meyer Levy, 70 years old, 2017 
Cherry St., Toledo, Ohio, who died fol- 
lowing an apoplectic stroke while visit- 
ing his sons, Oscar and Isaac Levy, in 
Chicago. Mr. Levy had lived for more 
than 50 years in Toledo and at one time 
was the proprietor of a furniture store 
at Summit and Cherry Sts. He is the 
father of Ruby Levy of the Osterman & 
Levy Co., Madison Ave. jewelry firm. 
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Isadore Gamler, retailer of 224 Main 
St. E., is in Syracuse at the Gamler 
store there. He expects to be away until 
May 1. , 

Joseph Kopelowich, wholesaler of 47 
Clinton Ave. N., plans to leave within 
the next two weeks for a business trip 
through the East. 

Isaac Glaser, retailer of 41 and 220 
Main St., E., left last week, for a busi- 
ness trip to Providence, New York City 
and other cities of the East. 

Russell Scheer, secretary of the Roch- 
ester Retail Jewelers’ Association and 
partner in the firm of E. J. Scheer, 259 
Main St. E., is in New York city on a 
business trip. 

David Lisson and Benjamin Turk, 
members of the firm of Turk & Lisson, 
Central building manufacturers, are 
back in Rochester after business trips. 
Mr. Lisson was in western New York 
and Mr. Turk in eastern cities. 

Small’s, Inc., retailers of 37 Main St. 
E., last week, revived their trade-in 
watch sale which proved so successful 
during the late fall months last year. 
Old watches traded in as part payment 
for new are placed in a barrel for the 
window display. Already the barrel is 
spilling its contents. 5 

George Klee, member of the firm of 
Klee & Groh, retailers of 143 Main St. 
E., returned to business last week after 
being away since before the holidays 
because of injuries received in an auto- 
mobile accident. Mr. Klee spent a few 
hours in the store last week before final- 
ly returning to full time. 

E. L. Koppin, retailer of 275 Main St. 
E., last week moved his establishment to 
501 Temple building. The Koppin store 
has been at the Main St. address for 
seven years. The new headquarters 
contain a private office and special show- 
room besides the retail establishment. 
Mr. Koppin employs three men in the 
retail trade. 

Timely discovery by a police officer, 
last week, saved the retail store of C. A. 
Beyer, 385 Main St. E., from possible 
destruction by fire. Seeing smoke seep- 
ing from the building shortly before 
midnight, the officer rang an alarm. 
Firemen found flames of undetermined 
origin had broken out in the basement. 
They extinguished the blaze without 
damage to the store or stock. 

Letters received from Bernard J. 
Rudolph, president of Rudolph’s Stores, 
by the Rochester store at 217 Main St. 
E., last week, told of his purchase in 
Paris of a new stock of diamonds. Mr. 
Rudolph is on a combination business 
and pleasure trip abroad. He expects 
also to visit diamond cutting houses in 
Antwerp and Amsterdam, watch fac- 
tories in Switzerland and novelty 


jewelry factories in Germany. 
Programs for the annual convention 
of the New York State Retail Jewelers’ 
Association at Syracuse, April 23 to 25, 
were given to the printers by the author, 
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Charles Sunderlin, secretary of the as- 
sociation, retailer of 350 Main St. E., 
last week. The chief feature of the con- 
ventign.:will be only one session each day 
to give the 300 delegates expected an 
opportunity to view exhibits. Luncheon 
will be served during the sessions. 


No speaker will be invited to address 
the Rochester Retail Jewelers’ Associ- 
ation at its annual banquet in the new 
clubroom in Hotel Powers, April 12. 
The evening will be given over to dining, 
dancing and entertainment. Charles 
Coster, retailer of 1519 Lake Ave., presi- 
dent of :the association and chairman 
of the committee on arrangements, said 
a program of professional dancers and 
musicians would entertain during the 
evening. 











M. Greenebaum & Sons, widely known 
jewelers of Northeast Baltimore, have 
taken over an uptown store at 114 N. 
Howard St., which was formerly con- 


ducted by Saul Levinson. Mr. Greene- 
baum’s main store is at Monument St. 
and Collington Ave. His sons are as- 
sociated with their father in business. 
The new store is almost in the center 
of the shopping district. 


City detectives last week arrested two 
men on charges of obtaining hundreds of 
dollars worth of jewelry through mis- 
representation from Carl J. Doederlein, 
jeweler, Park Bank building, Lexington 
and Liberty Sts. They were arrested 
by Detectives F. P. Coleman and Gray- 
don Ware. Both men were given a pre- 
liminary trial and each was held in 
$500 bail for grand jury action. 


Fire this week did considerable dam- 
age to a building at 107-109 W. Balti- 
more St., in which the office of the 
wholesale firm of the Mervis Jewelry 
Co. is located. The Mervis’ headquar- 
ters is one of a suite of offices in the 
building. Considerable damage, it was 
reported, was done to the stock which 
is fully covered by insurance. Mr. 
Milton I. Mervis was unable to estimate 
his loss. 


Local wholesale and retail jewelers 
report a general improvement in the 
trade here. Increased sales are reported 
by retailers, the buying being done by 
the well-to-do and the middle classes. 
There is, however, a marked falling off 
of buying by the lower classes, who a 
few years ago constituted a large part 
of the jewelry buying class here. An 
advertising campaign has materially 
aided sales. Retailers, however, are 
using caution in their orders from 
wholesalers. 








E. D. Wallis, who has been with the 
Holt Jewelry & Optical Co., Stillwater, 
Okla., for nearly 10 years, has opened 
his own repair shop in the building occu- 
pied by Woodworth’s music shop, 114 W. 
Seventh Ave. 
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The Value of a Gift Department 


Erie, Pa., Jeweler Gives His Experience and Advises Other Jewelers 
to “Swim with the Current of Public Demand” 


By Lioyp S. GRAHAM 














T a constantly increasing rate are 
the retail jewelers of this country 
recognizing the value of the so-called 
gift line added to their jewelry line of 
merchandise. In this connection one 
proper question may be: “Just how far 
can a jeweler go in diversifying his gift- 
shop line of merchandise, should he de- 
cide to take it on? Where can he draw 
the line? What should be the position 
of his regular jewelry line in relation 
to it?” 

During the past four years it has been 
the privilege of the writer to interview 
a great many jewelers on all sorts of 
subjects and, needless to say, the subject 
of a gift department has been one of the 
most important and interesting subjects 
discussed, both from the standpoint of 
those who as yet have not gone into the 
gift goods line and also those who have. 

Even among those who have taken on 
a giftwares department there is a great 
variety of opinion. This is partly due 
to two reasons: First, lack of stand- 
ardized practice which can only come 
with time and further discussion; and, 
second, peculiarities of the individual and 
his location. 

So today there really seem to be few 
rules of practice in the so-called gift- 
wares game. That which may be one 
man’s meat, may be another’s poison. 
It seems reasonable, then, that the best 
thing any jeweler can do, either in or 
out of the line, is to study as closely 
as possible what others are doing as 
well as his own peculiar conditions. 

A case in point of more than usual in- 
terest is the Disque store, State and 10th 
Sts., Erie, Pa. George A. Disque founded 
the ‘Dasiness more than 40 years ago. 
His son, Kenneth H. Disque, has been 








associated with him for a great many 
years. While the store has always been 
on State St., the main retail street of 
this thriving city of 100,000 population, 
the present modern location has been 
occupied only about 12 years.. There is 
a frontage of 24 feet on State St., and 
a depth of 65 feet on the ground floor. 
There is also a retail show room on the 
second floor of the same width and about 
40 feet in depth. This is an extremely 
attractive store. 


When the present store was first 
occupied there was the conventional ar- 
rangement of fixtures—show cases and 
wall cases along each side of the store. 


But the time came four or five years 
ago when the management began to see 
that a slight change in policy would be 
advantageous. By this time department 
stores and, in fact, all sorts of stores 
were carrying a great variety of jewelry 
products—silverware, clocks, fountain 
pens, watches, and so on—in the city of 
Erie as in other cities throughout the 
country. 

Business was not what it should be. 
Moreover, the taste and buying habits of 
the public were changing noticeably. 
There was a time when people thought 
of luxuries—at least the great majority 
of people—in terms of fine watches or 
rings or other jewelry. But the public 
was noticeably spending luxury money in 
other directions. 

So it was about four or five years ago 
that the Disque store took a decided step 
in the direction of handling other items 
of merchandise besides that strictly of 
jewelry. The younger Mr. Disque does 
not like the term giftware as applied to 
this line of business. It is not sufficiently 


inclusive. Just why this is so will be 
discussed later. 

At any rate, the Disque line was 
gradually changed. It did not happen 
all at once but gradually the show cases i 
and wall cases along the left side of the 
store came out until today there are none 
worthy of the name on that side. A 
complete line of jewelry is still carried 
—watches, rings, and all the rest—and 
probably always will be. But the rela- if 
tive amount of space devoted to it today f 
is small as compared to that devoted to uf 
other lines. | 

Gradually the line was changed until 
today it includes chinaware, lamps, pic- 
tures, tapestries, leather goods, a fine 
line of novelty jewelry ranging in retail 
price from $5 to $25, fine fabrics for yi 
upholstering, stem ware, hook rugs, sil- if 
ver flat ware, and a limited line of fine 
furniture, as well as many minor items | 
in equal variety to those already stated. 

Now, apparently, there are two rea- 
sons why the Disque management does i 
not like the term giftwares in connec- q 
tion with the sale of such merchandise 
in a jewelry store. 

The first reason is that most of the 
merchandise sold is to people for their 
own use and only a comparatively small 
percentage of it is sold as gifts. 

Second, the line of merchandise in 
the Disque store is distinguished by a 
more discriminating taste in its selection 
for resale than is the case in most de- 
partment stores. 

Astonishingly broad as is the line car- 
ried, probably the most interesting thing 
about the Disque management from the 
standpoint of the man who is handling 
a line of giftwares, so called, or is plan- 
ning to handle such a line, is the buying 
policy. And this is of special interest 
here in connection with the second point 
mentioned above and accordingly will 
now be discussed. 

In effect, the Disque store has turned 
the tables on the furniture stores, the 
department stores, and all of the rest il 
which in recent years have invaded the if 
regular jewelry field. And it is quite 
apparent from the experience of this 
store that any jeweler with the taste and 
discrimination which should be inherent 
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in one of this trade, which should at least 
be acquired over a period of successful 
operation, has a great advantage over 
the ordinary department store or furni- 
ture store buyer. 

Mr. Kenneth Disque, who was the one 
interviewed, said that one of the chief 
difficulties at the beginning was the prob- 
lem of getting a rating as a furniture 
dealer. However, if a jeweler clearly 
demonstrates to a furniture manufac- 
turer that he has the space, facilities 
and real desire to sell fine furniture, he 
ean establish this rating. Another way 
to do this is through the acquaintance 
of a furniture salesman for some manu- 
facturer. 

Once with the contact with the furni- 
ture manufacturers’ established, the 
jeweler is then in a position to exercise 
the same taste for the artistic which 
doubtless characterized his buying of 
jewelry over a period of years, assum- 
ing that he has been successful. 

It is this taste in buying which makes 
that part of the Disque line which con- 
sists of furniture stand out over any- 
thing commonly seen in department 
stores and even furniture stores except 
those of the best class. Here furniture 
is something more than a utilitarian im- 
plement; it is also an object of art, an 
object to reflect taste and beauty. 

A close examination showed that the 
furniture on display was not expensive. 
The Disque store seems to keep to the 
middle price class in this particular, but 
is able to furnish furniture in showing a 
discrimination of taste and value out of 
the ordinary and usually associated with 
a higher price. 

This has been accomplished only with 
the exercise of the most careful judg- 
ment and taste, besides a thorough and 
painstaking study of the furniture mar- 
kets. The management has several feet 
of shelving devoted to furniture catalogs 
and price lists. Great care in price, 
design and quality is made in making 
selections. Few pieces are shown at a 
time but the few that are shown are 
gems of their kind and price. 

Perhaps more has been said here about 
furniture than should have been. The 
writer does not want to give anyone the 
impression that the Disque store is be- 
ing turned into a furniture store. The 
same care and thought in buying is given 
to the other items. New lines are intro- 
duced gradually. If the public seems 
interested they are increased rapidly. 
If the interest does not merit the atten- 
tion that is necessary to them, they are 
allowed to die out. Still the store con- 
tains an amazing and entrancing line of 
merchandise. 

Crowding in display is carefully 
avoided. There is a mingling of the 
various objects for sale in a natural and 
wholly agreeable way. On the main 
floor there is displayed probably no more 
than a dozen pieces of furniture. 

On the second floor, which is largely 
devoted to the larger furniture items, 
Screens are used to divide the display 
room into three equal parts. At the 
front end of the store a colonial china 
cabinet is built into one corner and this 
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is filled with various items of merchan- 
dise appropriate for such a cabinet. This 
front portion of the show room is usually 
arranged as a dining room with a com- 
plete display, not only of the necessary 
furniture but also of china, glass, linens, 
candles and candle-sticks and other ob- 
jects of ornamental and utilitarian pur- 
pose appropriate for such a room. 

The center portion of the room between 
the two screens is used for the display 
of furniture for a bedroom. In the rear 
portion of the display room a permanent 
fixture is a fireplace, just as is the china 
cabinet in the front portion. This rear 
third of the room is fitted up as a living 
room, and in this connection the fireplace 
has proved of considerable value as a 
background for certain displays. Living 
room furniture and furnishings are here 
tastefully arranged. 

In the first part of this article the 
question was asked: “Just how far can 
a jeweler go in diversifying his so-called 
gift-shop line of merchandise, should he 
decide to take it on? Where can he draw 
the line?” 

From the experience of the Disque 
store and others whom the writer has 
seen, it is quite apparent that the answer 
lies largely with the individual jeweler. 

But here is a thought which Kenneth 
Disque dropped in the interview: In 
taking on and developing lines in this 
type of store, swim with the current of 
demand, not against it. Don’t try to put 
over a line which does not seem particu- 
larly popular when you try it out. A 
line which may be popular with one store 
may not be with another. 

For example, the writer knows some 
stores of this type in which leather goods 
is a big seller. This is not particularly 
true, however, in the Disque store. It is 
only a fairly good line here. What the 
reasons are for this may be varied and 
many. Such differences may depend 
upon selections of the merchandise in the 
different lines, the buying habits of the 
people of a given city, the location and 
lines carried of competitors, and many 
other things. 

Some might not be able to do with 
furniture what the Disque store has been 
able to do. About the safest thing to 
do, it would seem from the experience 
at the Disque store, is to preserve an 
open. mind on the subject, constantly 
exercise your judgment on what you 
think your customers would like, and 
exercise the best you have in taste in 
your buying. 

That the success of the Disque store 
is built on a solid foundation is indicated 
by the fact that most of the increase in 
the number of customers is by word-of- 
mouth advertising. Without disparag- 
ing in any way the recognized forms of 
advertising, it is significant that Disque 
customers talk sufficiently about the good 
taste and the favorable prices of the 
merchandise on sale at the Disque store 
that their friends—often people who 
have never been customers—go there and 
become customers. It is this fact which, 
perhaps more than any other, has made 
it possible for the Disque store to over- 
come the traditional high price reputa- 
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tion—merited or unmerited, as the case 
may be—which too many jewelry stores 
hold in the public mind. 








Can I Get for a 
Dollare” 


By Mary Hotm Lea 


RICE is a question that a good many 

men—and every woman—carries just 
beneath the surface when on a shopping 
expedition; and the store that is ready 
to answer it in a way that grips atten- 
tion, and then follows up with reason- 
ably good service and satisfaction, will 
make a lot of customers in the course of 
a year out of “lookers” and casual 
passersby. 

Only a couple of years ago, a well 
known San Francisco store decided to 
see what could be done with a special 
“One Dollar” section, planned expressly 
to take the fancy of people in search of 
inexpensive gifts, attractive trifles for 
showers, for bridge prizes and similar 
affairs. 

The section was launched in quite a 
modest way, just a few little groups of 
merchandise arranged on tables, but 
arranged in an attractive way and with 
a showcard that made the idea plain at 
a glance. 

From the very first day the plan 
worked. ~ People stopped to. see what 
they could get for only a dollar as they 
went on their way to other departments 
of the store; and very soon they began 
coming back to purchase. Now, two 
whole aisles and nearly a score of dis- 
plays are needed to accommodate the 
store’s well-established dollar section. 
In addition, it has proved particularly 
valuable in bringing people into the 
store and making new customers. 

Buying for a one-price section of this 
kind was something of a business at 
first, but the selection of merchandise 
has been gradually extended until today 
it includes dainty articles in pottery, 
china and glassware, costume jewelry, 
and novelty giftwares of many different 
kinds. New things are constantly being 
added so that the displays never give 
the impression of being “just the same 
old thing” to those who chance to visit 
the section. 

At this season of the year, with spring 
at hand, with birthdays and “showers” 
always in season and with Easter only a 
short way ahead of us, there should be a 
splendid opportunity for popularizing a 
“dollar section” in almost any jewelry 
store that has a gift department. 


“What 








The Chicago Gift Show has grown 
rapidly, but no faster than was antici- 
pated six years ago, according to Erle 
W. Steinbeck, president of the Gifts, 
Artwares and Novelties Association, 
sponsors of the seventh annual show 
which will be held the week of Aug. 6 
to 11 in the Stevens Hotel. “There was 
a genuine need for this show before it 
ever started,” Mr. Steinbeck says, “so 
the problem was to get it started on 
the right track.” 


























































THE JEWELERS’ CIRCULAR March 29, 199g 


> sour EEE 


SESS EVEEVAGS 


i 
& 
2 
i 


© 





IVE complete floors of the World’s Greatest Fok information regarding space, address the 
Hotel will be required for this outstanding Executive Secretary of the Gifts, Artwares and 
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Springtime in the Gift Department 








Are You Prepared to Take Advantage of the Opportunities 
for Increased Business? 


By Litt1an GoopMANn 
in an Interview with Mrs. May E. Sangiovanni * 

















HEN April comes tripping into 
Wiswn trailing behind her a few 
thousand new spring bonnets and gowns 
and lettuce green buds and white clouds 
and Easter and confirmation and a fever 
to be up and doing and a cue for the 
earth to be happy the gift shop too 
rejoices. 

For spring brings to the gift depart- 
ment an opportunity for high trading 
and big business. If you do a greeting 
card business there is no need to tell 
you that Easter, next to Christmas, is 
the biggest card season of the year. Be 
sure to let your community know about 
your cards. A printed notice in the 
window or a clever window display or 
a line in your usual spring announce- 
ment circulars will bring results. 

April means new clothes to the 
feminine population of every town on 
the map and new clothes mean new ac- 
cessories such as handkerchiefs, powder 
puffs, vanity cases, light scarfs, flowers 
for spring coats or gowns, perfumes, 
perfume atomizers, sachet packages, 
bath salts, lingerie clasps, costume bags 
of straw or embroidered silks and all 
the rest of the frilly, silly things women 
delight in. It is easy in the spring time 
to tempt your customers with those 
things made of ribbons and laces and 
giving forth sweet odors. Which should 
remind you to put in a supply of costume 
jewelry; rings, earrings, bracelets, pen- 
dants, brooches and necklaces made of 
semi-precious stones, colored glass and 
bone set in sterling silver. For these 
are going to be much worn this season 
with light, informal dress. A _ silver 
ring set with a huge carnelian or hand 
carved rose quartz, or carved jade or 
amethyst will find many admirers. Hand 
carved China-Lu (glass) necklaces in 
lapis shades and jade are very attrac- 
tive as are the brown, black, ivory, 
yellow, amber and jade glass bead neck- 
laces which are the fashion. 

April is the month for confirmations 
and many boys and girls in your neigh- 
borhood will be receiving gifts—to the 
profit of the ambitious gift shop owner. 
Do not hesitate to remind your patrons 
of the fine gifts you have for this pur- 
Pose. Especially if your gift depart- 
ment 1s connected with a jewelry shop 
where gifts in gold and silver and pre- 
Clous stones are bought at this time the 
ss expensive wares should receive a 
share of attention. 

he towns and cities of the country 


—. 


*Of Mrs, 
New York. E. H. Coles Co., 225 Fifth Ave., 





are putting away the heavy winter fur- 
nishings and the homes are being made 
light and airy for the warm days. 
Porches and sun rooms and gardens are 
the subject of many housewives’ 
thoughts and many dreams of wicker 
furniture and crude wrought iron fur- 
niture and peasant pottery for flowers, 
glass beverage sets, chintze curtains and 
dainty pillows that do not easily spoil. 
The householder will be pleased with 
tip top tables that may be folded and 
put away in a convenient corner. They 
are made of light wicker with wooden 
tops. They are lacquered in delightful 
colors. Hot things may be placed upon 
them or liquids spilled upon them with- 
out damage. Muffin stands with three 
shelves, coffee tables, little footstools, 
small chairs, magazine racks all made 
of gaily painted wicker will find a place 
on porches and in gardens this spring 
and summer. 

With the approach of summer the 
housewife rolls up her heavy rugs and 
carpets and brings out her light straw 
floor coverings. More and more for 
service in this capacity and*for the floors 
of summer bungalows is the hooked rug 
becoming. They are used in every room 
in the house and they bring a charm and 
brightness wherever they are placed. 
Small hooked mats are also attractive 
as cushions for wicker furniture. 

Garden benches, chairs and tables of 
wrought iron and tin made in the mod- 
ern style are exceedingly popular. The 
queer primitive shapes of the modern- 
istic with the vivid painted designs will 
be used in the unconventional porch or 
garden when the householder does not 
dare introduce it into more formal 
rooms. Wrought iron smoking stands, 
ferneries, flower pots, aquariums, ash 
trays are delightful accessories for the 
verandah. The smart summer homes 
of 1928 will lay aside all suggestion 
of luxurious warm materials and will 
dress in bright chintze and colored 
prints and cretonnes. Chintze pillows 
of all sizes and shapes will match 
chintze window curtains and cretonne or 
chintze furniture covers. Even the lamp 
shade will be of pleated chintze, that is 
if it is not pleated parchment paper. 
The paper shades in all their bright 
colors are bearing the mark of the mod- 
ern designer in decoration; you will 
admit that they look wonderfully well 
with the iron or wood or pottery base 
of modern execution. 

Indian, Persian and Egyptian hand 
blocked prints are delightful as hang- 
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ings in a summer home These multi- 
hued textiles come in many sizes to be 
conveniently turned into sofa cushions 
or furniture covers or window curtains 
or wall hangins and add a note of indi- 
vidual pleasing color wherever they are 
used. 

In the warm weather when iced 
drinks of all kinds are served beverage 
sets of colored glass, china and pewter 
come into prominence on everybody’s 
verandah. These are made in such a 
variety of shape, color and quality that 
it would be an endless task to discuss 
them. The hostess will find a wicker 
and glass or wicker and wood tray of 
great use to her in serving her summer 
refreshments. The brass tray of chinese 
hand wrought design is also good gift- 
ware for this purpose. 

The summer shops which open their 
doors on June 1 to a resort and tourist 
trade are now stocking inexpensive 
linens. Luncheon and bridge sets, 
doilies, small napkins of Chinese em- 
broidery and Italian cut out and drawn 
work as well as the domestic products 
are a quick selling merchandise. 
Peasant pottery from Czecho-Slovakia, 
Saxony and Italy is always good stock 
for the summer resort customers. 

Small, inexpensive gifts in lovely 
boxes will always sell well to people 
looking for souvenirs to carry home to 
their friends. A dollar or two dollar 
retailer will be your most popular ware. 
The summer shop in a fashionable vaca- 
tion resort trades principally on those 
small gift wares that come nicely boxed. 
Wooden novelties for children that ap- 
peal to a child’s imagination, and that 
are quaintly painted to catch a child’s 
fancy will number among them a wooden 
toothbrush holder in a _ variety of 
animal and costumed doll figures; shoe 
trees and clothes hangers are decorated 
in many colors for children; a duck or 
a stork bank has a slit bill to receive 
coins; a wooden woodpecker is a 
knocker for a child’s room. Napkin 
rings and door stops in the shapes of 
bunnies, dogs or ducks individually 
boxed will be enjoyed by children. 

The doors of bungalows and houses in 
warm places have a way of refusing to 
stay open which will suggest to the gift 
shopper the desirability of cast iron, 
wooden or sheet steel door stops. Sub- 
jects from Mother, Goose, and Alice in 
Wonderland are of cast iron and are 
both amusing and useful. A black cat 
or a wise owl made of wood with a 
wedge shaped base are interesting; an- 
other type of door stop of sheet steel 
comes in two parts so that it can be 
boxed prettily. The wedge in back of 
the ship, bird, dog or old fashioned little 
girl is made of strong spring steel lined 
with felt on the bottom. 

There is no end to the list of things 
to be sold in a summer shop—things for 
the kitchen, for the bridge party, for 
the tea table, for the boudoir, the desk, 
the house—all retailing at one or two 
dollars. There is no end to the inex- 
pensive novelty for there is no end to 
the march of the souvenir buyer. For 
which you must be thankful. 































































imported modern furniture at the Chi- 
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cago Eastern Manufacturers and Im- 


ae 
m porters show with such success that all 
samples and many orders from photographs 
QO | } ] ) a ( d alone were sold! But this exquisite furni- 


ture even now is crossing deep water on its 


way here for distribution and prompt de- 
liveries are assured. 


FF invert me BING & CO. exhibited 


With the new furniture in Satinwood, 
Tulipwood, Walnut Burl and White Ma- 
hogany, you will find modern Pottery and 
Glass Ornaments, Lamps and Sconces, bril- 
liantly colored and of every design for the 
complete furnishing of every room in the 
house. 

Large individual photographs are available 
free on request. They will be sent with full 
information to alert dealers who sce in the 
new vogue a field for greater sales and rapid 
turnover. 


FERDINAND BING & Co.’s Successors, Inc. 
67-69 Irving Place, New York City 


Pacific Coast Representative: HENRY C. HUBLEY, Transportation Bldg., Los Angeles 
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A New Special From the House “Where Novelties Originate” 


y . Other Goods Manufac- 
Items Manufactured My all Dy Ue 


in This New Basket 


Woven Design 


GW 


Ice Pails with Tongs and 
Strainers, Casseroles, Pie 


Vases, Table Mats, 4h ui Plates, Table Mats, Bev- 


Beverage Sets erage Sets, Vases, Bever- 
age Shakers, Cake Trays, 


C werd ae : = 27 pyr Candy Dishes, Smokers’ 
pero ees =e ; ¢ Articles, Serving or Bou- 


and Relish Dishes. ~~ = —————— — s doir Trays, Coaster Sets, 
o Relish Dishes, Ete. 
ow 
The Above Made in 


Several Designs. 


GW 





Gow 





Priced to Retail from 
$1.00 to $5.00 each 


7007 Covered Candy Box 
614” Round Finished in Either Antique Silver or Antique Gilt 


x wa nwa MW. CARR & COMPANY, Inc. rate ont nemsnte 


Philip Ebb x Sunderland & Miller, Inc. 
Room 516 Manufacturers Since 1869 807 Title Guarantee Bldg. 
200 W. Sth Street 


Fifth Ave. Building . 
200-5th Avenue West Somerville, Massachusetts Bg i Agge onl 
— 
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Centennial glass 
Francois, 1018 W 
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Flip Glasses in greenish bubbly or Salmon glass 
plain or engraved with ship or flower basket design. 
Shown by W. E. Lindemann & Co., 225 Fifth Ave., 


New York 


Vase of Italian 


“Pesaro” ware shown by Art 


, Ine., 225 Fifth 


Ave., New York 





water pitcher shown by 
est St., Wilmington, Del. 





Springtime Suggestions for the Gift Stock 


Compartment relish dish with 
glass inset. Basket weave ef- 
fect in antique or gift silver 
finish. Made by M. W. Carr & 
Co., West Somerville, Mass. 
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Dresden china Vase of intricate 

design imported by Fred C. Reimer 

Co., Inc., 49 West 23rd St., New 
York 





Vase with applied floral dec- 
orations in natural colors. 
Shown by European Special- 
ties Co. 1755 60th St., 
Brooklyn, N. Y. 

















Old English style Basket made of walnut. 
Shown by Talavara Importing Co., 323 East 
Colorado St., Pasadena, California 
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BUTTERFLY JEWELRY AND a 


You will find this gorgeous butterfly jewelry to be one of the 
quickest selling items you have ever featured. 

The exquisite colors and the charming effects by the use of genuine 
tropical butterflies gives it an instant appeal to every customer who 


sees them. 
In addition to the items illustrated, our line includes miniatures, 


trays, cigarette and trinket boxes. 


BUTTERFLY 


Pictures of such skilled workmanship that 
you will be fascinated in turn with the 
subjects, the brilliance of its colorings, the 

se essoeoaemmemamey and 
, size, and 
the re- 
markable 
effect 
when 
placed be- 
fore you. 





PICTURES 


Yet what distinguishes these pictures from any 
you have seen before is the irreproachable har. 
mony of 
these con- 
tributing 
elements. 
A sample 
order will 
convince 
you of the 
salab ility 
of this 
merchan- 
dise. 









Send for illustrated Catalogue. 
OWEN BRO W. E. NORRIS 
¢ Sole Agent for U.S.A. 


ond 225 Fifth Avenue, New York 
































No Question Too Difficult to Answer, No Merchandise Too Hard to Get 


Swedish Upsala Art Pottery 
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“The Upsala Art Pottery” is an entirely new effect of brilliant coloring, enriched by a 
beautiful ground, and is in a class by itself. This is a low-priced line of exceeding merit. 


A Complete Line of Costume Jewelry Imported and Domestic 


POLTOCK & SEELER CO., Inc. 


Manufacturers and Importers of Jewelry to the Trade Since 1910 


15-17-19 Maiden Lane. New York 
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Butterfly Wings Picture. 
Shown by Owen Bros., 225 
Fifth Ave., New York 


“The Egyptian Cat” Bronze Book 

Ends in green or natural finish. 

Made by Pompeian Bronze Co., 225 
Fifth Ave., New York 
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Antique Krackle Shade of parchment. 
Shown by the William H. Tombs Studios, 
172 Pennsylvania Ave., Newark, N. J. 




















L Distinctive lamp with turquoise blue and 

ow, traveling photo frame. Shown by black pottery base and pleated shade. 

oward G. Selden, 225 Fifth Ave., New Shown by Roger Williams, 948 Golden St., 
York S. W., Washington, D. C. 
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ORREFORS GLASSWARE | 


Nothing Better from Anywhere _ 


Awarded the Grand Prize at Paris Exposition, 1925 


Swedish Rock Crystal in Delightful Colorings and Shapes 













Exhibited at 
Museum of Art, 
New York, 
and Other Art 
Museums in 
United States 















ORREFORS BLUE 


ORREFORS AMETHYST 
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Exhibited in 
All the Large 
Jewelry Stores 
Where All High-Class 
Merchandise Is 
Displayed 











ORREFORS AMBER 
HOFMANTORP TOPAZ 





ORREFORS GLASSWARE means the highest standard of quality, wonderful shapes and 


exquisite colorings in table and fancy glass. 


Write for particulars 


A. J. VAN DUGTEREN & SONS 
18 West 23rd Street, New York 






















THE SELECT PALMER-DILLON LINES 


The products of Europe’s finest manufacturers will be found in our display. Many novelties with 


odd treatments, for which foreign manufacturers are famous. 


known the world over. 
passes anything we 
shown heretofore. 


ORREFORS GLASSWARE 
We have just added this 


beautiful glassware to our 
other leading lines which are 


Sur- 


have 



































JUST ANDERSEN 
PEWTER 


The quaint and delightful 
pieces that may be found in 
our assortment of this fine 
Pewter tell an old story in 
a modern way. The variety 
is larger and the values will 
show a nice margin of profit. 





Italian Importations by G. Granata Co. are selected by experts and stand beyond competition 


Hand Tooled Leather 
Gold Inlaid 














A visit to our Salesroom will be time 
well spent. 
Merchandise can be seen here. 


For Europe’s Finest 











ARTHUR J. PALMER, Jr. and J. EDWARD DILLON 


Room 411, 225 Fifth Avenue, New York, N. Y. 





Lamps and Shades 
by Tessie Lou 
















































Building, 132 W. 42nd St., New York 
at the Cosulich Exhibit 











Antelope writing case con- 
taining address _ book, 
stamp book and perpetual 
calendar. Colors: green, 
brown, rose and _ blue. 
Shown by Polteck & See- 
h ler, 15 Maiden Lane, New 
York 











Wrought iron lamp of candlestick de- 
Sh with pleated parchment shade. 
hown by de Sherbinin Studios, 132 E. 
58th St., New York 





(ERE PR Re: 25 


One of a great variety of Italian carvings from solid 
blocks of wood. On display in the Bush Terminal 
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Unique Selections for Gift Buyers 





(Gift Section), 





Oblong Chinese brass tea- 
pot, ornamented with a 
Cloisonné plaque and 
flower engravings. Con- 
tains a removable pewter 
strainer. Shown by I. 
Shainin & Co., 139 Fifth 
Ave., New York 
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Nickel-plated filling station holding one 

pint of fluid to fill ordinary lighter. Press 

down once and it is filled. Shown by Tho- 
rens, Inc., 450 Fourth Ave., New York 














Brass lamp with shade of sim- Crystal vase with marble 

ple design. Shown by Mollie and silver base. Made by 

Boynton, 225 Fifth Ave., New Pairpoint Corp., New Bed- 
York ford, Mass. 






































































































We promised a surprise 
for February 
We sprung it 
In turn we were very pleasantly surprised. 


FE made up a= special 

assortment of Chinese 

Brassware, including six 
candlesticks (3 pairs), three 6” 
flat bowls with stands, three 6” 
bowls, three gongs, three 
414” deep bowls with stands, 
three Dragon gongs, three cig- 
arette boxes, and one 5-piece 
set of nested ash trays. 
We called this special Brass 
Assortment ‘Number 25.” 
Priced it at $12.25 for 25 pieces 
as enumerated and_ illustrated. 
Then we advertised our sur- 
prise and received one in return. 
The success of Assortment No. 
25 was anticipated, but it was 
the quantitative measure of its 
success that surprised us. Ac- 
cordingly, for the benefit of 
those who did not respond to 
our February surprise, we re- 
peat our offer of 25 pieces at 
$12.25. This does not 
mean, however, that we 
will not accept reorders 
from those who have 
previously ordered. 
Assortment No. 25 is 
not a close-out propo- 
sition at all. I[t is newly 
assembled and complete- 





Trade-Mark 


ly packed in our Shanghai of- 
fice, and is sent to this country 
in shape for reshipment to you. 
By packaging originally in 
China we eliminate the delay 
and expense occasioned by re- 
packing. 

On the testimony of customers 
who have bought this unusual 
assortment, we urge both small 
and large buyers to avail them- 
selves of this excellent Dollar 
Table proposal . . . . . 25 
pieces for $12.25. 

The New Shainin Catalog will 
be available on April 10th. 
Those who wish their copy 
promptly are requested to write 
us (on a business letterhead, 
please) at their first opportu- 
nity. 

If any readers of this 
page are not receiving their 
copy of THE DRAGON, 
they are missing some- 
thing which they would 
not consciously pass 
up. It is sent on re- 
quest to our many 
friends, free of charge, 
every other month as 
issued. 





| SHAININ s\0— 


irect Importers of Chinese Artwares. 
PURCHASING OFFICES ix CHINA at SHANGHAI ano PEKING 


New York: 212 Fifth Ave. 
San Francisco: 268 Market St. 


72 Summer St. 


21 Years of Successful Merchandising 


Los Angeles: 
Albert B. Hess 
Transportation Bldg. 
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T. G. HAWKES & CO, 


Glass Manufacturers 


CORNING, N. Y. 


New York Office 
542 Fifth Avenue 






March 29, 1998 





Pacific Coast Office 
140 Geary St, 
San Francisco 


FOR THE TABLE OF THE 
FASHIONABLE HOSTESS 


Steadily gaining momentum during the 
past 18 months has been the tendency 
of the smart hostess toward Rock Crystal 
Glass for the table. To meet this steadily 
growing demand by your most discrim- 
inating clientele there is available to 
you— 


HAWKES ROCK CRYSTAL 


Goblets from $14.50 to $500.00 
the dozen net. Other items of 
the service at prices in propor- 
tion. 


Producers of Rock Crystal 
for nearly half a century. 


ts 


HAWKES 


GRAND PRIZE—GOLD MEDAL PARIS 











S 4 
& v2) % 


ey Be Sure and See ®, % 
“THE GOLDHILL LINE” 0 
S 


S. J. GOLDHILL & CO. 


411 Fifth Avenue 


(at 37th Street) 


NEW YORK CITY 
or at the following 
“SHOWROOMS” 
225 FIFTH AVENUE 
Room 719 


H. P. & H. F. HUNT CO. 
41 Pearl Street 
Boston, Mass. 


MANUFACTURERS SALES 
SERVICE 
17 North Wabash Avenue 
Chicago, IIl. 


BUSH TERMINAL SALES BLDG. 
130 West 42nd Street, New York City 


Where a vast collection of the very latest 
EUROPEAN NOVELTY GIFTS can be 
seen, including Smokers’ Articles, Stationers 
Novelties, Art and Jewelers’ Novelties, Fancy 
Pincushions, Tapemeasures, Bridge Prizes, etc., 
etc. An exceptionally large variety of $1.00 


and $2.00 items for all occasions. % 

WILL HAVE COMPLETE LINE & 
& ON DISPLAY AT THE PALMER “) 
Yp. HOUSE (ROOM 750), CHICAGO, 


2° 


O, __ILL., FEBRUARY 6th TO 17th. 
5 
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New pattern in Wicker Shape of Spode. “Rose 
Briar” design with rose wreath printed in pink 
L and painted under the glaze in yellow, green, red 




















“Autumn Leaves,” Lump with 
base of hand made pottery by 
Unaka Potteries, Inc., 225 Fifth 
Ave., New York 





Bronze centre piece with figure. 


and mauve. Shown by Copeland & Thompson 


225 Fifth Ave., New York 





Bon Bon dish and compote of the beautiful ame- 
thyst shade of Orrefors. Shown by Palmer & Dil- 
lon, 225 Fifth Ave., New York 
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New Offerings in the Gift Market 





Cigarette box resembling 
book in red, green, brown, 
tan and blue morocco; 
stamped with pure gold 
leaf; lined with cedar. 
Cover has inset of Soo 
Chow jade. Box is fitted 
with leather matchbox 
holder and glass ash 
tray. Shown by Free- 
man-Seldon, Inc., 28 W. 
57th St., New York 





Product of Frankart, Inc., 
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FIND-EX is a neces- 
sity for every man 
—-in reality a pocket 
“secretary,” which 
neatly and_ system- 
atically files identifica- 
tion, club, lodge or 
business cards in 
transparent removable 
envelopes. A great 
improvement over 
an ordinary pocket- 
book. Has _ patented 
divider for small and 
large paper money. 
Thin, pliable, fits 
pocket without bulg- 


ing. 


Special Sales Plan 


for Jewelers 


ee oS eld s oe ; Amity FIND-EX car- 
FIND-EX is fashioned in six beauti- ries largest national 
ful leathers—plain, hand colored, tooled advertising campaign 
and laced edges, in handsome gift boxes. ever launched in leath- 
Sold at retail for $5, with wide margin er goods. Jewelers fur- 
of profit for jewelers. Also sold in nished with beautiful 
combination with the famous Amity 7-color window dis- 
KEY Kaddy, to match, at $7, retail. plays, newspaper cuts, 
leaflets: also with 


handsome plate glass 
display cases which 
are given FREE. 
FKIND-EX presents a 
great profit making 
opportunity to jewel- 
ers. Complete line of 
Amity leather prod- 
ucts now ready. 









Write for sales 
literature now. 


Amity Leather 
Products Co. 


West Bend, Wisconsin 


40 East 34th St., New York City 
290 First Street, San Francisco 
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Hubley Metal Products 


fe 


No. 302—-Persian Cat Door Stop, a life like Persian 
“Tabby,” finished in black, white or grey, size 
Ot, x 7”. 


Send for Illustrated Catalogue and Price List 


New York Representatives Western Representative 
Ferdinand Bing & Co. Henry C. Hubley 
67 Irving Place Transportation Bldg., 
Bush Terminal Sales Bldg., Los Angeles, Calif. 


130 West 42nd St. 


Hubley Manufacturing Co. 


Lancaster, Pa. 
































A PRICELESS COLLECTION 
Hand Made French Steel Beaded Bags 
Silk Lined and Fitted with Purse and Mirror 
In a Combination of Colors That Far Surpass 
Your Expectations. Over a Thousand 
Pieces Are Included 


Memorandum Package Sent on Request. Trade References Required 


S. B. IMPORTING CO. 
1123 BROADWAY NEW YORK 














TT 




















ts 


3 


Ee Ss 


~~ “=—— 


in 
ze 





a 


“ 























THE JEWELERS’ CIRCULAR 


115 








a 





The Story of Wedgwood 


The Spirit of the Founder Still Predominates the. Present Day Creations of this 





Famous Ware 














_ 





EDGWOOD china, since the days 

when nobility bid high for it, has 
always been cherished and preserved in 
the homes of a few people who appre- 
ciated and recognized its value. The 
products of Etruria have been known for 
many years for their delicate texture, 
fne color and excellent modeling. To- 
day when the fashionable hostess is 
using fine china for her dining table 


may have 12 different plates in her set 
of one dozen. 

There are some new shapes and a few 
new patterns of decoration but the new 
is always essentially English as was the 
old; the Chinese influence is apparent in 
much of the decoration as well as the 
influence of Sévre but the feeling of 
Wedgwood is always delicately and art- 
fully English. 
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ATTRACTIVE EXAMPLES OF WEDGWOOD WARE 


Wedgwood, as well as other good Eng- 
lish porcelain and china is becoming 
more and more popular. 

It is lovely in form; the design and 
the decoration are delightful and the 
quality of the body is of the best the 
market has to offer. A good piece of 
Wedgwood china is so thin and so evenly 
balanced, so perfect in its workmanship 
that it is surprisingly light. In common 
table ware or in the most elaborate vase 
attention was paid to the most minute 
detail for Josiah Wedgwood was a mas- 
ter in his trade. 

A complete display of Wedgwood to- 
day includes all the old bodies made 
during the life time of Josiah Wedg- 
wood, the master potter; queensware, 
bone china, salt glaze, basaltes, jasper 
and the colored bodies, pearl, red, cane 
colored, drab and lavender. Many of 
the old shapes have been dressed up in 
new patterns to please a modern market 
but Wedgwood has managed to keep its 
_ dignity of color and decora- 
ion, 

_The new “Patrician” pattern is a de- 
lightful embossed porcelain with an 
Wory body. The design of this lovely 
Service taken from an old Wedgwood 
Pattern has been introduced on a new 
shape and decorated in the center with 
a variety of flowers and Italian scenes 
(also originating with the old Wedgwood 
Painters) so that the modern hostess 


For the American market the Wedg- 
wood potteries have introduced a series 
of salad plates decorated with American 
wild-flowers; in a set of a dozen you 
will find twelve different flowers. For 
those who like their monograms on their 
dinner services Wedgwood makes a 
cream colored ware with an embossed 
initial in blue or cream. 

Wedgwood was a pioneer and he 
built a clear road for others to follow. 
As his knowledge and experience in- 
creased the standard of his work was 
raised. Emile Lessore, the French 
artist, who for five years worked as de- 
signer and decorator for the Wedgwood 
potteries, once said about the china 
which someone declared had not changed 
in a hundred years: “. . . . when 
they have selected all the classical and 
pure principles of fabrication; when all 
the more beautiful shapes of antiquity 
have been adopted by a manufactory, is 
it right to change these in order to meet 
the modern taste? God preserve them 
from such a change! It would be put- 
ting weeds where should be laurels! Is 
not Phidias always young after two 
thousand years? Who is the modern 
sculptor who has replaced him?” 

It is the perfect workmanship of 
Josiah Wedgwood’s factory that created 
the forms, the designs and decorations 
so admired and sought for today. 

At the beginning of the 17th century 


little progress had been made by Eng- 
land in the art of pottery. Small pot- 
works scattered on isolated moorlands 
sent their products to the nearest fair 
or market on the backs of asses. Burs- 
lem, where the first Wedgwood factory 
was operated, was cut off from the 
commercial Midlands and had little di- 
rect contact with the world. It was a 
hamlet of five shops and a few hundred 
inhabitants where in 1750 letters were 
delivered every Sunday by an old 
woman. Twenty years later progress 
had ridden so hard in the town that mail 
was delivered by a horseman three times 
a week. 

Into this atmosphere of commerce 
Josiah Wedgwood was born in 1730 to 
parents who for many years had pursued 
the craft of the potter. He was a deli- 
cate child but he had an active brain 
that absorbed knowledge and he deduced 
from his surroundings many tangible re- 
sults; his mental energy was often far 
ahead of his physical capacities. When 
his father died Josiah was only nine 
years old but he was old enough to be 
taken from his studies to work in the 
family’s factory under his older brother, 
Thomas. 

The same boy who was destined at the 
end of the century to be honored by 
royal patronage for producing the finest 
of the early Queensware used in the 
palace, was put to work at the bench 
where he learned the art of “throwing” 
or making pots on the wheel. He learned 
the trade so readily that in a few years 
he took an active part in his brother’s 
business. 

At this time ordinary kitchen and ta- 
ble ware was coming into increasing 
use. Wedgwood applied himself to the 
improvement of the shapes and sizes of 
these everyday pots. He put his atten- 
tion on all the branches of the craft to 
master them with skill; he demanded 
that materials be carefully selected, 
glazes well prepared and that a stand- 
ard thickness be used in the clay bats. 

When Josiah Wedgwood’s apprentice- 
ship was at an end his success had been 
so great that he decided to break away 
from the home works for greater enter- 
prises. His first venture was in part- 
nership with John Harrison who had a 
part interest in a pottery at Stoke. This 
factory made mottled, salt glaze, 
cloudy and tortoise-shell china. Wedg- 
wood endeavored to improve the quality 
of the product but Harrison was too 
shortsighted to understand wasting en- 
ergy and time on improvements which 
did not bring immediate results. The 
partnership ended. 

The second of Wedgwood’s business 
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denims Number 115 of Imported Pottery 
Lamps contains six different Modernistic European 
patterns in Gold, Green, Rose, etcetera, with Smart 


Shades to match. Six pairs in six different modern BOHEMIAN GLASS 


colors wired complete with shades—$21.00 per dozen. 
































goblets, tumblers, sherbets, wine glasses, cocktail glasses, 
: , vases, bowls, etc., in ruby, amber, blue, green or rose. 
The Fourman Bros. Catalog will be sent on request. Ask for photographic illustrations with wholesale price: 

ig p 


Write for it. WM.E.LINDEMANN 
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FouRMAN BroTuHERS & CoO., Inc. 
69 West 23rd Street, New York City té 
ee 0: 
f 
c 
fOcniInn Imported French Hand Bags | J i: 
st Cli Caf ™ The Retail Jeweler Will Find This Line One of - 
CVC) t) Adds . Distinction, Quality and Durability : 
NOVER RI Ec Vanity Cases : 
BOX! (146 ; That Are Ready Sellers and a Wonderful Variety to Di 
ise a Choose from aI 
* W 
Batik Scarfs . 
In a Variety of Colors and Color Combinations All at B 
Reasonable Prices - 
Hundreds of Other Novelties to Choose from : 
J. LEO GROGAN : 
225 Fifth Avenue, New York De 
ne 
w 
TRADE MARKS ; 
of the Jewelry and Kindred 
Trades ‘ 
Fourth Edition - 
Illustrates the trade marks, registered and unregistered, in 
used by manufacturers, wholesalers and importers in fa 
jewelry and allied industries. ta 
Price $5.00 - 
Express Charges Paid “ 
JEWELERS PUBLISHING CORPORATION 00 
11 John Street, New York, N. Y. 
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more successful. It 

five years. Thomas Whieldon was 
raat many ways like Wedgwood 
ra he loved accuracy and perfection, he 
had a clear mind and excellent business 
At the end of the partner- 





ventures Was far 






i ent. 
i Wedgwood was 29 he rented 
the Ivy House and Works at Burslem 


and started to manufacture china on his 
own account. He felt himself well 
equipped for his venture for he had a 
practical knowledge of his craft, he 
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with the finest of indigenous clay and 
flint to make a creamy hued body. 
Wedgwood, when he settled in his Ivy 
House Works concentrated all his ener- 
gies at first to bring perfection to the 
cream colored body. Every detail was 
developed with great care, he had many 
failures and he was often disheartened 
but finally his persistence was rewarded 
with complete success. 

It is said that the memory of Josiah 
Wedgwood, master potter, will always 
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knew the chemical possibilities of the 
surrounding country, he had sound busi- 
ness wisdom and he brought such pains- 
taking care to his work that the quality 
of his ware has always been the ad- 
miration of connoisseurs and potters. At 
first his capital was so limited that he 
could not employ the workmen he wanted 
nor produce the creations he had stored 
in his brain. Money and success was to 
come not many years later and with 
them the ability to bring to a realization 
his ideas of fine china. 

In the beginning Wedgwood chose his 
few workmen wisely while the greater 
part of the work in designing of shapes 
and models, the tasks of the office and 
warehouse he attended to himself. It 
was not very long before the master of 
Burslem had so many orders he could 
not fill them all. Soon he had accounts 
with the nobility and he provided the 
queen with a tea service and sent sets 
of vases of engine turned, printed, 
cream colored ware on approval to the 
palace. So much trade was done that a 
new place was a necessity. In 1767 he 
wrote to a friend: “The demand for this 
same cream color, alias Queens Ware, 
alias Ivory still increases— It is really 
amazing how rapidly the use of it has 
spread almost over the whole globe, how 
Universally it is liked.” 

Wedgwood bought the Ridge House 
Estate and built his new works and a vil- 
lage for his workmen at a cost of about 
£3,000 only eight years after starting 
In his little Burslem pottery. He manu- 
factured so much of the most desired 
table ware that it became the talk of 
England and the fashionable world tum- 
ed over itself to procure it. 
aa an obscure potter had first 
a mar] and flint to make a cream 
olored porcelain. Later it was blended 





SAUCER AND PLATE 


IN ARTISTIC DESIGN 


be recalled because of his cream-colored 
china. In this ware he influenced the 
whole English pottery industry. His 
cream-colored porcelains were so com- 
pletely made in every detail, the potting 
was so perfect, the shape and decoration 
so faultless that it is an everlasting 
monument to a _ marvelously skilled 
artist. 

Objects made in the Ivy House that 
were both useful and ornamental were 
decorated, for when a fine form was 
produced it naturally called for a deco- 
ration. The freehand painted borders 
and sprays of the early Wedgwood fac- 
tory is distinctly English, and is recog- 
nized as a direct outcome of the experi- 
ments in decoration of the Staffordshire 
pottery. 

In 1769 a new factory at Etruria was 
opened by Wedgwood in partnership 
with Bentley. From this time onward 
finer ornamental wares, vases, medal- 
lions, placques and cameos were made, 
for then Wedgwood had the money to 
indulge in what he deemed the higher 
forms of artistic pottery. 

One of Wedgwood’s greatest achieve- 
ments was his Basaltes ware, made 
from a pure black clay which when fired 
had a quality and finish which no pot- 
ter had ever before attained. He had 
always desired to produce lovely vases, 
and he searched everywhere for the ma- 
terials with which to experiment. 

Josiah and his partner carried on an 
enthusiastic search for designs for their 
vases and spared no expense in the 
hiring of competent artists. So popular 
was the Wedgwood pottery that the no- 
bility and royalty opened their treasure 
chests of precious things to provide new 
and old ideas for designs and decora- 
tions. A great demand was created for 
the Basaltes vases, and Wedgwood did 
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so good a business in it that he found 
that he could not supply enough of the 
product. His richest customers, many 
of whom were numbered among tbe no- 
bility and the patrons of the arts, made 
a huge outcry for his vases. Untiring 
were the applications for more and more. 

The vitreous nature and durability of 
the Basaltes ware, its character of re- 
taining its detail and clearness of model- 
ing, tool marks and decoration, makes it 
suitable as a work of art, for it may be 
preserved for centuries. It outlasts 
metal and stands heat and damp better 
than metal. “When all pictures are 
faded and rotten, when bronzes are 
rusted away, and all the excellent works 
in marble dissolved, then these copies, 
like the antique Etruscan vases, will 
probably remain and transmit the works 
of genius, and the portraits of illustri- 
ous men, to the most distant times”’— 
so ran one of Wedgwood’s catalogs. 
The black china was used as a founda- 
tion for the red and white paintings 
called Etruscan decoration. The refine- 
ment of this encaustic painted ware for 
a time was the greatest desire of both 
Wedgwood and Bentley. 

To Wedgwood must be given all the 
credit for the introduction and inven- 
tion of Jasper, the pottery which sug- 
gests to the art connoisseur a perfect 
mastery over the craft, to the manufac- 
turer an understanding of the most re- 
fractory of materials, and a magical 
control over fire—that most fickle of 
elements. Wedgwood imposed upon 
himself a sacred charge to make a per- 
fect product of his new pottery, and his 
endeavors brought a triumph in ceram- 
ics. He paid no heed to expenses; his 
one ideal was perfection in a product 
which never brought him great profit. 

At this time Wedgwood could well 
afford to indulge his fancies, for his 
financial condition allowed him to ex- 
periment as he liked. He was so suc- 
cessful that he always had a far greater 
demand than he could supply, and his 
constant cry was for more helping hands. 
The factory at Etruria, besides table- 
ware and Wedgwood’s beloved vases, 
produced busts, figures, tablets, medal- 
lions, cameos and intaglios. 

Wedgwood, always on the lookout for 
talent adaptable to his needs, made his 
own school of art and conducted his own 
studio, where he trained the physical 
and mental abilities of his workmen. 
Many competent artists were associated 
with him, and the great sculptors and 
painters of the time made models for 
his factory. 

Illustrations are by courtesy of Josiah 
Wedgwood & Sons, 255 Fifth Ave., New 
York. 








About 18 members of the Glass, Pot- 
tery, Lamps and Housefurnishings As- 
sociation of Chicago attended the regu- 
lar monthly meeting held recently in a 
private dining room of Mandel Bros. 
Many matters of routine were trans- 
acted and discussion was indulged in re- 
garding the possibility of the members 
of the trade purchasing their own build- 


ing. 
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LGIN 


—$$__ 





Pioneers two NEW 
PROFIT Opportunities 
for America’s Jewelers.. 


The story of ELGIN is a story of pioneering. For more than 


60 years, the ELGIN maxim has been never to be satisfied with 
things as they are. And ELGIN’S history is dotted with milestones 
that mark distinct advances in the making of fine watches. 


The year 1928 finds ELGIN again pioneering . . . offering two 
notable advances in the making and advertising of fine watches. 


New Watches ...One of these has to do 
[1 with two new series of watches, later to be 
announced in detail. 

One of these new products of the ELGIN plants 
incorporates, at prices possible only through 
ELGIN supremacy in manufacturing, the first new 
note in watch designing in the last decade. 

The other is the answer to a price situation 
that ELGIN jewelers will welcome. 

They are thoroughly in key with the modern 
spirit of the times. And with the striking national 


advertising that will present them to the public, 
they represent a memorable opportunity for in- 
creased sales and profits for ELGIN jewelers. 


Advertising Watch Quality. ..ELGIN’S second 

[2] contribution in 1928 is a new thought in 

national advertising that will open the way for 
quality sales at quality prices. 

For several years past, the conviction has been 

growing in our minds that the consumer knows too 

little of what constitutes fine quality ina watch..and 

















wd 4 


1928 














THE JEWELERS’ CIRCULAR 








March 29, 1928 
_ 















or is it an accurate and dependable timepiece? 


[1 | te te guarenteed to give satistso- If it’s an Elgin you'll get definite 
tory service; not only by the dealer 5 and decisively favorable answers on all 


but by ite maker? | 2 ) If 20, bas its “six questions. 


Your jeweler’s answers to these 


six questions will tell you. pecs ae 





P d by a watch company which 
Your jeweler tenderly places an exquisite has uninterruptedly made fine watches for 
writ watch across your arm... You & period of more than sixty years, an Elgin 


; 
Qurmer your admiration as you finger Sine gage ager ae 5 is not alone guaranteed to be an accurate 


a 
tay belf « century? [ 3} In cose of 
an sccident, while in « foreign 


- thie watch be easily and ‘ae 
sad fondle it ,.. And then a doubt inter- aug ied Ge eee and enduring timekeeper... but the um 


tupts your thrill. fovelert [4] Are te parte stsnd- failing continuity of its service is guaran- 
ardised and cerried by jewelers teed by Elgin jewelers in every part of the 

Can this tiny and gorgeous adornment throughout the world? [ 5 ] Are its civilized world. 

teally be as practical as it is beautiful? dimmensions ouch thet it lo 00 practical 


You need not remain in doubt... The 
(ruth—the whole trath—is yours if you 
ik the jeweler the following six questions: 
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A typical page of EvGin national advertising in the general magazines...... 
ls... during the present year. This series is based upon a sextet 


of warching questions designed to set the watch purchaser thinking of quality. 


that there would be less chance of his being misled by 
the ornamental beauties of the case...or the price- 
tag!...if he understood that the outside of a 
watch is trifling in comparison with the inside. 

So we have devoted the 1928 ELGIN national 
advertising to the task of educating the consumer 
on watch quality. 

__ Weare giving him aseries of six questions which, 
if answered by any reputable jeweler, will enable 
him to appraise the hidden quality of any watch. 

The 1928 campaign, in space and magazines 











USING FINE OLD AMERICAN NAMES 


TO SELL WATCHES 


OF UNCERTAIN PARENTAGE 


A man stepped up to the watch 
counter and addressed the clerk. 


Customers calling to buy thése 





“1 see you are advertising Ein 
watches at special prices,” he said, 








eR ‘ one that pays this jeweler an ab- 
exhibiting « large display ad, torn normal profit. This dealer seld 
ee intends to really make good on 
to at them. his sa} Elgin pei less ab- 






“Certainly,” replied the clerk, solutely forced to. He simply 





smiling cordially. “But before you look at the 
Elgins, 1 have something very special here I'd 
like to show you.” 

“You know,” continued the clerk with a con- 
fidential air, “we don’t always advertise our best 
bargains. You came in just at the right time, 
For here’s a new lot of very choice watches . . 
elegant values . .. which will certainly give you 
@ thrill. Look at this one...” And so forth. 
Fortunately, the merchant who baits his trade 
by advertising fictitious sales of well-known 
American products is not so numerous as he 
was. But he still exists. So in public interest, 
' as well as in behalf of the reputable jewelers of 
America, we are publishing this page to let in 
a little light on his methods. 

His plan is simple. He picks out some nation- 
ally respected product like che Elgin watch and 
advertises it at a price on which he could not 
possibly make a profit. 








ELGIN NATIONAL 











WATCH COMPANY 
BLGIN, ILLINOIS, U. 8. A. 


ses a fine old American name in connection 
with “bait price” to bring you to his store. 


As we said, there are not many of these black 
sheep in the jewelry fold today. For the-Ameri- 
can jeweler has done more than his share to pio- 
neer the high-planed policies of fairand h hi 
But still, he will get in, here and there. And 
to help the jewelers of America get rid of him, 
or to persuade him to change his methods, we are 
publishing this page. 

His conversion is up to you... the buyer. 
And the help you can give, while very simple, 
is greatly in your own interest. 

It is just this: Beware of 
the sian whe advertises 4 well-known product 
(at 4 cut price) and then tries to switch you 
ever to something else, of anknown parentage. 
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This illustrates... .. im miniature... . 


. one of the challenging pages in 
the new 1928 ELGIn national advertising ..... giving the consumer a new 
insight into methods that bave been and are hurtful to the entire watch industry. 


used, is the largest .. . the strongest advertising 
ELGIN has ever run. And it should be the most 
effective, if ELGIN jewelers grasp the opportunities 
it offers, because it leads the watch purchaser into 
the jeweler’s store . . . not with a price in his mind 
... butinterested in quality . . . ready to listen to 
quality . . . and readier to pay the price of quality. 


THE ELGIN NATIONAL WATCH COM PANY 
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Seven Causes of Failure and Their Remedy 
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jae jeweler often feels that he is 
playing a losing game. Business is 
not always satisfactory. Sales are slump- 
ing. Customers are hard to please. 
Things do not go right. The times seem 
out of joint. “What is the matter with 
business, anyway?” he asks himself. 

When a jeweler finds himself in this 
frame of mind, it is time to start at the 
beginning and review the entire busi- 
ness and work out a plan for correcting 
and overcoming any disadvantages he 
may have confronting him. Some of the 
faults found in the average store will be 
briefly mentioned with suggestions for 
a betterment of conditions. 


Is the Location Right? 


There is a “best” location for jewelry 
store in every town and city, but more 
than one jeweler cannot have it. Those 
who have not the best location must make 
the best of the locations they have. But 
how? 

A jeweler on the wrong side of the 
street got business by making his win- 
dow displays of such a nature that the 
people on the right side of the street 
could see them. He used plenty of at- 
tractive colors in his displays, built them 
up so that they could be seen at a dis- 
tance, aroused curiosity and forced peo- 
ple to cross the street to take a closer 
look. Sales increased. 

Another jeweler further down. the 
street saw trade stop just before it 
reached him. He went to the other mer- 
chants in the block and got them to- 
gether. They set out to cooperate to 
make their “block” a busy retail cen- 
ter. The windows were brightened up 
with new decoratives and the displays 
were made more timely. Electric signs 
were installed so that the block was ad- 






vertised at night as well as in the day- 
time. 

Newspaper advertisements were used 
to call attention to the advantages of 
the “block” as a trading center. Direct- 
mail advertising was mailed to a list 
composed of customers and friends of 
every merchant in the block. Things be- 
gan to change. This “block” became a 
busy trading center. The jeweler profit- 
ed with the other merchants. 

A jeweler found himself sandwiched 
in between two large business concerns 
that did not pay much attention to their 
windows. Their business was done more 
through outside solicitation. He went 
to them and had a heart-to-heart talk. 
They became convinced that their win- 
dows could be made to help their out- 
side salesmen. Now that spot is the best 
lighted spot in town at night and the 
brightest place by day. 

Location is not everything, but every- 
thing depends upon the use made of the 
location. 


Indifferent Salesmen 


A jeweler found his trade slipping. 
He did not know why until one day he 
noticed a salesman treat a customer 
with studied indifference. Asked why 
he was so unenthusiastic about the pros- 
pect, he replied: “She was only looking 
around, she said; she ‘didn’t want to buy’ 
anything today.” 

This jeweler called his sales force to- 
gether that evening before closing time 
and said: 

“You men are getting into a rut, and 
it is my fault. But we are going to have 
a change. I have tabulated your sales 
for last year by months. These sales are 
going to be your quota for the coming 
year. I am not going to.say what will 





happen if you do not reach your quotas 
the coming year, but I will say this for 
you, that if you do you are going to 
profit with me. I am going to pay ? 
per cent of the total sales above you 
quota each month. I am going to d 
more. There is a $50 bonus to the man 
who increases his sales most above his 
quotas during the year, and $25 for the 
salesman who increases his quotas the 
most during the most months. This 
means that the same man may earn both 
bonus prizes, but that is up to you.” 

That store became a busy place in- 
mediately. Each salesman not only 
served his customers with renewed en- 
ergy, but each sought out their friends 
and made business. They looked for 
opportunities instead of waiting for 
them to knock. 

Indifferent salesmen are a loss to any 
merchant, and as this jeweler figured it 
out, it is usually the jeweler’s fault if 
his salesmen are indifferent. 

Another jeweler aroused the ambition 
of his salesmen by dividing them into 
two groups, and with nothing more than 
a penalty against the losing group 1 
the extent of the cost of a dinner to the 
winners, he nearly doubled his sales dur- 
ing the contest. 








































Customer Complaints 


A great Chicago merchant once stated 
that the “Customer is always right’ 
Merchants all over the land reitera 
the same sentiments, but— 

When a customer complained, th 
jeweler found his salespeople on th 
defensive. They believed they wet 
right and that the customer was te 
cidedly wrong. 

He took thought of the matter and 
found that he could recall numerous 
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Storekeeping Department 


= 
stances where the customer was not 
pleased with the adjustment of com- 
plaints made by the store. He learned 
when he studied the matter out that 
some of his best customers were not 
now buying from him. Why? When he 
traced the matter back, it led to a dis- 
uted claim made by the customer. 

He decided that ever customer with a 
complaint should be turned over to him. 
Then he went after some of his old cus- 
tomers and adjusted some of their old 
complaints. He made liberal adjust- 
ments of all claims, and now he keeps 


his customers. 








Poor Advertising 


Some jewelers pay out as much as 5 
per cent of their sales for advertising. 
Others expend less than that. But in 
very many cases the returns are very 
unsatisfactory. 

A jeweler found his advertising pro- 
ducing very little business. He consult- 
ed the advertising manager of the local 
newspaper, who advised that instead of 
general advertising of the entire stock 
that he select an item at a time and 
spend the whole effort on that. 

This brought him up against the “price 
question.” He had never advertised 
price before, but following advice is the 
only benefit derived from it, so he ac- 
cepted the idea, and three times a week, 
the number of times he advertised, he 
presented a different item, describing it 
carefully and quoting the price. 

He was rather surprised to find peo- 
ple coming in and asking for these items, 
and more so when his sales in other 
lines began to climb. 

The right kind of advertising pays the 
jeweler large dividends. 


Slow Moving Stock 


The jeweler’s turnover of stock is no- 
toriously slow. The average stock turns 
over about once each year. Some jewel- 
ers, more aggressive, get a little better 
rate of turnover. 

A certain jeweler was asked by a cus- 
tomer: “Haven’t you something newer 
than this? You showed me this piece 
last year when I was purchasing a gift 
for another friend.” 

This set the jeweler to thinking. He 
began to wonder how much of his stock 
was turned down because it was not new. 
He knew the intrinsic value was still 
in the article, but when the customer 
thought it was old, what value was there 
left in it? 

He went over his stock and picked out 
every piece that had been in stock for 
a year, and was rather surprised at the 
amount. Then he studied out the prob- 
lem of getting rid of the old and of keep- 
ing everything new. He was not going 
to be caught in the same trap twice. 

His plan was simple, but it worked. 
He marked every piece with the date 
it was placed in stock. Every month or 
so he went methodically through the 
stocks and selected the articles that 
were over six months old. Some he re- 
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duced in price and put out on tables to 
be sold. Others he P. M.’d with instruc- 
tions to the salesmen to sell them forth- 
with. 

He bought some lines in smaller quan- 
tities and some in larger quantities, get- 
ting a bigger discount. Today this jewel- 
er has a satisfactory turnover rate. It 
is not so hard to increase turnover if 
the turning of the stocks is watched 
closely. 


Records of Customers 


A jeweler began keeping records of 
his customers when he started business, 
but quietly discontinued the practice be- 
cause it was too much bother. He was 
making no use of the records. 

In conversing with another jeweler at 
a convention, he was surprised to learn 
that the records were considered the 
most valuable part of the other jewel- 
er’s system. 

“Once a customer buys from me, I try 
to make him a friend of the store. I 
follow up the sale to see if it is proving 
satisfactory. I advertise to these former 
customers in a more intimate way than 
in the newspapers. They are my friends, 
why shouldn’t I?” 

This was a new thought to the jeweler 
who had discontinued keeping records. 
He decided that the records were worth 
while only if used. His mailing list to- 
day numbers into the thousands, and his 
returns from advertising directly to these 
old customers is always apparent in 
sales of the articles advertised. 


Not Charged to the Customer 


A jeweler was surprised one day to 
have a customer call to pay an account 
that was not on his books. Some one 
had forgotten to charge the purchase. 
This set him to wondering if other 
charges were forgotten. 

His business was small; he only had 
two assistants. He had very little sys- 
tem for handling either cash or credit 
sales. The cash receipts were entered 
on a memo book and totaled each night, 
but the cash and the sales summary 
very seldom agreed. The charges were 
made on sales slips, one of which was 
supposed to be handed to the customer. 
But these were often forgotten, the 
salesman turning to some other business 
with the intention of charging the sale 
at a more convenient season. Then he 
forgot it. 

To remedy this, the jeweler made it 
a rule that every sale must be entered 
on a duplicate slip, one of which was to 
be placed with the article before it was 
wrapped. Every sale had its record, and 
forgotten charges were eliminated. 

If business is satisfactory, try find- 
ing the reason why. Usually there’s a 
remedy that may be applied. 

E. E. 














Woman’s hair, beautiful hair .. . 

What words of praise I utter. 

But, oh! how sick it makes me feel 

To find it in my butter. 
—Northwestern Purple Parrot. 
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Five Dollars a Minute 


HE saying “Time Is Money” is no- 

where more applicable than at the 
bank. It costs banks of a prominent 
Northwest city $5 per minute for each 
minute after the first five that they are 
late for clearings. For each of the 
first five minutes’ tardiness, there is a 
smaller penalty, which is stiff enough, 
however, for the banks which are late. 
At a certain hour of the day a represen- 
tative of each bank of the city must be 
at the local clearing house or these 
severe fines are imposed. That is why 
it is important for the banks’ clocks to 
be kept in perfect repair, and the 
horologist familiar with electricity is in 
demand at some of these financial insti- 
tutions. 

Gilbert Sche, who recently started the 
Time Shop in the Denny building, 
Seattle, Wash., has been successfully 
specializing in the repairing of chime, 
antique and complicated clocks. He is a 
young business man endowed with mer- 
chandising ideas, horological skill and 
electrical training. He recently placed 
the master clock and the seven other 
clocks subservient to its whims, its vir- 
tues or defects, in good repair, for one 
of the largest banks of the city, and 
probably saved it a considerable sum 
by this precision. 

Through this job he has increased 
his prestige with financial institutions 
in general in his locality, and has been 
retained to check up on a series of time- 
pieces, in the bank’s vault, as well as 
other parts of the bank, lobby, offices 
and employes’ sections, so that clearings 
will never be missed, and representatives 
never tardy or fined. 

Mr. Sche, with due modesty, admits to 
a sufficient knowledge of electricity to 
enable him to handle the newer clocks 
of the bank or other business or financial 
institution regulated by this force. 

Five dollars a minute is too much for 
the bank to lose by defective timekeep- 
ing, or clock or electrical mechanism. 
And the bank may lose more than this 
sometimes if the time-clocks to the vault 
and safes are not in excellent working 
order. The average bank, therefore, re- 
quires intense servicing of its time 
clocks, and Mr. Sche is finding this type 
of work in Seattle an excellent medium 
for building business, as well as for 
securing a most influential type of rec- 
ommendation. 

He also makes it a point to call upon 
the retail trade of his city, picking up 
clocks each morning that have been left 
with individual jewelry stores for repair 
the afternoon before. He is a believer 
in advertising as a means of increasing 
his usefulness and keeping his services 
in demand, with the better class of 
trade, and reaches society-folk by means 
of little paragraphs reflecting his ex- 
perience in repairing chime and antique 
clocks.—C. M. L. 








Sweet Young Thing: This man 
abandoned me on a street corner in 
Brooklyn. 

Judge: Fine of ten for leaving the 
scene of an accident. —Brown Jug. 
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An Effective Movie Tie-up 
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HE trade will be interested in know- 

ing that in a new picture in which 
Clara Bow, the famous young star, is 
featured, there is a jewelry store scene 
and an extensive use of jewelry. In all 
this there is, unquestionably, a good 
idea for jewelers to do something which 
will be helpful to them in building more 
business. 

The name of the picture is “Red 
Hair” and Miss Bow appears as a mani- 
curist who is crazy about jewelry. Be- 
cause of this fact the producers have 
gone to unusual lengths in securing 
absolute authenticity in everything re- 
lating to the use of jewelry in this pic- 
ture. 

To secure accuracy, moreover, the 
storekeeping department of numerous 
copies of THE JEWELERS’ CIRCULAR were 
consulted for the purpose of getting good 
illustrations of typical jewelry stores, 
and as the result a very attractive store 
set was built for the production. Actual 
pieces of expensive jewelry were rented 
from a large Los Angeles house for use 
in various scenes. 

All this can be capitalized by the aver- 
age jeweler by staging appropriate win- 
dow displays at the time this picture 
shows in his city. He can go to the 
manager of the theater where the pro- 
duction is to be shown and from the 
manager obtain “still” pictures of the 
jewelry store scene, as shown in the 
accompanying photo, and of this other 
accompanying picture in which Miss 
Bow is seen so ardently examining a 
beautiful piece of jewelry. Then he 
can display these pictures in his show 
window with a placard stating that, 
like Miss Bow in this picture, everyone 
loves jewelry and his store is the right 
place to secure the best. 

This will make a timely window dis- 
play and will aid the jeweler in increas- 
ing sales. Moreover, it will cost noth- 
ing to arrange such a display. 








Before the Eyes of the People All 
the Time 


HETHER Denver people are skim- 

ming along smooth mountain roads, 
or whether they are sitting in the the- 
ater when it is too cold to ride, they are 
sure to see something about the Fru- 
mess Jewelry Co. 

During the summer months when 
thousands of people recreate in their 
motors, they pass hundreds of signs 
bearing the Frumess Jewelry Co.’s 
name. 

This is how it is done. The concern 
has 40 large road signs scattered in 
strategic places. Then there are well 
over two hundred farm bulletins on six 


important roads which lead into Denver. 
On the road between Boulder and Den- 
ver these signs extend for 30 miles. As 
Boulder is the seat of the Colorado Uni- 
versity, there are numerous young pros- 
pects passing over this road almost con- 
tinually. There is the road to Golden 
where thousands of people go each week 
to get into Denver’s mountain parks and 
to see Buffalo Bill’s last resting place. 
The Colorado Springs road which leads 
from Denver to the Pikes Peak region 
and, likewise, is the main route to the 
southern part of the State, is lined with 
Frumess _ signs. The boulevard to 
Greeley has its share, for in this town 
is located the State Teachers’ College. 
Then the Aurora and Vernon Canyon 
road signs do not fail to let the motor- 
ist know that Frumess is ready to serve 
him. 

The signs cost $2.15 erected. One 
dollar is to pay for erection and getting 
the farmer’s consent. The balance is 
what the sign costs delivered to the 
jewelry company. It is easy to get the 
consent of the farmer without paying 
him anything, for the sign is really a 
blackboard with the Frumess Jewelry 
Co. ad taking up not much more than 
a fourth of the board. The farmer 
writes his ad with chalk just below the 
jeweler’s ad. 

Mr. H. H. Frumess stated that the 
boards completely disappear every two 


March 29, 1998 


years. Fifty per cent of them are de 
stroyed every year. However, he has 
found that it is a paying form of pub. 
licity if the boards stay up only six 
months. One hundred new Signs are 
erected every year to offset the annua] 
50 per cent loss, thus the total of Over 
two hundred is constantly maintained 
This form of advertising has been 
used by this concern for the past four 
years and, while Mr. Frumess is unable 
to make any accurate check or Specific 
returns, he knows from general results 











CLARA BOW ADMIRING HER JEWELRY 


that the boards are highly effective. 
Friends as well as customers come into 
the store and say, “We saw your signs 
all along the road between here and 
Lookout Mountain,” Mr. Frumess be- 
lieves that there are as many more who 








YE HANDSOME JEWELRY SALESMAN DILATES ON DIAMONDS 
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Storekeeping Department 














come in and say nothing about the 
boards even though these mediums were 
what primarily sent them there. 

In the winter time when people fre- 
quent the moving picture theaters in- 
stead of the highways, they are reached 
by film advertising. This method of 
publicity produces very good results pro- 
vided a lot of thought is put into the 
scenario. Mr. Frumess found that un- 
less the playlet was well thought up it 
did practically no good. The majority 


of his movie ads have been excellent - 


mediums, however. 

The Frumess Jewelry Co. obtains 
films from a Denver company, which 
makes the pictures and contracts with 
the leading theaters to throw them on 
their screens. 

While Mr. Frumess believes that sign- 
boards and films are valuable mediums 
of advertising, he has found that the 
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Selling ‘Talks 
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Closed Out Odds and Ends 


VEN in the best of regulated jewelry 
families there is bound to be a little 
accumulation of odds and ends from 
time to time. They represent money 
that is tied up and that holds the rate 
of turnover down. In plain English 
they are dead stock but nevertheless 
valuable. 
Heyman Gabriel of the Gabriel Jewel- 
ry Co. of Mobile, Ala., recently went 
through the stock of his store and found 








THIS CONCERN USES 40 LARGE SIGNS AT STRATEGIC POINTS 





newspaper is indispensable. The news- 
paper ads are the basis of his success, 
and the other two methods are valuable 
adjuncts. 








Mothers’ Day Merchandising 


O not forget Mothers’ Day. If there 

is one occasion in the year that ought 
to make universal appeal and prompt 
spontaneous giving it is surely Mothers’ 
Day. Suggest gifts for mothers—such 
as pearl necklaces, crystal necklaces, 
earrings, mesh bags, silver bracelets, 
wrist watches. This special “Day” also 
offers an opportunity to do remodeling 
work on old jewelry stored away in 
Mother’s quaint red plush jewel case. 
Suggest to those who are seeking gifts 
for Mother that there may be in her col- 
lection of out-of-date jewelry some gem 
that is very precious to her and enriched 
with many happy memories and that its 
old style setting can be remodeled, giv- 
ing her an artistic creation of modern 
Jewelry that in no way lessens the senti- 
ment attached to the original gift. The 
youthfulness of present day mothers is 
a factor that makes a jewelry gift a 
success. How appropriate are the jewel 
gifts that sparkle with undimmed luster 


4 these mothers who refuse to grow 
old. 


a collection of just such odds and ends— 
one of this and a couple of that. After 
rounding up this collection of slow 
sellers, Mr. Gabriel threw in a gross of 
solid gold collar buttons in order to 
average the price a little and a $25 
lady’s wrist watch and a $25 lady’s 
diamond ring to add to the incentive to 
buy. Then the merchandise was done 
up in packages, a total of 1000 packages 
being obtained. 

The two show windows were filled 
with the boxes and displayed there for 
a few days before the day of sale. A 
sign in each window announced the fact 
that these boxes would be sold at $1 
each beginning on a Friday and con- 
tinuing until sold. A little newspaper 
advertising was also done. Every pack- 
age was guaranteed to contain at least 
$1 worth and the fact that a watch and 
a ring were in among the packages 
added to the possible value. 

The Friday when they went on sale 
brought so big a crowd that the police 
had to handle the people. Exactly 714 
of the 1000 packages were sold on this 
first day and Saturday cleaned up the 
rest. The people were allowed to come 
in, go up to the window and pick out 
any package that they wanted. A girl 
was on hand to take the money as they 
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passed along. The little stunt made 
Mr. Gabriel no profit but he got his 
total cost of the merchandise out and 
cleaned his stock so that it will be some 
time before there will be any odds and 
ends again. No one was dissatisfied 
which in itself is remarkable.—R. R. V. 


* * * 
Using Pictures in Newspaper Advertise- 
ments 


S a contrast one jeweler carried on 

a little bit different newspaper ad- 

vertising campaign by using pictures of 

personalities instead of descriptions of 
his offerings. 

For instance, the first advertisement 
—and these were common with layouts 
only a few inches deep—he ran the pic- 
tures of those who own the store and 
gave a little history as to their experi- 
ence, training and business connections. 

Then he repeated this by publishing 
the pictures of each salesman with 
proper explanation and carried this 
down even to the stenographer and to 
the store’s porter. Following this he 
published with permission the picture of 
his oldest customer and his most promi- 
nent customer and then later city offi- 
cials whom the store had served by fur- 
nishing medals and so on. In this way 
he arranged a series of human interest 
layouts which in addition to advertising 
the store and its goods also inspired 
those whose pictures were published, 
resulting in a double patronage. 

’ * * 


Sells in the Customer’s Own Home 


N enterprising jeweler who sells on 

the extended payment plan sends 

out to patrons a neat little folder bear- 
ing on one leaf this inscription: 


“For the greater convenience of 
our patrons purchases can be 
charged on the extended payment 
arrangement. We shall be happy 
to explain the plan to you.” 

On another page we read this: 

“If it is not convenient for you 
to visit our store, we shall deem it 
a pleasure to send one of our rep- 
resentatives to your home. Please 
fill in the space below and mail 
this card.” 

Then below there is a space for name, 
address, telephone number; jewelry de- 
sired, date and hour at which to call. 

It will be found profitable to suggest 
that a representative call on the pros- 
pect. Many persons desire jewelry, but 
do not care to visit a jewelry establish- 
ment, especially if the purchase is to be 
made on the deferred payment plan. In 
this suggested way absolute privacy is 
assured. 








A heart shaped paper weight was 
given away by Reid & Todd, Bridgeport, 
Conn., on the occasion of their 44th an- 
niversary. The slogan of the firm is 
“Remember the Store in the Heart.” The 
concern’s attractive retail establishment 
was illustrated in the Anniversary num- 
ber of THE JEWELERS’ CIRCULAR, Feb. 23. 
The business is located at 1054 Main St. 
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LEES & SANDERS 


LTD. 


Chicago customer writes: “I feel it is my duty to thank you 
for the fine results and will state that this is by far the largest 
returns for like amount that I ever had.” 


SWEEP SMELTERS 
BIRMINGHAM, Enc. 


FRANCO AMERICAN 
PRECIOUS METALS CORPORATION 


DEALERS AND REFINERS 








GOLD, SILVER AND PLATINUM METALS 











NEWARK, N. J. 62-72 West 47th Street, New York City 


METALS 


SATISFACTORY 
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Established 1889 
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Gold—Silver— Platinum 


ASK ANY OLD TIME JEWELER 
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The BUYERS’ DIRECTORY 


Price One Dollar 


The Jewelers Publishing Corp., 11 John St., New York 






























































Practical Suggestions for the 


Watchmaker 





Written expressly for THE JEWBLERS’ CIRCULAR, by C. A. Curry 




















Escapement Adjustments 
(Continued from issue of March 15) 
HE beveled end of a pallet jewel is 
called the impulse face, because when 

a tooth of the escape wheel slides over 
it, it throws the lever over to the other 
side and, at the same time the fork has 


d 
Vy “oe 


x 
Cc 


Fig. 14 


possession of the roller jewel, so when 
the lever is thrown across to the other 
banking pin, then the fork takes hold on 
the roller jewel and gives the balance a 
sling. The same thing happens when the 
balance returns again. It is not the bal- 
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Fig. 15 


ance running the watch, but the watch 
Tunning the balance. The lever slings the 
balance this way and that way and the 
balance is letting off the escapement at 
regular intervals so that it can be made 
to mark the time correctly. When the 
escape tooth drops on a pallet jewel it 





must strike a little beyond this bevel 
or impulse face, as shown in Fig. 14 at 
“c” and then slide a little farther to- 
ward “d.” This space is called “the slide.” 
At the point the jewel and tooth lock 
and stand still until the balance wheel 
returns with the roller jewel and unlocks 
it again. 

You can readily see that, if the tooth 
should fall upon the beveled part of the 
jewel at “E” in Fig. 14, it could not lock. 
This locking is necessary to hold the 
lever against the banking pin so as to 
keep the fork at just the right place to 
receive the roller jewel when it returns; 
otherwise the roller jewel would not en- 
ter the fork every time just in the right 
place so as to pass through freely. This 
locking is essential for good time keep- 
ing. If it does not lock well it will flip 
and flutter like a house fly when he 
lights upon tanglefoot paper. Then the 
lever is flapping against the roller and 
the performance is not perfect. Quite 
frequently this defect must be overcome. 
First, see that the bearings of the fork 
arbor fit closely and do not have enough 
lost motion to hinder good locking. Then 
if the tooth falls upon the impulse face, 
the jewel needs to be advanced until the 
tooth drops at “c,” Fig. 14. If the draw 
is not strong enough to hold the lever 
against the banking pin, then the jewel 
needs to be moved to a greater angle to 
give it sufficient draw. The draw should 
not be very strong, but positive. Don’t 
overlook these features when you want 
to turn out a high class job. When the 
locking and draw is good, then you will 
have a good, lively impulse for the bal- 
ance. 


Equal Drop 


The escape teeth must not just ease off 
one pallet on to the other; that is to say, 
a tooth must not cling on to one pallet 
until it takes hold on the other, like an 
old woman when she is scared of falling, 
but must turn loose of one pallet and 








hop on to the other, just like you jumped 
off the back porch when your mother 
was chasing you with the fly swatter. 
This is what we call “the drop.” The 
drop must be positive and should be 
equal. That is, the drop should be just 
as far on to one pallet as it is on to the 
other pallet; and right here is one of the 
secret difficulties which will give you 
trouble if overlooked. It is quite fre- 
quent that the drop on one side or the 
other is so little that it will cause the 
running to stop. Perhaps it will stop 
and start again without your knowing 
about it. To say the least, it will give 
you trouble. 

Here are some rules to remember 
when you want to equalize and correct 
the drop: 
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Fig. 16 


When you advance the engaging pallet 
it. lessens the drop on the discharging 
pallet (which we call the “inside drop”). 

When you recede the engaging pallet 
it gives more drop on the discharging 
pallet. 








: aaa 
Lt 


L 
a 
Vi 








Fig. 17 


When you advance the discharging 
pallet it makes less drop on the engaging 
pallet. 

When you recede the discharging pal- 
let it makes more drop on the engaging 
pallet. 

Suppose you have a case where the 
(Continued on page 129) 
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“My Work Has Been Made 
Much Easier With the 
Elimination of All Dust” @ 


Leiman a 08- 
LISHIN 


wUST COLECTOR 


A Dust Collector draws away dust and prevents illness, keeps 
your store or workroom clean and inviting in appearance. 
And every article you polish contributes its mite—the little, 
valuable metallic particles removed and caught by the suction 
—to pay for the machine in short order. 

These outfits are just what boards of health, labor departments 
and others charged with responsibility for the health of workers 
have always advocated—To the proprietor they they cost little, 
they make a neat and clean workroom possible and they save 
precious metallic particles in the dust that may be refined pay- 
ing for the machine over and over again each year. 
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Full Allowance On 


Precious Metal Scrap 


Only accurate assaying and 
refining can determine the 
platinum ‘and palladium 
content in old jewelry, 
sweepings and polishings. 


Our prompt settlements 
cover all precious metals. 








Spyco Smelting & Refining Co. 
51 South Third Street 


Minneapolis =— Minnesota 
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Street 
. New York 


















Fulton 2 Gold Sts., Bridgeport, 


CONFIDENCE 


After serving the trade for more than 
sixty yeers our most valuable asset is 
the confidence and good-will of our 
many customers who send us their 
wastes year after year. 
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Refiners of Precious Metals 


New York City Conn. 
425 Richmend St., Providence, R. I. 




















Makers of good Machinery for 35 Years SHIP TO ANY ONE OF OUR THREE PLANTS 
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Daniel Jean Richard (1665-1741) 


NE of the most picturesque figures is 

this partly mythical character who 
had much to do with making a great in- 
dustry of watchmaking up in the moun- 
tains Neuchatel. Folk lore is often in- 
accurate but it is picturesque and force- 
ful in its inspirational influence. What 
would the world have done without the 
myths of William Tell? Neuchatel had 
a tower clock in 1380, Landeron in 1463, 
Boudry in 1548, Saint-Blaise in 1550, 
Valagnan in 1550, and Motiers-Travers 
in 1589. Frederick Houriet (1743-1830) 
tells us that while ingenious workmen 
fashioned house clocks of wood, in imita- 
tion of the parish clocks, not even the ex- 
istence of portable spring driven time- 
pieces was known. More recent research, 
however, discloses the fact that at least 
one pocket watch was owned in le Locle 
as early as 1664, and that there were 
several families well known as _ clock 
makers. But to come to the story of our 
subject, who was born at la Sagne in 
1665, the family name being Jean Rich- 
ard-dit-Bressel. In 1679 a horse mer- 
chant by the name of Peter, returning 
home after a foreign trip, had acquired 
a London watch, which had become de- 
ranged. He showed it to young Daniel 
who had, at this early age of fifteen 
years, come to be known for his ingen- 
ious fabrications of toy wagons and such, 
and proposed to him that he should re- 
pair it. The young blacksmith-locksmith 
accepted the commission with joy, and 
even the discouragement of the boy’s 
father did not weaken the believing 
Peter. This confidence gave strength 
and determination to the boy. He 
analyzed the watch and took it apart 
piece by piece, and studied the func- 
tions of each. When he had come to 
understand it all he determined to dupli- 
cate it. To accomplish this it was nec- 
essary to have tools not included in the 
outfit of a locksmith, and so he began by 
contriving the necessary instruments 
which took him about a year, and an- 
other half year to complete the watch. 
The completed watch left much to be 
desired. The case was of brass, the dial 
of pewter, an inch and three quarters in 
diameter, the pillars an inch high, a cat 
gut string for the chain, the balance 
spring he could not make and so the 
watch had to be designed for the rapid 
Vibrations of the unsprung balance. His 
Success attracted not only the curious, 
but practical people as well. His first 
market was with the parsonages and 
convents of the Franche-Comté, the 
French Province of which Besancon was 
the capital. He sold his simple watches 


for twenty écus, or about twelve dollars. 


His experiences, his failures, his con- 
templation, suggested improvements in 
his tools. The subdivision of work now 
usual did not then exist and the worker 
had to make not only the movement, but 
also the springs, the wheels, the pinions, 
the case, the engraving, the gilding, etc. 
The exact division of the wheels and 
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pinions embarrassed young Daniel be- 
yond all else, and it was with joy that 
he learned from a stranger that in Ge- 
neva was a machine for cutting teeth. 
He journeyed to that town, where they 
tried to make a mystery of the process, 
but his keen eye, having had one glance 
at a machine, gave him the idea, which, 
on his return to la Sagne, he was able to 
carry into construction. That Daniel 
was a great force in establishing the 
watch industry in the mountains has 
been well determined. His five sons, two 
born at la Sagne, and three at le Locle, 
all worked at their father’s trade, and 
this was perhaps the pioneer of the fam- 
ily factory. In later years he made very 
creditable watches, both simple and re- 

















DANIEL JEAN RICHARD (1665-1741) 
From statue at le Locle, by C. Iguel, erected in 1888 


This locksmith, blacksmith, 


watchmaker, 


was a great force in establishing a watch 
industry in the Neuchatel country, which has grown to such enormous proportions, and is a 
figure around which much of legendary lore has been hung without obscuring the very 
real and valuable man. 


For extended histories see bibliography at end of this series of articles. 
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If You Make White Gold Jewelry Do you buy, sell or use gems 
You Need The HOW Phoenix White Finish and gem materials ? 


; ; ' This new book should be in the hands of everyone who 
It gives your white gold jewelry the has an interest in gems and gem materials. 

beautiful blue-white platinum color, It describes practically every important gem and gem 
covers the soldered spots—AND DOES material, classifies the materials according to various prop- 
NOT TARNISH. erties, includes tables of comparative gem material charac- 
It contains no gold, platinum or cad- teristics and gives the latest available information on manu- 
mium. Anode and full directions in- factured stones. 


cluded in every package. Kraus and Holden’s 
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‘ ‘ By Epwarp Henry Kraus, Professor of Crystallography and 
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222 pages, 6x9, 256 illustrations, $3.00. 
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The first part of the book discusses those properties which 

are necessary for an appreciative understanding of gems 
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The second part of the book contains reference tables of 

the various characteristics of gems and gem materials, con- 
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ating, and even essayed some fancy 
crystal cases. The work began to spe- 
cialize enamelers, casemakers, spring 
akers, etc. In 1781, a hundred years 
poe the inception of this industry, 
there were over 2000 workers which by 
1966 had increased to 13,000, and at the 
present time, 1928, while I have no fig- 
ures available, would, I have no doubt, 
run into the hundreds of thousands. 

Perhaps the watch industry would 
have taken root in this locality without 
Jean Richard, but it required someone to 
blaze the trail, and Jean Richard is 
made the patron saint. 

The characteristics in any industry 
partake, to a considerable extent, of the 
character and necessities of the ordinary 
life. One may judge by looking at a 
timepiece whether it was made in Lon- 
don, or Liverpool, or Geneva, or the 
Neuchatel country, and even more par- 
ticularly as to locality. The spirit of 
invention was rife in this hardy climate, 
and we find in the records many claims 
of inventions of various tools and de- 
vices, some of which were doubtless 
quite new, and others reinventions. The 
list of famous names originating in this 
locality would fill a chapter, and while 
many of them developed in other locali- 
ties, we cannot pass by the heritage of 
Jean Richard without mentioning D. J. 
Jacques-Henri Vaucher, who introduced 
horology, in 1730, at Fleurier, where 
Ferdinand Berthoud served his appren- 
ticeship, Daniel Courvoisier-Clément, 
who invented the punching of watch 
hands complete, Mathey-Claudet of la 
Chaux-de-Fonds who is said to have con- 
structed the first engine turning engrav- 
ing machine, and Joseph Humbert, of le 
Locley who made under Enderlin, in 
Paris, the machine for engraving watch 
cases used by the horology loving Louis 
XV and now at the Conservatoiré des 
Arts et Metiers, in Paris, Abraham- 
Louis Perrelet, born at le Locle 1729, the 
first at Locle to make cylinder move- 
ments, duplex, calendar, equation, and 
pedometer winding watches, and it is 
claimed for him that he was the inventor 
of the pedometer wind, and sold his first 
examples to Breguet, a native of this 
district, and another to Recordon, of 
London, both of whom improved on his 
work, Frederick Houriet, his grandson 
Jules Jurgensen, Peter Ingold, for whom 
is claimed the construction of the first 
watch duplicating machinery in Amer- 
ica, the celebrated Jaquet Droz, who con- 
structed the wonderful automatons 
which even to this day may be seen at 
the Neuchatel Museum, playing the pi- 
ano, drawing portraits, and writing sen- 
tences, F. L. Favre-Bulle and_ his 
nephews Sylvan Mairet and Louis Rich- 
ard, the Nardins, the DuBois, the Du- 
communs, the Favres, the Brandts, Pel- 
latons, Perrets, Girards, Roberts, Jacots, 
Japys, Leschot, Montandons, Hugenins, 
Perregaux, and for the last word in per- 
fecting the watch for temperature regu- 


lation, Charles Guillaume, and Paul 
Ditisheim. 
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oe know a freshman so dumb that 
€ thinks an auto crank is a traffic cop. 
—Denison Flamingo. 
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outside drop is too much and the inside 
drop not enough. Then you must ad- 
vance the discharging pallet to correct 
the outside drop and recede the engaging 
pallet to correct the inside drop. 

Now sum it all up and deduct this rule: 

Advancing one pallet makes less drop 
on the other pallet, and receding one 
pallet makes more drop on the other pal- 
let. Now just here comes another all- 
important adjustment, and you must ex- 
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Fig. 18 


ercise all your thinking powers to get 
the idea clearly fixed in your mind. 
Sometimes when you have made the 
drops equal on both sides, then comes 
another difficulty, and that is with the 
fork end of the lever. When the banking 
pins are set just where they should be, 
one of them will not let off the escape- 
ment, and the other one will let off 
too much; that is, after the tooth has 
dropped, the lever has to go too far to 
reach the other banking pin, which pro- 
duces entirely too much slide. Even if 
the other pallet will allow the tooth to 
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Fig. 19 


drop, it will have no slide at all. Now 
what can you do? You are in the middle 
of a fix or up a tree. j 
There is but one thing to do if you use 
this lever, and perhaps a new one would 
present the same difficulty. Think of the 
lever lying against the banking pin and 
yet not allowing room enough to let the 
escapement off. Well, you “just open 
that banking pin a bit more.” But not 
so in this case, for that would not correct 
that other side which has so much slide 
it could never perform well. Again think 
of the lever lying against the banking 
pin which does not give room enough to 
let the tooth drop, and you can imagine 
if that lever could be bent a little to- 
ward the other side it would allow that 
tooth to drop. Yes, and that is just what 
it must have. If it is a cheap watch with 
a soft metal lever you can easily do it; 
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but most recognized American watches 
have levers made of steel and highly 
tempered, and in this case we only wish 
they would leave them soft enough so 
as to allow a little bending without dan- 
ger of breaking. 

There are certain devices suggested to 
bend these levers, but the experience of 
your humble servant has found it to be 
taking great chances on breaking. Just 
here we are going to suggest something 
which seems simply ridiculous, but you 
are up against it and something must be 
done. Ignite a small alcohol lamp, then 
take in each hand thick blunt tweezers 
and take hold so as to cover each pallet 
jewel and protect them against being af- 
fected by the heat and moved out of their 
adjustment. Then into the blaze near 
the wick immerse the fork end of lever 
itself and blue it close up to the arbor 
and this will fix it so you can take a 
round nose plier and bend the lever itself 
until you get the desired results. After 
this dip lever into cyanide or your solder- 
ing pickle and out quickly and into water, 
and wash thoroughly. This is to remove 
the discoloring from the lever and make 
it appear as if it had not been heated. 
Should you heat so much that this does 
not remove the blue color, perhaps you 
can polish the lever with No. 05 Paris 
emery paper, or invent a way of your 
own. This is one case we dread, but 
when all is well done the victory is so 
great that we soon forget the dread and 
the operation will be worth while. 

To determine if the guard pin is too 
close to the roller to allow freedom of 
the balance wheel, just take your index 
finger and turn the balance slowly 
around to one side until the roller jewel 
is well out of the fork and a bit more. 
Then take a pivot broach and feel the 
lever and see that it will move enough 
to allow freedom—a little backlash or 
freedom of the lever between the roller 
and banking pin. Then turn the balance 
far in the other direction and make the 
same test again for the other side. If 
the lever is rigid and has no side shake 
it must have the banking pins slightly 
opened. If the lever and roller run too 
close together, as shown in Fig. 15 at 
“F,” there are two ways to correct it and 
you may decide from other conditions 
which system to apply. 

Suppose your balance staff, in this 
case, has too much end shake, or the bal- 
ance wheel is running too close to the 
upper plate or too close to the lever 
bridge. Then you may take out the 
lower balance jewel and turn it thinner 
so as to raise the entire balance. This 
will give room between the lever and 
roller and lift the balance more off the 
plate. But, on the other hand, should 
the balance not have too much end shake 
and there is plenty of room between the 
balance and plate, you may place the 
wheel and staff in your lathe and turn off 
some of the hub to make room between 
lever and roller, as shown in Fig. 16 at 
“G.” Also see Fig. 17 at “H.” to observe 
freedom between roller and lever after 
turning a bit off the hub. Now in case 
of a double roller, the end of roller jewel 


(Continued on page 130) 
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UNITED STATES PATENTS 





Issue of March 20, 1928 





1,663,006. BELT BUCKLE. Guy R. HouGH- 
TALING, Rochester, N. Y., assignor to 
Hickok Mfg. Co., Inc., Rochester, N. Y. 
Filed April 5, 1927. Serial 181,187. 7 
Claims. 

A belt buckle comprising a buckle frame 
having a clamping surface thereon, a clamp- 
ing member pivotally mounted on the frame 
and movable also transversely of its pivotal 





axis, a belt anchoring member pivotally 
mounted on the frame and also movable 
transversely of its pivotal axis, and cooperat- 
ing portions on the belt anchoring member 
and the clamping member for moving the 
latter about its axis and also transversely of 
its axis. 


1,663,079. BRACELET LINK. CHARLES A. 
Hart, Walla Walla, Wash. Filed May 
2, 1925. Serial 27,360. 2 Claims. 

In a bracelet link, a laterally formed body 
portion provided with a longitudinally dis- 
posed keyway, laterally formed indentures 
provided in said body portion, an open link 





mountable in said body portion, and en- 
gageable with said indentures to form with 
said body portion a rigid continuous link, 
and a yieldingly operable closed link slidably 
secured in said continuous link, and adapted 
to engage a succeeding link. 


1,663,304. BRACELET. CARL HOECKELE, 
Newark, N. J., assignor to New Jersey 
Chain Corp., Newark, N. J. Filed Feb. 
21, 1927. Serial 169,898. 5 Claims. 


An expandible bracelet comprising a series 
of box links having top and bottom walls, a 
frame link connecting said box links and 
slidable between said walls, said frame com- 





prising a pair of separate members, co- 
operating means on said members to interlock 
to prevent separation longitudinally of the 
bracelet, said interlocking means being pre- 
vented from lateral separation by the top 
and bottom walls of said box. 
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W. FARBER, Brooklyn, N. Y. 


ee 











Serial 23,496. Term of patent 


74,736. 


CLOCK CASE. 


ISEDORE GREENGUS, 

















Providence, R. I. 





Filed Oct. 12, If 
‘ 


Serial 23,737. Term of patent 


74,753. BELT SLIDE. WuiLtuiam J. Mors, 


Attleboro, Mass. Filed April 8, 1926. 
Serial 17,216. Term of patent 7 years. 


UNITED STATES TRADE-MARKS 





Issue of March 20, 1928 





_ The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the _ ten-year 
“proviso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. , 

As provided by Section 14 of said Act, a 
fee of $10 must accompany each notice of 
opposition. 

New 


257,937. THE RAINYDAY CLUB, 


York. Filed Nov. 22, 1927. 


RAINYDAY 


Particular description of goods.—Buttons, 
Pins, and Insignia Made of Gold, Silver, 
and/or Combinations Thereof. 

Claims use since June 18, 1927. 


Ser. 


Ser. 260,858. Stites, EpLIN & SMITH, INC., 
New York. Filed Jan. 28, 1928. 


~~) ee 


Particular description of goods.—Finger 
Rings, Brooches, and Scarf Pins. 
Claims use since January, 1925. 


Trade-Marks Published 
Issue of March 20, 1928 


240,016. STERLING-SILVER TABLEWARE 
AND TOILET WARE. JAMES B. 





Filed Sept. 


WaATERFIELD, Attleboro, Mass. 
31, 1927. Serial 256,845. 
10, 1928. 

240,017. MANUFACTURED JEWELRY Fo 
PERSONAL WEAR OTHER THst 
WATCHES. JUERGENS & ANDERSEN On 


Filed 
Published pee 


Chicago. Filed Nov. 3, 1927. . 
257,011. Published Jan. 3, 1929, Serial 
240,024. ORNAMENTAL BUCKLES Map 


OF OR PLATED WITH PRECIE 
METAL. I. MILLER & Sons, Inc. OS 
Island City, N. Y. Filed Oct. 20; 1927 
Serial 256,363. Published Jan. 10; 1994 


240,102. FINGER RINGS. NatHan MILizp 
New York. Filed Nov. 14, 1927. Seriai 
257,554. Published Jan. 10, 1928, 


240,149. FRATERNITY BADGES, LAPEy, 
BUTTONS; SCARF, LAPEL, AND 
BREAST PINS; CUFF LINKS, Tip 
CLASPS, CHARMS, FINGER RINGs 
BELT BUCKLES, AND ORNAMENTAL 
SHIELDS, ALL OF PRECIOUS METAL 


SIGMA ALPHA EPSILON  FRATERN 
Evanston, Ill. Filed Oct. 30, 1926. Serial 
239,490. Published Jan. 3, 1928. 


Trade-Mark Registration Renewed 
March 20, 1928 


70,041. CERTAIN JEWELRY. 
July 28, 1908. 
dence, R. L., 
Island. 


Registered 
WoLcotTt MF6. Co., Provi- 
a_ Corporation of Rhode 
Renewed July 28, 1928. 
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may brush the guard finger as shown in 
Fig. 18 at “I,” and it must be corrected 
and will then show freedom as shown in 
Fig. 19 at “J.” 

Sometimes the pallet arbor works just 
a bit loose and gives immense trouble 
before you detect that it is doing it. 

(To be continued) 








Business Troubles 


Lee Bros., Britt, Iowa, are offering 
creditors 10 cents on the dollar. 

The Dierks Jewelry Co., Columbus, 
Ga., is offering creditors 25 cents on the 
dollar. 

An involuntary petition in bankruptcy 
has been filed against the Superior 
Watch Supply Co., Inc., Cleveland, Ohio. 

Strube Bros., Estherville, Iowa, has 
made an assignment for the benefit of 
creditors. 

William F. Hampe, Lima, Ohio, has 
filed a voluntary petition in bankruptcy. 
The assets amount to $350 and the lia- 
bilities to $1,800. 

An involuntary petition in bankruptcy 
has been filed against Orville J. Kuhl, 
Blackwell, Okla. The assets amount to 
$31,100 and the liabilities reach a total 
of $43,800. 

William F. Graham, Haverhill, Mass., 
has made an offer to settle with creditors 
on the basis of 20 cents on the dollar. 
He owes approximately $4,500 and his 
stock is said to be valued at about 
$1,000. 








A firm in Winnipeg, Canada, accord- 
ing to an announcement made by the 
Bureau of Foreign and Domestic Com- 
merce is in the market for imitation 
jewelry. Their file No. 30081 covers this 
request and further information will be 
given by the Bureau at Washington, 
D. C., or any of its branches if reference 
is made to this number. 


